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They were best in my day, son. 


Mechanics of yesterday and today will tell the mechanics of tomorrow, 
why Star Blades maintain their supremacy. 


al 
STAR P) HACK SAN 
Ait. 


Makers since 1883 


CLEMSON BROS., INC. 
Middletown, New York 


| 
And they are making them even better today. 
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Why the Prestons got more silverware 


USAN PRESTON, setting 
the supper table, told her 
mother about the weck-end at 
the Millers. She described four 
meals in detail and continued, 
‘You ought to see their dining- 
room. They have loads of beau- 
tiful silverware. It’s fun to sit 
around their table, just because 
it sparkles so!"’ 

So beautiful silverware was 
what Susan admired at the 
Millers! ‘“Well,’’ thought Mrs. 
Preston, ‘‘we can have beautiful 
silverware too. We'll see about 
that tomorrow.’ 


1847 ROGERS BROS 


SALESROOMS: 
NEW YORK 
CHICAGO 
6AN FRANCISCO 





DOES SILVERWARE ADD TO THE CONVENIENCE OF YOUR HOME? 


Does it make every meal more pleasant, because of its generous, twinkling 
beauty? Does it make entertaining for you and the children not only a 
possibility—but always a pleasure? 

Perhaps not! Even now you may be getting along with a scant equipment 
of silverware. But you need be inconvenienced no longer! In 1847 Rogers 
Bros. Silverplate you will find all the niceties of table settings—salad forks, 
bouillon spoons, ice cream forks, orange spoons and serving pieces. Whether 
you need a few of these refinements of table setting or a complete silver 
service, you will purchase wisely and reasonably in 1847 Rogers Bros."’ 
For more than three-quarters of a century this finest silverplate has been 
approved by fastidious hostesses. It will serve you a lifetime. 

Leading dealers everywhere carry the newer 1847 Rogers Bros. patterns 
in their stock. 

You will find booklet , Etiquette, Entertaining and Good Sense, full of 
suggestions for successful entertaining. It’s free. Write for your copy 
today. INTERNATIONAL Sitver Co., Dept. E, Meriden, Conn. 
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Anniversary Cold Meat Fork 
(Reduced Size) 





Anniversary Meat Dish 
Vegetable Dish 
Salt and Pepper 


You will use these graceful, durable 

pieces every day. A wide variety of 

such silverware matches the knives, 

forks and spoons of 1247 Rogers Bros. 
patterns. 


CANADA: 
INTERNATIONAL SILVER COMPANY 
or Canaba, LimitTep 
HAMILTON, ONTARIO 


Write us for advertising and display helps with which to attract the many Prestons in your town who will see the above 
advertisement, in colors, in the August 22nd issue of the Saturday Evening Post. 
lications bring trade to you. 


Let our advertising in leading pub- 
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GREENLEE 


TOOLS for the 
WOODWORKER 
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They Satisfy the User and Build 
Good Will for the Dealer 








and sales helps, but after all is said and 
done, it takes quality goods to build 
good will for the dealer. Pleasing displays 
and an orderly appearance are vital factors 
in attracting new customers, but this alone 
will not make repeat orders. They depend 
on good will, which is gained or lost by the 
service received from the goods after they 
pass over the counter. 


Mien can be said about merchandising 











And so it is with Auger Bits and Chisels. 
It often requires an attractive display to gain 
the attention of the mechanic or householder, 
but it takes real service to make him return 
for the same brand he purchased last year. 


Greenlee Tools for the Woodworker fit 
into the attractive display scheme because of 
their perfect form and finish. But of 
greater importance is the fact that satisfac- 
tory service for the user is the keynote of 
every operation in their production, from the 
selection of materials to the packing for 
shipment. 








Write for our complete catalog of 
Augers, Auger Bits, Chisels, Gouges, 
Draw Knives, etc. 


Greenlee Bros. & Co. 
Rockford, Illinois 


= : xt EASTERN SALES OFFICE 
LEM OF Q 126 CHAMBERS ST., NEW YORK CITY 


TRADE MARK 
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“D. Maydole” 


on a hammer 
means most to most men 


When a man asks for a Maydole he’s “telling 
the world” that he knows hammers. And 
what “regular” man doesn’t pride himself on 
the quality of his tools? 


Can you yourself think of anything that gives 
you more satisfaction than handing a man 
a tool and saying simply, “here’s the finest 
made.” For you know and every experienced 
tool user knows that there’s only one Maydole 
Hammer. Eighty-two years of fashioning 
the finest hammer that human skill and ex- 


perience can produce has put it in a class by 
itself. 

Are you cashing in on the increased good-will 
of customers whose Maydole Hammers are 
constantly reminding them of the quality of 
your goods? Your jobber will gladly supply 
you. 


Write for interesting Handbook and Catalog No. 23 “C.” 


THE DAVID MAYDOLE HAMMER CO. 
New York 


Norwich 
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STEEL 
ATKINS No. 53 


Here is a saw that appeals to high class 








mechanics for general carpentry work. 
It is the most popular saw on the market 
today. The blade is genuine SILVER 
STEEL, taper ground. Atkins ex- 
clusive damaskeen finish. Skew 
back, regular or ship pattern. 
Improved Perfection handle 
of applewood, embossed, 
highly polished. Fastened 
to blade with three 


nickeled screws and 





medallion. 





Other Popular ani, ~~" a 
This is our best Saw. The Four Hundred s “4 
Preferred by master carpenters. Furnished in |e a | 
regular pattern, skew back; ship pattern, skew ¥ 
back; regular  pat- 


tern, straight back; = —~ ie = — <M § 
ship pattern, straight | a 


back. Fitted with ~ 
Improved Perfection Atkins No. 400 
Handle which pre- 


vents wrist strain. 















Another popular saw; a companion 7 penne aA 

to No. 53. Straight back, regular _ ae. on aah | & 

or ship pattern. Silver Steel blade, —— Panne ) e | 
fitted with Improved Perfection Atkins No. 65 “ 
Handle. 





& 









The No. 51. Made of Silver Steel, regular or Aw 3 
ship pattern. Applewood handle of the old ; a.) 
style block pattern, polished and embossed. | in 
Atkins No. 51 _ 
Order a Stock from Your Nearest Source of Supply A 
E.C. ATKINS & COMPANY 
ESTABLISHED 1857 The Silver Steel Saw Peope 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland — 
Chicago New Orleans San Francisco 


Memphis New York Seattle 
Paris, France Vancouver, B. C. 
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Comparator photograph showing ordinary cut thread 


Consider the strain a tiny thread 
must bear! 


HEN a thread strips on a bolt, 
the principal effect on the workman 
is to make him mad. 

But the principal effect on you is to 
destroy some of your profits. You 
paid for a bolt, and couldn't use it. 

You paid for the workman’s time, and 
it was wasted. 

You paid, in other words, the same 
penalty that all are paying who use cut 
thread bolts. 

Why Cut Threads Strip 

Until recently, the only practical 
method that anybody knew anything 
about for producing threads on bolts 
was die cutting. 

But bolts are made of steel, and cutting 
is not good for steel—especially if the 
cut part is a thin, tiny thread that has 
to bear all the strain of holding the nut 
in place—often under thousands of 
pounds’ pressure. 

Cutting destroys the molecular cohe- 


siveness that gives the steel its strength 
—and the thread, where it ought to be 
strong, is lamentably weak. And so 
it strips—collapses—when stress is 
applied. 

But You Can’t Strip THESE Threads 

Empire engineers have long been ex- 
perimenting with methods for producing 
threads without cutting—and Empire 
New Process bolts concretely attest the 
success of their efforts. 

The thread is built up under pressure, 
on a specially prepared blank, using a 
new type of die of unequalled precision. 
The steel molecules are forced together, 
instead of being cut apart, and their 
closer union makes the bolt. stronger at 
the thread than at any other place. 

So Empire Bolts are strongest where 
greatest strength is needed—and where 
all other bolts are weakest. 

You can prove it yourself. Write 
for samples, and put them to the test. 


RUSSELL, BURDSALL & WARD 
© BOLT & NUT COMPANY 


PORT CHESTER.N-Y. 





Branch Office Branch Office Branch Strimple & Gillette Maydwell & Hartzell, Inc. 

Straus Building General Motors Bldg Factory 169 Jackson Street 158-168 Eleventh Street 

CHICAGO DETROIT ROCKFALLS,Ilis. SEATTLE SAN FRANCISCO 
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a. | 
AUTOMATIC SPIRAL 
SCREW DRIVER 


Three hardened, tempered and polished tool 
steel blades regular equipment. Tongued shanks : 
fit slot in steel chuck, preventing any possibility 


of turning. 


Knurled Steel Chuck Nat that holds bits tightly 
in the chuck. 





Knurled Sleeve for guiding driver with the 
—_— hand. Note deep taper, preventing pinching 
ngers. 





Precisely machined hardened steel Spiral cut 
at 20 degrees, giving much more power than 
usually found in these tools. The Spiral Nuts are 
hardened steel, and with proper luabrieation will 
last indefinitely. 





Knurled Lock Nut for eliminating the automatic 
action. When tightened, the Screw-Driver can be ae a 
po as either a right or left ratchet or plain 
river. 





Shifter Knob that controls the various actions. 
With lock nut loose and Knob at R, tool auto- 
matically drives; with Knob at L, it automatically 
draws. With lock nut tight and Knob at R, tool semen 
acts as a right-hand ratchet driver, with the Knob 
at L as a left-hand ratchet driver, and with the 
Knob at the star as a positive plain driver. 





A large, comfortable hardwood Handle with a 
pelissed mahogany finish. Nickel plated steel 
ferrule. 


[L1it itt 





Built right straight through for exceptional and dependable per- 
formance. Length over all, with blade extended, 1914 inches; with- 
out blade closed 10 inches. Net weight, 14 ounces. 

This is the Automatic Screw-Driver above all others that merits 
your faith and sales effort. 


GOODELL-PRATT COMPANY 





Greenfield, Mass., U. S. A. 


GOODELL-PRATT 
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Good Buildin: 


“Tt’s the best lock made and the quickest to put on” 


Attached in one-fifth the time required for any 
. . , —_ other lo i. 
tion for a lock than the practical opinion . -_ 

Never gets out of order, for it is perfectly made and 


of practical workmen. From experience, car- correctly assembled. 
penters know the Corbin Unit Lock to be the Good to look upon, In designs of solid brass and 


finest example of Good Hardware—Corbin— bronze. ; . 
Keyhole is in the knob where fingers easily find it. 


USTOMERS want no better recommenda- 





and the easiest of all locks to install. ; 7 
No wonder workmen say “they are the best 


Consider, f i ‘ aves: . ; 
onsider, for instance, these advantages locks made.” No wonder Corbin dealers are 
a by Good Hardware experts—assembled by equipping so many of the finest office and pub- 
Leaves the factory a complete locking unit. lic buildings, schools, churches, and houses 
with Unit Locks of Good Hardware—Corbin 


No assembling or adjustment by untrained hands. 
Eliminates tedious mortising —difficult alignment. and owners say they are a joy to live with. 


P. & F. CORBIN “55° Connecticut 


The American Hardware Corporation, Successor 


NEW YORK CHICAGO PHILADELPHIA 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL., 
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Quantities of this sales- 
creating booklet are 
supplied to Osborn 
Dealers on request. 
This is another way 
Osborn helps its dealers 
build sales in their 


localities. P 
~\. 
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This window and counter 
display stand will work 
for you. Ask us, or any 
Osborn distributor. 


MAKERS OF 
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Cash In On 








Osborn National Advertising 


Every month, Osborn tells millions of 
women they can get better brush values 
for their money by patronizing the 
retail stores selling Osborn Blue 
Handle Brushes.* 


Osborn identifies these stores— your 
store—by supplying, free of charge, 
the attractive Osborn Display Stand. 
In many stores it is increasing brush 
sales from 100 to 500 per cent. 


Osborn is bringing to retail stores, thou- 
sands of dollars in profits which form- 


erly went to house-to-house canvassers. 


This plan is a success because Osborn 
Brushes are attractive—better made— 
priced right—and strongly and con- 
sistently backed by national adver- 
tising which is producing gratifying 
returns to Osborn dealers. 

Jointhe country-wide movement tokeep 
the brush business where it belongs 
—in the retail stores—in your store. 
Write for full details about the Osborn 
Sales plan or ask any Osborn distributor. 


% Look for the Osborn Advertisements in the Saturday 
Evening Post—Woman’s Home Companion— Good 
Housekeeping and The Christian Science Monitor. 


JHE OSBORN MANUFALTURING LOMPANY 





OF ee 


CLEVELAND, OHIO 





QUALITY BRUSHES 


SINCE 1892 
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Better, Cleaner 
eat for 
HOMES 
SCHOOLS 
STORES 
OFFICES 
GARAGES 
SHOPS 














mn 
Stove--in One Complete Uni 


Oil Burner and Heating 











§ ye wd something new in heating stoves. 
The result of 14 years’ experience and 
achievement. In appearance, a finely built 
coal-burning heater—but in reality, a mod- 
ern Oil-Burning heating unit; an Oil Burner 
of national reputation and a heating stove, 
built as one complete unit. More heat, 


cleaner and more dependable heat, without 
the work and dirt of coal. 


The Burner is the famous Oliver No. 20. It 
is a fixed part of the stove—bui/t in, solidly, 
not just set in. Hermetically sealed in. 


Stove Built in 3 Sizes—Full 
Nickel Trim 


The “Olco” Oil-Gas Heater is made in 3 sizes 13, 15 
and 17-inch firepots, each providing a flood of heat. 
More than any ordinary coal or wood heater of equal 
size will give. Full nickel trim. Nickeled ornamental 
dome, upper ring, foot rails, base and legs. . 
Main body of best grade, rust-proof, satin-blue finish 
sheet steel. 


Gravity Type—Natural Draft 


Embodied in this remarkable heating unit are all the 
sound, basic principles of oil burning for domestic 
heating. Gravity type. Natural draft. No motor, no 
moving parts, spark plugs, wiring or electrical con- 
nections. 


Intense Heat—Perfect Combustion 


The new “Olco” automatically and properly mixes the 
exact proportion of air with oil vapor—providing in- 


Request details of the “Olco” No. 22—a larger unit 
for commercial installations: Shops, Carages, Stores, 
Lodge Halls, Schools and Picture Shows. 








Made in 3 Sizes 
Surprisingly low 
in price! 







Olco Heater No. 219 


tense heat, any degree desired, at the turn of a specially 
designed dial-valve. To light 
the stove all you do is turn a 
valve and strike a match. Oper- 
ates on as little as one pint per 
hour, depending upon amount of 
heat desired and size of stove. 
Has automatic cut-off valve 
neatly concealed in base. 





The famous Oliver 
No. 20 Oil Burner 


Send for Complete Details of This 
Profitable New Heating Unit 


Just as Oil is rapidly replacing coal as a fuel for 
furnaces, Oil is now destined to replace coal and wood 
as a fuel for heating stoves. Add the “Olco” to your 
stove line and you'll find it one of the fastest selling, 
most profitable stoves you’ve ever handled. Comes 
complete with fuel tank and necessary fittings. Write 
at once for complete details and discounts. 


OLIVER OIL BURNER CORPORATION 
K-250 Oliver Bldg., St. Louis, Mo. 


Oldest and Largest Manufacturers of Oil-Gas Burners in the World 


OLCO OIL-GAS HEATER 
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The Grebe Dealer Franchise 
Offers Unusual Profits 


The Synchrophase will satisfy your cus- 
tomers, enhance your prestige, eliminate 
worry and increase your earnings. 


REBE is out to make this the banner year in its long history. 
Retailers who hold the Grebe franchise will find it excep- 
tionally profitable. Grebe policy protects them absolutely: viz, 


1. Prices will be rigidly maintained. We never have “un- 
loaded” and never will. 


2. Price-cutting will not be tolerated. 
3. Dealer discount is raised to 40%. 


4. The number of retailers will be restricted; jobbers will 
have exclusive territories. 


5. With our new factory we can keep pace with demands. 
There will be no shortage of sets. 


6. Dealers will be backed up with local and national advei- 
tising more extensive than ever. 


7. Special proposition to retailers for local advertising. 


Every part of the Synchrophase is designed and built in our plant so that 
we control construction rigidly. We do not assemble nor make sets to sell 
at a price; they are built to give enduring service and do so. The unsur- 
passed reception of the Synchrophase, which has given it such outstanding 
success, is due to this thorough construction and the exclusive features which 
are not mere talking points, but real performance-producing innovations. 
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The new Grebe Synchrophase has the a 
lif 


First Flexible Unit Control | 


The three condensers can be operated 
by one dial or separately at will. 


8 a again, Grebe steps ahead. This new feature plus the 
other exclusive advantages, such as Binocular Coils and 
S-L-F Condensers, make the Synchrophase the premier set 
of America. 

Since 1909, Grebe has been building radio parts and sets. Only one principle 


has guided the work—to make every part as well as it could be made. Strict 
adherence to this principle has made the Synchrophase what it is today. 


Constant experimentation in our laboratories and broadcasting stations keeps 
Grebe design and construction in advance of all others. This never-ceasing 
research has been of untold benefit to us and to the radio industry. 


When you sell aSynchrophase, you know that it is the best and will stay sold. 
There will be no excessive servicing, no customer dissatisfaction, no frequent 
“come-backs” to eat up profits and destroy confidence in you as a merchant. 


Behind the Grebe franchise, then, is this set, this company, this policy. 





Write for full information and prices 
“Get rid of small wis- 


A.H.GREBE & CO., Inc., Van Wyck Boulevard, Richmond Hill, N. Y. dom and great wisdom 


: ill shi ’ 

New York Office: Steinway Hall, 109 West 57th Street — a ee beet 
Western Branch: 443 So. San Pedro Street, Los Angeles, Cal. 
It is great wisdom to 

sell the Synchrophase. 


This Company owns and operates stations WAHG and 


WBOQ;; also mobile and marine low-wave Prati He 


re-broadcasting stations. 













mands. 








TRADE MARK REG. U.S. PAT. OF.F. 












Additions to our 
factory will per- 
mit us to keep 
pace with de- 






Exclusive Features 
that make the 
Synchrophase so 
profitable to 
handle. i 








First Flexible Unit Control 


a one-dial control or a three, at will 
of operator. 


S-L-F 
Condensers 


make sharp 
tuning quick 
and easy. 


Binocular 


il 

cas Volume 
give unusual Control 
‘selective sen- : 

sitivity.” gives six gra- 


duations of 
sound with- 
outdistortion 
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This aluminum mitre 
box, Number A-358, 
weighs, with the saw, 
only fifteen pounds. 
Same in design, ad- 
justment and features 
as the regular No. 358 
28 x 5 back saw fur- 
nished. 
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TANLEY Mitre Boxes have long been 

known for ease of adjustment, accuracy 
and dependability. They are preferred by 
woodworkers everywhere. The aluminum 
box, A-358, is the latest addition to the line. 
It has many interesting features. Write us 
for complete details of these, and other 


Stanley Mitre Boxes. 


STANLEY, New Britain, Conn. 


New York nang 


San Francisco Los Angeles Seattle 


STANLEY Mitre Boxes 
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The decision is up to YOU 


TART saving time by using a 

Vixen Curved Tooth File. Sell 
yourself on the Vixen principle. 
Let the Vixen perform without the 
aid of oratory and extravagant 
statements. Get a Vixen and make 
your own decision. 


The Vixen clears itself of filings 
automatically. Each tooth is indi- 
vidually milled of special alloy 
steel, and has a lasting keen cutting 
edge with the proper rake and clear- 
ance angles that actually shears the 
metal instead of just pushing it off. 


_ VIXEN 








CURVED 
TOOTH 


Specify your kinds of filing and 
test Vixens will be placed in your 
hands free of charge to prove their 
dependable speed and economy. 


Time is money and Vixens save 
time. The various Vixen cuts can 
be used for hard and soft metals 
—fibre—marble—stone—slate— 
wood—rubber. 


Your dealer will be glad to tell you 
more, or if you wish, write directly 
to us. 


HELLER BROTHERS COMPANY 
Newark, New Jersey, U.S. A. 
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COPPER & ALUMINUM UTENSILS 
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What Aluminum War 













Our advertisement entitled, ““What 
About Aluminum Ware?” contained 
the facts about the light weight ware. 

It brought hundreds of letters to us com- 
menting on our stand in broadcasting the 
truth. Practically every letter confirmed 
our statement that thin, light, 22 and 24 
gauge, unbranded Aluminum Ware was re- 
sponsible for the present situation in cook- 
ing utensils so unprofitable to the trade. 


The public is being educated to the economy of 


Ate 
Od azyyton gelee a purchasing 18 gauge Aldminum cooking uten- 
St n : h mT 
Nery, fe ,22 sils. During the last two years the housewife has 
_ ye ~ r > ‘ ‘ti°D , > eT ete »YW > 
£8; ye ch Cure, purchased quantities of the unpractical and ex 


pensive thin Aluminum Ware. She now knows it 
is not lasting or useful. She is now paying more 
attention to the advice of the dealer who is selling 
18 gauge Aluminum utensils and whose interest in 
the customer continues after the sale is made. 
The margin of profit allowed a dealer on a reliable 
branded line of 18 gauge utensils which is not handled 
by the chain stores is such that he can run his business 
with proper regard for his responsibility to the public. 
A progressive dealer discloses his identity by his desire 
to sell a quality product at a fair profit. One with the 
manufacturer’s trade mark and guarantee behind it. He does not use cheap, thin, inferior Aluminum 
utensils as a lure to get customers into the store to purchase other merchandise. He does not try to mis- 
represent price merchandise for reliable merchandise. | 
He realizes that every item which he sells for kitchen use represents him in that kitchen and the class of 
merchandise which he handles. The memory of the price paid does not remain so long in the housewife’s 
mind, but the service rendered and the long wear does. 

Pd ° 

‘ 


PRESIDENT 
Aluminum ‘Products Co. 


& 9 LAGRANGE . . ILLINOIS 
Makers of “LIFETIME Wark” 


One of the many letters which we received, commenting 
on our last advertisement, shows the trend of opinion. 
Realizing the present trend of public opinion, the pres- 
ent situation does not warrant the purchase of thin, light 
weight, unbranded Aluminum Ware. 


4h, 
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Aluminum 


ware 


THE WEAR IS IN THE WEIGHT 





MARK — 4. 
MADE IN U2: 





Reg. U. S. 
Pat. Off. 
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| A suggestion for live wire dealers | 


5000 People See Milwaukee 
Journal Coaster Wagon Race 


July 4, 


In a coaster wagon meet, the 
first of its kind to be held in the 
United States, there were more 
than 500 entries from boys all 
over the city of Milwaukee. 


Promoted by the Milwaukee Journal 
and aided by city authorities wide- 
spread interest was aroused, more than 
5,000 people witnessing the events. 


Janesville Products Co. 


1925 


While it was a notable triumph, for 
Janesville Quality to be represented 
so often among the prize winners, it 
is no less a tribute to the co-operative 
selling effort put behind the Janesville 
line by so old and respected a house as 
‘*Frankfurth of Milwaukee.’’ 


To Jobbers and Dealers elsewhere the 
coaster wagon meet offers a wealth of 
selling suggestions. 


Janesville, Wis. 
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Janesville Wins Again / 


Out of 500 entries in 16 events 
Janesville wagons win 


10 First Prizes 
| 13 Second Prizes 


10 Third Prizes 








and 2 out of 3 Grand Prizes 

f a a 2 
Quality will not be denied! 

| Ask Your Jobber 

| Janesville Products Co., Janesville, Wis. 

Makers of the 

; Janesville Sturdy Steel 

Coaster Wagon 
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The Teasons Why= 





KAMPKOOK Leads 


—in Sales! 


1. Convenient as a gas range and faster. 

2. Going full blast in two minutes in any weather. 

3. Makes a hot, clean, spreading blue flame—no 
smoke, soot or odor from motor gas. 

4. Nothing to break, nothing loose, simple to operate. 

5. Instantly detachable tank with built-in funnel 
easily filled. Always cool—no chance for leaks 
—absolutely safe. 

6. Burners will not burn out or clog. 

7. Hinged iron grate—improves combustion. 

8. Self-contained folding windshield. 

9. Cool valves built in—can’t lose them. 

10. Sturdy folding legs—absolutely rigid. 


11. Safe any place. 
12. Good heater in damp, cool weather. 
13. Folds like a suit case—ALL inside. 
14. The original—the result of 29 years’ manufac- 
turing experience. 
15. Kampkook sales are profitable—dealers push them. 
16. Kampkook accessories provide additional profit. 
17. Kampkook advertising dominates the market. 
18. Kampkook dealers’ helps are a forceful tie-up and 
follow-up to that advertising. 
19. Kampkook dealers have sincere factory co-oper- 
ation and support. 
Kampkook franchises are so valuable that dealers 
protect them. 


Made in four sizes to 
meet the needs of every 
buyer, at $7.00 to 
$14.30. Any leading 20. 
jobber can supply you. 
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AMERICAN 
GAS MACHINE COMPANY, Inc. 
Albert Lea, Minn. New York, N. Y. 
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_A Full Line of Mechanical and Electric Trains Headed by the “ALL AMERICAN” 
Feature Train and Backed by the Biggest Advertising Campaign in All Toydom 





The Opening Gun 
of the 


Big Fall Campaign 
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Never before has any manufacturer been able to offer the Toy Dealer 
such a “sure-fire” seller as the new 


“American Flyer’’ 
WIDE GAUGE “Feature” Train 


Bristling with exclusive features—impressive 1n its appearance— 
“American Flyer” QUALITY evidenced in every detail of its con- 
struction—and yet, withal, produced at a price which stamps it as 
the most pronounced VALUE ever offered in an ELECTRIC 
TRAIN. 


If you haven't completed arrangements for a 
FULL SUPPLY of “American Flyer” 
ELECTRIC AND MECHANICAL 
MODELS we suggest getting in touch with 
your jobber at once or writing direct to ts. 


American Flyer Mfg. Co., 2219-39 So. Halsted St., Chicago, Ill. 


New York Office—Fifth Ave. Bldg. Western Sales Office—660 Mission St., San Francisco 
General Distributors—STRUCTO Hoisting Toys and Autos 
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Winslow's No. 3940. 
A very popular model 
for men 
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70 years of 
universally 
acknowledged 
leadership in 
the industry of 
skate making 


lO FL MO LG DIOL! PO ee 










ee at i ME a 
Without ques- 
tion, the most 
all-round satis- 
factory skates 
for the jobber, 
retailer and user 
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Winslow’s 2140 LS. 
A favorite model 
for women 


re? 






Winslow's skat- 
ing outfits for 
men and women 
















Thousands of jobbers 
and retailers realize 
more and more each year 
the possibilities and profits 
in selling Wivszows 


Why don’t You sell the skates 
that feature up-to-the-minute 
design, highest quality in ma- 
terials and workmanship 
and are fast sellers? 


The Winslow line of Ice and Roller 
skates anticipates all demands 





Do You want catalog and prices? 


The Samuel Winslow Skate 
Manufacturing Co. 
Worcester, Mass. 


New York Sales Office & Warehouse 
34 Warren St. 
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Winslow makes 
many types and 
grades of ball 
bearing roller 
skates 
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Stocked & Sold by Southern Representative 


Phil B. Bekeart Co. British-American Export and Import Co. Henry Keidel & Co., Inc. 


717 Market St. 8 Long Lane, Aldersgate St. 


Made in different 
grades 
FP x> 
4. te | 
.' a tS a he - 
S 
> Pacific Coast Sales Agent 
: , 
> San Francisco, Cal. 
~ 
“ 
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405 W. Redwood St. 
London, E. C. Baltimore, Md, 
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DO YOU KNOW THAT EVERY 


KIDDIE ~KAR 


IS MADE BY H-C-WHITE COMPANY 





























TRADE MARK 


MAKES THE : — 
4 Y Lonc \ 


SLEEVE | 
BEARING / 





The White Genuine KIDDIE-KAR 


NEVER successfully copied and —more dominant today than ever. 
KIDDIE-KAR is marketed on a sound and stable sales policy 
which protects Dealers Profits irrespective of conditions in other 
wheel goods. 

“The real demand is for the reat KIDDIE-KAR”’. 
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H. C. White Company, North Bennington, Vermont 


“KIDDIE KAR” and “KIDDIE” Vehicles 
Trade Mark Trade Mark 


New York Sales Office—Fifth Avenue Building 
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MOVING DAY 


We are moving to a new location where we will have ample space to 
take care of the constantly increasing demand for 


AL. FOSS PORK RIND MINNOWS 
and AL. FOSS EASY CONTROL REELS 


We are equipping it with modern machinery and will have one of the finest 
plants in the fishing tackle industry. 


We have always taken pride in our promptness in filling orders and kindly 
ask you to bear with us if we fail to function in deliveries as we have in the 
past, as a result of our moving. 


You can be assured of prompt service and at the same time give us a helping 
hand by looking over your stock at once and anticipate your future require- 
ments which will leave us free to get our new plant in working order as 
quickly as possible. 


Thanking you for the patronage that has caused us to move to larger 


quarters, | am, 
Yours truly, 


AL. FOSS 


Originator, Patentee and Manufacturer of the Pork Rind Minnow 


Cleveland, Ohio 


— ‘ 
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HARDWARE COMPANY 


- ROLLER SKATES 
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Ball Bearing 


No. We Have Not Discontinued Plain Bearing. 
Do Not Disappoint the Kiddies. 
You Have Already Noticed 
That 


Children Want What They Want When They Want It. 





SPEAKING OF PREPAREDNESS 
IT IS FAR FROM BEING EARLY TO TALK OF 


ICE SKATES 


WE LOOK FORWARD TO A LONG, COLD WINTER 


| i 
HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 





ESTABLISHED 1854 INCORPORATED 1864 


































26 





HARDWARE AGE August 13, 1925 














SN 


N\ 
lt 






-—, . 

a RS . NP 
Nee | 
—— 

_ OV EPO RAO te « a ce nore elk he ee 


\N 
t 


Ae 
\)) aR 






Gi) Za SV". PISS CE 
LS WE ‘ns +, = w{jyi% e 
RR ORG Ee 

GIZA ENg 
xy UAE Al ie 

nd A 


oF. —/>> 











Only Sixty Days— Be Ready | 


Every alert merchant will have his stock 
of wheel goods complete and on display 
for holiday selling by the first of Novem- 
ber. It’s only sixty days away. Be 








ready. Order now for your holiday needs. Delays : 
are costly. Full manufacturing capacity will soon 
be reached. Merchants who put off buying may 





be disappointed in deliveries. 
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SEE 
YOUR 
JOBBER 

















Supply all your wheel goods needs from the “Pioneer 
Line’’—the line that has “‘set the pace’ in design, feat- 
ures, quality and variety for over half a century. “Pio- 
neer” Vehicles are built for children, to fit children and 
to please children. The enduring quality of “Pioneer” 
Vehicles will please parents. Send for catalog. Sam- 
ples sent promptly. 
THE GENDRON WHEEL COMPANY 

Toledo, Ohio 
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Out go 
the 


that hold down 
shot-shell profits 


HERE are too many shot-shell 

loads. Out of the average line of 
4000 loads, only about 400 sell in suffi- 
cient volume to be profitable. The 
other 3600 are not only unprofitable 
but unnecessary, being virtual dupli- 
cates. So, out go the 3600 unnecessary 
loads that do not pay their way. The 
result is the U.S. Simplified Line—a 
line made up of the 400 often-called- 
for loads. 


The U.S. Simplified Shot-Shell Line 
is a profitable line because it is com- 
posed entirely of fast-selling items. 
Moreover, it is complete in every re- 
spect. It consists of the three types of 
shells in popular demand and the par- 
ticular loads preferred generally by 
shooters. It has in it a powerful long 
range shell, a No. 2 Smokeless shell, 


The U.S. Simplified Shot-Shell Line consists 

of the following three shells in 12, 16 and 20 

gauges—a load for every purpose and a shell 
for every purse: 


A high-grade, smoke- 
less shellat apopular 
price for all general 
shooting. 66 loads— 
each supplied in five 
standard powders. 





A low-priced, quality 
shell LoadedwithNo. 
2 Smokeless. 74 loads 





Long-range shells ofsur- 
passing excellence. 
Loaded with the latest 
type of progressive- 
burning powder. 13 
loads. 


AJAX HEAYIES 


16 
4c 
Lone 
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anda good all-around 
shell loaded with 
standard powders. 


What's in this 
for you? 


It is easy to see what 
this simplification 
means to the trade. 
Less confusion in se- 
lecting stock, reduced 
investment, lower 
selling costs—more 
profit all along the 
line. Furthermore, 
nearly 300 of the 400 
loads are offered to 
you at reduced list 
prices. 


stocking slow-moving items 
when you stock from 
the U.S. Simplified Shot-Shell Line, 


Back of the U.S. Line this year is; 


a healthy advertising campaign di- 
rected to the great army of shooters 
everywhere. It will pay you to get 
the inside story. Ask our salesman 
or your jobber’s salesman, or send 
to our nearby branch, for the inter- 
esting close-up facts and a price list 


UNITED STATES CARTRIDGE CO. 


111 BROADWAY * NEW YORK 


General Selling Agents: National Lead Company, 
Boston, Buffalo, Chicago, St. Louis, Cincinnati, San 
Francisco; United Lead Company, New York, Phila- 
delphia: James Robertson Lead Works, Baltimore; 
Merchants Hardware Specialties, Ltd., Calgary, 
Alberta, Canada; Fraser Company, Montreal,Canada 


Simplified 
SHOT-SHELL LINE 


i 
You lessen the risk of 
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THREE WAYS OF 
HANDLING WAGONS 


One Way—Wagons spread out in a row on the floor—only ends and tops 
displayed. To sell—It is necessary to pull out and raise up, to show gearing 
and spin the wheels. This obstructs store traffic and leaves stock all dis- 


arranged. 
Time and Effort Wasted 


Another Way—Wagons piled up—a mass of wagons—handles all mixed 
up. To demonstrate and sell—lIt is necessary to lift down and roll out into 
aisles. his also obstructs store traffic and leaves stock all disarranged. 





The Henry Way as on a human hand 


Every part of each wagon separate—all 
off the floor too. 


Customers can spin the wheels and work 
the brakes—they like to. 


Easy to dust the wagons and sweep the 
floor without disturbing the wagons. 


With price tickets on wagons customers 
can make their own selection—while your 
salesmen ate busy with others. 


Broadway Department Store of Los An- 
geles write: “We found customers could 
wait upon themselves.” 


HENRY DISPLAY RACK in. the floor Time and Effort Saved 


space of one. 


HENRY DISPLAY RACKS (the Silent Salesmen) are increasing profits 
for many merchants NOW. Why not let them sell YOUR wagons too?P 














Write Us 


C. P. HENRY CO. Auburn, N. Y. 
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theNEW 


WINCHESTER 


TRADE MARK, 


For the first time, the trade 
is offered all the essential 
requirements of a bolt action 


sporting rifle for $49.50. 











30 Gov't ‘03 
220 gr. S. P. 


WINCHESTER 


The Model 54 is tapped and 
drilled for the Lyman 48-W 
Micrometer Windgauge receiver 
sight, handily placed on the left 
side of the gun. This sight is 
$11.50 extra. 


CARTRIDGES 
FOR MODEL 54 


Winchester has brought out a 
new high velocity cartridge in .270 
caliber for the Model 54, with 
great sustained energy at hunting 
ranges. The .270 has a 130 grain 
pointed expanding bullet, non- 
fouling jacket. Muzzle velocity 
3160 feet per second. Muzzle 
energy 2880 foot pounds. Ve- 
locity at 100 yards 2970 feet per 
second. Shocking power at 100 
yards 2550 foot pounds. 


The .30 Gov't ’06 is available 
in 150 gr. and 180 gr. pointed 
expanding or pointed full patch 
and the 220 gr. Soft Point non- 
fouling bullets. 


REPEATING ARMS CO., 








Here is a new gun you can put into the 
hands of your sporting trade with the 
assurance that it is what they want and 
will buy. A _ high-power, bolt action 
sporting rifle—Winchester’s answer to 
the growing demand since the war for 
the bolt type of gun—finely made and 
intelligently designed—a rifle far in ad- 
vance of anything in the world today. 


The Winchester 54 is furnished for the .270 
W. C. F. and .30 Gov’t ’06 cartridges, the latter 
available in a variety of loads. Weight about 
734 pounds; length over all 4434”; made with 
24” nickel steel barrel, only. Each gun is 
packed in an individual carton. 


For years the word WINCHESTER has 
been a short way gf saying “a mighty fine 
gun.” As a line, Winchester has always been 
highly prized for its fine quality and low price. 
Today, with the new Model 54 as a leader, plus 
the splendid selling helps offered below, it is 
even more desirable than ever. 


Every dealer handling the Winchester line 
will be strongly backed up this fall with Na- 
tional Advertising on guns and shells in the 
outdoor sporting magazines. Tying up with 
this is the beautiful twelve. color Fall Hunting 
Display, seven feet wide, which you can have 
without charge; also other new and attractive 
material which will help sell the line for you. 


Write your jobber or Advertising Depart- 
ment D, New Haven, Conn. at once for the 
Fall Hunting Display, if you have not already 
ordered one. 


Ready now! A supply of illustrated folders 
fully describing the Winchester 54, and the 
new No. 83 catalog on Winchester guns and 
ammunition. Send for them. 


NEW HAVEN, CONN. 
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CAB 


e—stock them NOW! 


salah 


GO-BOY BIKE 


DISTRICT 
REPRESENTATIVES 
WASHINGTON: Globe 
Wholesale €& Distribut- 
ing ©Co., Inc., 423 EK 
Bt., N. W. 
COLUMBUS: H. H. Ash- 

mead, 421 Clinton Bidg. 
KANSAS CITY, MO.: Reese 
& Penny, Orear Leslie 


Bidg. 
DENVER: G. B&B. Dalton 
Co 173 Arapahoe St. 
SAN “FRANCISCO: G. EB. 
Dalton y 180 New 
Mont gomer 
LOS ANGELES : G. OB. 
alton Co., 747 Ware- 


house 8&t. 

SEATTLE: 7. D. McLean, 
L. C. Smith Bldg. 
SAN ANTONIO: (C. 
Millard, 239 W. Huis- 
ache A® 

NEW ORLEANS om 
Schnaider, 209 ‘W. Roch- 
blave 8t. 








announces ils new 


SCOOTERETTE 


A junior playtoy for tiny girls and 
boys of 3 to 7. Same fine sturdy 
build and finish as sets all GO- 
BOYS apart from ordinary wheel- 
toys. Unusually easy to run and 
guide. You'll sell lots of them! 


companion-toy 
to the fast-selling 


SPEED 


Which has quickly proved a win- 
ner with its compartment 
carrying toys and things— 
what little tots enjoy—and 
cause it’s built to stand 





GO-BOY SPRING SCOOTER 
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Secoo 


for 
-jJust 
be- 
hard 


clear-eyed youngsters! 


Folks magazines is 


GO-BOY GYM 


Arousing customers in his 
community toe the pool 
tance of getting—GO-BOYS. 
By all means—GET I! 


your nearest GO-BOY Dis- 
tributor—or 
















erette 
and Speed Cab em- 
body the same strik- 
ing high-grade finish 
and mechanical _re- 
finements 

the whole 
GO - BOY 
And they more than 
meet the present-day 
demand for fine, 
carefully built 


found in 
line of 
Playtoys. 


use. A playtoy that’s extremely IDS and parents are 
‘k them NOW! proving by pur- 


chases the demand that 
exists—and continues to grow— 
for the good GO-BOY Playtoys. 
In recommending GO-BOYS a 
dealer in reality is recommend- 
ing proper physical develop- 
ment for youngsters—he’s sell- 
ing a plaything to the young- 
ster, but he’s giving the parent 
much greater value than simply 
a toy—he’s giving parents 
healthier children—huskier chil- 
dren —happy, ruddy-cheeked, 


And a 


strong national advertising cam- 


paign in Child Life and Little 





i usS— 
fer prices, details, ete. GO-BOY RACER 


The GO-BOY CORPORATION 


602-A Caxton Bldg., Cleveland, Ohio 
NEW YORK OFFICE: 7 East 17th St. 
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ity each and every number is a 1 
Mines 4 among leaders—a_ sales-builder 








A \ Line 
| An '{}> consists of — 
ith Sa) Juvenile Autos Cycle Velocipedes 
Hit Steel Coaster Knee Scooters 
Wagons Doll Carriages 
Express Wagons indestructible Toy 
Coaster Wagons Auto Trucks 
Velocipedes 
Bee TT Toy Wagons 
b, . MEL Scooters Hand Cars 
ee Tot Bikes Toy Barrows 
ey pied) Ask your Jobber, our sales- 
ua, [ Ke Pa man, or write direct, for 
i Lip ey catalog. 
Dy g RB | fea) 
emt, ' 
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atthe Toledo, Ohio 

















There isn’t a “flivver” in the 
entire line of Blue Streak vehicles— 


44 
Wessun very latest ideas in wheel goods and be- 
int cause each is priced to sell readily. 

Tse ee For steady turnover month in and month > 
rr gut, stock the Blue Streak Line. You’ll ter 

Het pire, find no “flat tires” nor slow sellers there. = 

FY, ci The Toledo 
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The Blue 


rea 
All-Steel 
Coaster 
Altho widely 
imitated, it’s 
still the best 
coaster ever made. 























CROWN 


Trade 





and quality. It 
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Write now for 


Manufactured by 


DE GRAUW, AYMAR & CO. 


Established 1827 
34-35 SOUTH STREET 


FACTORY: PLAQUEMINE, LA. 


Mark 


Boat Oars 


Crown Brand on a boat 
oar means _ perfection 


sales for you and satis- 
faction for your cus- 


mation and prices. 


BRAND 


means 


infor- 


NEW YORK 
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Endorsed by Hfospitals... 


HE endorsement of several children’s hospitals 

and the recommendations of quite a number of 

reputable physicians and baby specialists, in- 
cluding the award of a Certificate of Merit from the 
Illinois State Medical Society, convinced us that 
the new Health Bowl called the Not-A-Toy was a 
splendid item for the hardware trade to stock. 


Nationally Advertised 


The Not-A-Toy has been aptly called the “Cradle of Lib- 
erty,” for when the infant is placed in the chair, it is safe 
and happy. For though it has all the freedom it desires 
(it can rock back and forth and revolve itself around in 
the chair), the bowl will not travel. It is a boon to 
mothers, for it keeps the child away from trouble. These 
facts are being advertised every month to 3,483,615 women. 


Women Will Come and Buy 


New mothers are especially interested in anything that 
will promote the health and growth of their children. In 
the Not-A-Toy, you have an excellent health and body 
builder for infants from 6 months to 3 years. A new de- 
vice—with more sales possibilities than you have ever had 
before. Every new mother is a prospect. Ask your jobber 
for more complete information or write direct to 


The CORCORAN Mfg. Co. 
4900 Section Ave. 


Cincinnati, Ohio 


Norwood 
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The Not-A-Toy cannot upset or 
overturn; the baby cannot injure 
or hurt itself. Chair is adjustable for 
height—as baby grows, raise chair. 
Additional accessories, such as a 
tray for feeding and parasol for 
the sun, easily attached. Finished 
in baby blue or pink. Small 
collapsible legs stabilize bowl for 











In Canada and 
West of Denver, 
slightly higher. 


OT-ATO 
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Not-A-Toy is a temporary name used by the 
makers until name can be selected from the 
60,000 that were suggested in the Prize Con- 
test that ran in Good Housekeeping Magazine. 
Illustrated booklet describing its use will be 
sent free to hardware merchants. Write for 
your copy today. 











TAKES THE PLACE OF HIGH CHAIR — 


HOBBY HORSE 


— SWING AND COOP 
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“Tornado All Steel Coaster”’ merical 
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One of the American 
Family of Big Sellers il 





THE a BEAUTIFUL 
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ALL STEEL COASTERS 
ARE PROFIT MAKERS 
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Orange Body 
Red Wheels 
Yellow Striping 
Black Handle 


No. 55 





The 
American 
National Co. 
Toledo, Ohio 





Famous for Accuracy 
and Hard Hitting 


OUR shotgun buyers know what the Marlin 43A will 
do. There's a Marlin shooter's chant: ‘Now by gum I 
can have some fun, for | ain't goin’ to miss no more.” 
Model 42-1 They enjoy buying this famous gun. Pleasant and 
19 Gouge, Hommeriess, profitable selling for you. Stock the full Marlin line of 
Fires 6 Shots. super-accurate, hard-hitting Shotguns and Rifles that sell! 
All Jobbers. Write us today for catalog. 


THE MARLIN FIREARMS COMPANY 145 Willow Street, New Haven, Conn. 











Bells and Bell Toys 
For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 


East Hampton, Conn. 


NORTHLAND 
SKIS 


—Nationally Advertised! 
—wNationally Sold! 
—Nationally Demanded! 








Liberal profits and rapid turnover. 
Look for the deer-head trademark. 
Your early order insures delivery 
as desired. Catalog and price list 
on request. 





Northland Ski Mfg. Co. 


World’s Largest Ski Manufacturers 


22 Merriam Park St. Paul, Minn. 
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{| SANDY ANDY TOYS AND GAMES | 





HERE’S THE LATEST! | 


A Toy 
VACUUM 
CLEANER 


Es ae that works 
as | like a real one! 


* 














o 
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Pet 


The first practical Toy Vacuum Cleaner. An immediate 
success because it looks and works like a real one. 
Actually picks up paper, dust and ashes from the floor 
and deposits it in the bag. Operates by friction; sounds 
like an electric machine when pushed across the floor. 
Stands 281, in. high; all moving parts enclosed; beauti- 
ful black and red enamel finish, with aluminum fin- 
ished base. Detachable bag. 


Pesce gl 


~~ 
**eaeced 


saeco?” 


Every buyer who has seen samples has ordered. Its 
biggest sale is as a toy, but it can also be sold as a 
practical household item. It’s the kind of an item the 
trade wants, at a price that will make it move fast. 


Samples Now Ready 


Get a sample; place your order at once; 
deliveries can be made promptly. 


~ WOLVERINE 
)‘s> Supply & Mfg. Co. 


a 
Write for our new 1925 F actory at Pr ittsburgh, Pa. 
Catalogue No.  & showing New York Office: 
the full line of “Sandy ee@6 Pitch Avocoanee 


Andy” Toys and Games. Room 406 Gramercy 3453 
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AS eo " ALLITH 
SW Noo.“ Ten-Ten” 








Bae Garage Door Hangers 
) and Watershed Track 


mohe& Builde:s, architects and owners the country over know 
Nes the unfailing satisfaction that comes with the use of 
| Allith No. ““Ten-Ten’’ Hangers and Watershed Track for 
single and parallel straight sliding doors. Simplicity of 
erection, ease of operation and the high quality are im- | 
mediately recognized—this accounts for the ‘“Ten-Ten”’ be 
age hangers popularity. , 
. Z Doors equipped with this type of hanger are always in 
bin, He alignment—always on the track. The watershed track 
is accurately designed so as to provide absolute protec- 
~ . tion against birds, snow, rain and dust. 

Allith ‘““Ten-Ten,”’ while on the market for years, has been 
improved from time to time. Likewise is this true with our 
entire line. Let us tell you more about A-P products. 


ALLITH-PROUTY COMPANY, Danville, Ill. 


MANUFACTURERS OF 
Door Hangers Rolling Ladders Overhead Carriers 
Fire Door Hardware Garage Door Hardware Spring Hinges 
Representative Jobbers Distribute A-P Hardware 
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F a customer tends to 
lose interest after he 
has selected his locks re- 
mind him that he still has 
the most important side 
\ of the door to care for. 











McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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The Thing We Call Luck 


ONCE knew a man who inherited a large tract of land near 
a small western town. About the only things on the tract 
were a few jack rabbits and a mortgage. 


Times were quiet. There was no demand for real estate. 
For three years he waited for someone to come along and make him 
an offer for that land. Al! he wanted was enough to pay off the 
mortgage, and leave him a few hundred dollars in spending money. 


But apparently nobody was searching for bargains in land. He 
finally gave up, left town, forgot his inheritance, and took a job. 


Then conditions changed. A bunch of real estate men in that 
town began advertising the advantages of the soil and climate. A new 
railroad, good crops at higher prices, and an influx of settlers brought 
on a regular boom. Everybody wanted to buy that land. 


Someone got in touch with the heir, who straightway threw up 
his job and came back. He sold his land for more money than he had 
thought existed. Immediately he began to brag about his business 
foresight. 


Folks said it was luck—pure, unadulterated luck. 


Then he bought more land at outlandish prices. In less than 
six months he had lost every cent of his fortune in land speculation. 
Again they called it luck. 

We sometimes hear of this so-called luck in the hardware busi- 
ness—cases of business rewards to merchants who never earned them. 
However, that brand of luck is a good deal like lightning. Mighty 
few people in proportion to the population are ever struck by light- 
ning. Likewise, the merchants who have fortunes thrust upon them 
are few and hard to find. Those who keep such fortunes are still 
harder to find. 

Meanwhile, thousands of ordinary men, using ordinary intelli- 
gence, and more than the ordinary amount of hard work, achieve and 
hold success. 

That is real luck—no force of circumstances about it—for after 
all ninety-nine and ninety-nine one hundredths of what we call luck 
is. in reality, only the natural result of carefully planned, intelligently 
directed effort. 


The other one-tenth of one per cent is ACCIDENT. 


Lurpdole 
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Stop the Traffic 


Cop Cash Sales and Park More Dollars in Your Cash Register 
By CHARLES P. CATLIN 


OOK! See them coming! Coming from every section of the coun- 

iP try—automobiles of all makes, shapes and sizes filled with light- 

hearted motor-gypsies hitting the trails that lead right into and 
through your town—past your door. 

Put your traffic stop business-building signals to work! 

Kye-catching window displays of high-grade automobile accessories 
and motor camping supplies will enable you to make the grade on 
high. Make them stop, look and listen! Stop at your store—look at 
your window displays—listen to your prices. Then you will cop new 
business and park their dollars in your cash register. 

Do not overlook the fact that window displays of timely unified 
lines have proven to be the most effective trade-pulling advertising 
medium. 

Window displays bespeak the character of the store. They are the 
clothes of your store—and a store like a person is judged by clothes. 
So the merchant who is aware of the principles of sound merchandis- 
ing dresses his windows well and makes them wear timely wares— 
lines that suit the season. : 

A window display is the merchant’s personal representative. It is 
his hand of welcome. So, if he is wise, he makes it reach right out and 
steer folks into his store with a gesture of “Howdy stranger! Here 
we are—at your service!” 

How many times have you watched strangers, automobile-tourists 
who visit your town, stop and window-shop? Are they attracted to 
your store windows or do they pass on, looking, window-shopping, 
until they find what they want and what they need to make their trips 
pleasing and comfortable? There is no mistake about it, you have to 
show ’em to sell ’em. And if you show ’em, there’s no speed limit on 
your turnover. 

Right now during the middle of August is a splendid time to cater 
to these speeding-spenders, the autocrats of the roads. Literally hun- 
dreds of thousands of automobile tourists are now on the highways 
and byways—which are also buy ways. They are burning up the 
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roads—and, incidentally, burning up tires, too. 
Automobile registrations in the United States Jan. 
1, 1925, were 15,525,733—an average of approxi- 
mately 7144 persons per passenger car. Every 
automobile that passes your door is full of poten- 
tial business for you. 








For Mileage and Smileage— 
BUY 


| | 
| Tires | 


| Auto Accessories | 


Motor-Camping Equipment | 


Here. 


(+ — ——- —  - 


Blow-outs, punctures and loss of tools will be 
everyday occurrences, creating new business for 
the merchants who are working their business- 
getting signals, through attractive window dis- 
plays, and who don’t gyp the present day motor- 
gypsy. ; 

New tires to be secured, punctures to be re- 
paired and tools to be replaced in addition to ac- 
cessories of all kinds to be bought as well as 


motor-camping equipment that chug-charioteers 
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will require to keep their cross-country trips 
from being cross, uncomfortable country trips 
and detours from being d—tours. All sales oppor- 
tunities for you! 

Study the habits and requirements of the auto- 
mobile tourists and motor campers. You will find 
that you have a very large percentage of the 
goods in your stock which they need. Get them 
out, display them attractively in your windows. 

Here are two suggestions for signs—window 
signals that will stop the traffic and make motor- 
ists take the detour that leads to increased sales 
and profits for you: 

If you follow these suggestions you will cop the 
traffic of the lovers of the great out-of-doors, of 
“the broad road that stretches and the roadside 
fire.”’ The wide-awake merchant makes cold cash 


Here’s the Place 
You Auto Buy 
Auto Accessories 


For Your Auto Trip 


in hot weather by hitching his cash register to 
the automobile and his store to a star—starring 
lines that are timely and unified. 
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Note the large amount of cutlery shown in this cutlery display of Duncan & Goodell Co., Worcester, Mass., with- 
out, however, any effect of overcrowding 
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f Sporting Goods won a prize for the Brown Hardware Co., of Asheville, N. C., in the 1924 Reming- 
ton Sportsmen’s Week Contest 


Are75% of All Direct Retail Sales 
Made by Window Displays? 


Oregon Dealer Offers Interesting Arguments to 
Support Statement 


66 EVENTY-FIVE per cent of all direct re- 
tail sales are made today by means of 
window displays.” 

“That’s a pretty broad statement. Where do 
you get your figures?” we asked the man who had 
made the statement—Ben Abrams, manager of 
the Oregon Hardware Co., Portland, Ore. 

“You can prove it for yourself,” he replied. 
“But don’t misunderstand me. I don’t mean that 
75 per cent of all retail sales are made by means 
of window displays. I said 75 per cent of all ‘di- 
rect’ retail sales. That means sales that are di- 
rectly the result of the personal initiative of the 
retailer, that are the direct result of his own 


personal sales efforts, for which he alone is re- 
sponsible, as far as it is possible for one person 
to be responsible for making a sale. 

“Everybody knows that advertising is a sales 
stimulant, that its powers of suggestion and per- 
suasion, to say nothing about its cumulative force 
as the result of repetition, is largely responsible 
for a very large percentage of retail sales. And 
everybody knows also that the buyer’s need for 
certain articles is what causes a large number of 
sales, irrespective of advertising or salesmanship 
or window displays or anything else. 

“But when I say that 75 per cent of all direct 
retail sales are made today by means of window 
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3 Good Sporting Goods Displays 
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displays, I mean that, in so far as the retail mer- 
chant is concerned, 75 per cent of all the sales 
that he makes as an individual merchant, or as 
a retail organization, if you’d rather put it that 
way, 75 per cent of all the direct sales of a re- 
tail organization are made, in almost every in- 
stance, primarily as the result of window dlis- 
plays. 

“Retail selling in most respects is negative sell- 
ing. Retailers don’t go out after business, in the 
sense that the peddler does, or in the sense that 
the manufacturer’s representative or jobber’s 
salesman does. The retailer waits for business 
to come to him. He has a store and a stock of 
goods. He can’t leave his store and go out and 
peddle his goods, although I think some of us will 
have to do that before long, if the house-to-house 
canvassers increase in number. And as a matter 
of fact, I don’t see any reason why the retailer 
shouldn’t send out salesmen and follow a more 
aggressive and positive selling policy. But, never- 
theless, the fact remains that today the average 
retailer waits for business to come, instead of 
going out after it. 

“A lot of people wouldn’t agree with this, I 
suppose. I’ve had retailers tell me that advertis- 
ing and circular letters and telephone calls are 
equivalent to going out after business. Perhaps 
they are in a certain sense. But the number of 
direct sales traceable to advertising, other than 
special sale advertising, is not large enough to 
be seriously considered, because few people enter 
a retail store and mention the ad. But they do 
enter the store and say they want such and such 
an article ‘like that in the window.’ Circular let- 
ters are helpful, of course, but how many direct 
sales result from them because of their powers of 
suggestion and persuasion? Telephone calls are 
direct selling. I'll admit that. But how many 
merchants do it? How many have time for it? 
How many like to do it? And how many are will- 
ing to spend a nickel to make a dollar? 

“But with the window displays it is different. 
Here you are able to use the power of suggestion 
to a high degree and in a variety of ways. You 
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can employ optical illusion. You can arrest at- 
tention with action, with pictures, with familiar 
commodities, with prices, with persuasive display 
cards, with ideas of arrangements and colors. 
You can employ endless variety and novelty and 
all kinds of originality and surprise. 

“Take sporting goods as an example. We dis- 
play sporting goods in our windows at all times, 
and every article is price marked.” 

“How much of a stock do you carry?” we in- 
terrupted. 

“About $5,000 worth all told.” 

“Is that so? What sort of a stock turn do you 
get?” 

“Well, we average two to three turns a year.” 

“Why do you display sporting goods all the 
vear round? Don’t you think people get tired of 
seeing the same kind of goods all the time?” 

“Compare a window display of sporting goods 
in which the goods are attractively arranged, 
priced and all that, with an advertisement of 
sporting goods, or a letter about sporting goods, 
or a telephone call offering to sell sporting goods. 
Which would you be the most interested in?” 

There was a pause. Abrams kept looking at us. 

“T’m asking you,” he said. 

“Oh, the window display, certainly,” we replied. 

“There you are,” he said with a broad gesture 
toward the center of the store, where a clerk was 
in conversation with a customer. We looked, as 
the clerk and the customer started toward the 
door. They walked to the sidewalk in front of 
the store, and the customer pointed to something 
in the window. The clerk also pointed, touching 
the glass of the window with the rubber end of 
his pencil. They returned to the store, and the 
clerk led the customer to a counter and sold him 
something that, from the distance and perspective 
of our position, appeared to be either a set of 
boxing gloves or a pair of basket ball shoes. 

“There you are,” repeated Abrams with a broad 
grin. 

“You win,” we acknowledged, with an equally 
broad grin, realizing what a happy ending this 
made for a story. 








| Have Been In Business Since 1902 
I Have Been Pleasing and Displeasing Ever Since. 


| Have Been Cussed and Discussed, Boycotted, 
Talked About, Lied About, Lied To, Hung Up, 
Held Up, Robbed, Etc. The only reason ! am 
staying in business now selling Hardware, 

_ Stoves, Paints, Oils and Sporting Goods, is 
to see 


WHAT THE HELL 1S GOIN TO HAPPEN NEXT 
Yours Respectfully, 


GEO. S. (INNER) MILLER | 


HARDWARE WAREROOMS 
| 124 West Main St. - Somerset, Pa. 
ie 








Here is an unusual bit of 
publicity distributed in the 
form of a blotter by Geo. S. 
Miller, 124 West Main St., 


Somerset, Pa. 
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Picking Salesmen by the 





Way [hey Eat 


F. G. Athearn of San Francisco Tells Business Men 


Fast Eaters Make Best Salesmen 


EN with strong social or herd instincts 
make the best salesmen, according to some 
authorities on the subject, and one of the 

best ways to detect a good salesman is to watch 
him eat. 

That is what Fred G. Athearn, a San Franciscv 
attorney, says, and he recently told a gathering 
of business men about it, and after he finished 
the business men tendered him a special “vote of 
thanks for throwing new light on an old subject.” 

“A good salesman can be picked out of a crowd 
in any restaurant or dining room,” declares 
Athearn. “Watch a group of men eat. Those 
who gobble their food down in a hurry are the 
ones with the strongest social instinct. 

“The business of being a so-called ‘good mixer’ 
is Simply a matter of pure animal instinct. Man 
is a-social or gregarious animal, and the fellow 
who has this instinct in him the strongest will 
get on better with the crowd. This herd instinct, 
however, prompts him to gobble his food, for in- 
stinct tells him that in the crowd there is neces- 
sity for devouring nourishment before some other 
member of the pack takes the morsel away. That 
is why good salesmen gobble their food. Watch 
them eat, and you will discover this truth for 
yourself. 

“The four most dominant instincts in men are 
the nutritive instinct, or the urge to eat; the play 
instinct, or the urge for recreation; the herd, or 
social, instinct, which makes man love the com- 
pany of his kind, and the reproductive instinct 
with all of its various phases which call forth the 
desire on man’s part to beget his kind, and to pre- 


serve and protect his home, his children and every- 
thing connected with home life. 

“These instincts in human beings are so strong 
that they form the very background of all human 
thoughts and actions, and nothing can stop the 
vent and play of them. When these natural in- 
stincts are suppressed, they are given vent in:a 
secret and abnormal way. Our asylums and hos- 
pitals and prisons are full of people who are vic- 
tims of suppressed natural instincts. This being 
the case, human nature cannot help being attracted 
to that which appeals to these instincts, and that 
is where advertising has such a hold on the public. 

“Statistics bear out the fact that advertising 
which appeals to the natural instincts in human 
nature brings results. It is possible in advertis- 
ing one commodity to include an appeal to each of 
the four dominant instincts in human nature, 
such as a picture in an automobile advertisement 
of a group of young people seated on the ground 
near an automobile, eating a picnic lunch in the 
country, while a group of children play at their 
feet. Here is the appeal to the nutritive instinct, 
the play or recreation instinct, the herd or social 
instinct and the reproductive instinct. 

“Human nature cannot resist the appeal, and 
the advertisement registers because it has called 
forth interest in the vital things of life. The 
automobile is the thing that the advertisement 
seeks to direct attention to, but the advertisement 
arrests the attention of all men by playing on a 
chord, which will strike a natural response in 
one nature where it misses it in another.”’ 








A Thought for Today 


The trouble with the retail salesman who 
claims he cannot arouse customers’ interest in 
things they did not come to buy, who claims 
his inability to make companion or related 
sales in addition to the first sales, is not so 
much due to lack of ability on his part as to 
lack of willingness or desire to try. 

There has always been a pretty general in- 
clination on the part of the world to give the 
individual credit for doing his best, even when 
that best was not intrinsically great. There 
was the Widow and her mite, you know. And 
I remember, during the war, a woman utterly 
without money, who could not even join the 
Red Cross, who lived in a little hut often 
passed by soldiers. Whenever soldiers marched 
by she went out and waved a cheap little flag 
that had been given her. That was her effort. 
She did her best. Nobody need worry about 


the success of the young man who does his best 
at the jobs for which he thinks he is not fitted. 


* * * 


People usually feel an interest in seeing an- 
other car or another lawn mower or another 
washing machine like the one they have at 
home. When they pause in the store to ex- 
amine an article, and if you begin to talk to 
them about it they say they already have one. 
But don’t back off and leave them, and think 
there is no chance of doing business with them. 
If you know they have some certain product 
you can immediately think of accessories you 
might sell them to go with it. Or they may 
have nearly worn out the old one and be in 
need of new. The National Cash Register Co. 
has long considered that its best prospects were 
those who are alreadyv_users of the machine. 
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With fall approaching, now is the 
time to think of pushing radio ener- 
getically. You will find some valuable 
sales pointers in this article. 


Here are two radio displays of the F. W. 
Dickinson Hardware Co. of Columbus, 
Ohio. During the first month it carried 
radio, the company’s sales amounted to 


$2,000. 
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$2,000 in Radio Sales in One Month 


Of course Dickinson never actually sells radio 


AST December a very earnest radio salesman 
visited F. W. Dickinson Hardware Co., 944 
Parsons Ave., Columbus. Ohio. He was so 

earnest and sincere that he talked Mr. Dickinson 
into ordering a small initial stock order of radio 
sets and a very limited stock of parts. Mr. Dick- 
inson says he is mighty glad that salesman visited 
him, because in the first month which was Jan- 
uary, 1925, the store’s radio sales amounted to 
$2 000. 

Dickinson handles sets selling from $35 to $350 
less tubes, battery, aerials, phones or loud 
speaker. He carries A, B, and C batteries and 
handles two kinds of battery chargers. He lives 
above the store and before selling a set to any 
customer he tries it himself in his own home. 
If it works the set goes on sale. If not it would 
go back to the factory. 

This Ohio merchant was too late for the Christ- 
mas radio trade but in the month of December, 
in fact during the last week he sold two sets at 
$250 each, and one set at $175 and he didn’t even 
know what type of set it was except from the 
literature received. 


equipment. He sells entertainment, will take one 
third down payment and take notes for three or 
four months. To date his losses are less than one 
half of one per cent. 

At all convenient hours he keeps a set going on 
some good station. This attracts attention and 
comments from people in the store. They ask 
the name or make, then the price and if they 
show a little more interest Mr. Dickinson goes in 
for a further demonstration. One of the handy 
boys has learned to install a set in the home, put 
up the aerial and connect a suitable ground. If 
the customer wishes such service he must pay 
in cash an additional flat service charge of $10. 

The biggest selling point Dickinson claims is 
the fact that he can say to each customer “I use 
that set myself and it is very entertaining.” He 
carries two lines and uses both makes in his own 
home. 

Since we visited the store in February, during 
the Ohio convention Mr. Dickinson has built a 
sound proof radio display room. We show a pic- 
ture of it. He feels that radio can best be sold 
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in such booths and believes that women influence 
many sales particularly in the more expensive 
grades and styles, as every woman wishes every 
piece of furniture or home equipment to look 
suitable. 

It is purely a problem of merchandising this 
Buckeye merchant informs us. Radio is a clean 
cut business he says and one of the easiest selling 
lines in his entire hardware stock. 

This dealer sizes up the prospect and offers him 
a set which he believes is about the right price. 
With some people he finds it advantageous to 
quote a price completely installed ready for ser- 
vice, in fact he says most of his customers de- 
mand such a quotation. 

The Dickinson sales staff have been taught 
never to brag about the prowess of the sets han- 
dled, but instead to make a demonstration and let 
the sets do most of the sales talking. 

A Dickinson radio sales is never completed until 
the set works properly in the buyer’s home. This 
offers no difficulty, and as soon as a station is 
located the customer is taught to tune it in. The 
first time he tunes a station in on his own set, in 
his own home, with the family looking on, he is a 
completely sold customer and everlastingly a 
booster for the radio department of the F. W. 
Dickinson Hardware Co. 

This store is not in the center of the state 
capital but is some miles east of the city center. 
The first show case you see when entering the 
store is that devoted to radio equipment. On top 
of the case you will find two or three complete 
sets and perhaps one of them will be working as 
vou enter. It will not be loud or annoying but 
just at about the right pitch, pleasant and enter- 
taining. 

Static, hisses, interference and other disturb- 
ances have offered no stumbling blocks to this 
merchant. He states frankly that all sets are 
more or less troubled with various interferences 
but the average night provides mighty fine enter- 
tainment and the squeals and other foreign noises 
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are only present occasionally. 

In the radio demonstration booth you will note 
one set with a loop aerial. This particuar outfit 
appeals to those who live in apartments or in 
other places where it might not be practical to 
have an outside aerial. Others prefer this type 
because it is easily shifted or taken from winter 
to summer home. 

Demonstrations are freely given and no one is 
pressed to buy. When a customer has a demon- 
stration his name and address are taken. He be- 
comes a part of the radio prospect list and will 
be invited to have a home demonstration some 
time soon. He will also be urged to bring the other 
members of the family to hear the set. Sales 
literature and other material will be sent him 
regularly. 

Radio window displays are regular events at 
this store. Sometimes the display will include 
several cabinet sets, parts, batteries, battery 
chargers and miscellaneous other essentials such 
as loud speakers, phones and wire. Another week 
the window will contain just one set, perhaps a 
console type with loop aerial. ' 

Regardless of the type of display each piece of 
equipment will bear a visible price card which also 
contains the name and.model of the particular 
set or equipment. 

Mr. Dickinson also is proprietor of a furnitur¢ 
business which enables him to set up a dummy 
living room with a high grade radio set as the 
feature item on display. This thought could be 
used by any dealer. A neighboring furniture 
dealer would gladly loan you a bed room suite 
for your window. You could insert a courtesy 
card which would more than repay the furniture 
firm for its help. Such a display gives the radio 
set a realistic homey setting and causes folks to 
picture the set in their own living rooms. 

We expect great sales reports on the radio de- 
partment from F. W. Dickinson Hardware Co. 
If earilest experiences prove that radio can be 
sold in the hardware store. 











A Word About Fixtures ' 


N the first flush of signing a new lease, of moving into new quarters and of fixing up 
the latter in order to accommodate a business, it is perhaps natural that the average 
merchandiser should give little or no thought to that other day, when, for any one 

of many reasons, he may elect to move out again. It is perhaps not surprising that, in 
his first haste, he be quite oblivious of the type of his fixture-installations and of his 
agreements in writing with his new landlord covering them. 

Unfortunately, the law is seldom an exact science, but the fact remains that, in gen- 
eral terms, it has been well established that those fixtures only may be removed by the 
tenant upon departure which are termed trade fixtures. And the latter are those which 
may readily be removed without material injury either to themselves or to the property 
of the owner. 

It is so easy to hook fixtures into place or to similarly hold them in a manner which 
is plainly temporary and which certainly does not make them a permanent part of the 
walls or ceilings or floors, instead of affixing them with many nails and screws so that 
they virtually become an integral part of the place. And it is even still easier to arrange 
for an exact agreement covering the ownership of such fixtures at the time when the 
landlord is initially interested in your signing of that lease. Then there can be no mis- 


understandings. 1 
As Old Man “Ibid” has said, “Discretion is the better part of valor.” 
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Utah Hardware Firm Sells $6000 
in Toys Yearly Through 
Seasonal Concentration 


HE Watson-Flygare Hardware Co., Ogden, 
Utah, sells between $5,000 to $6,000 worth 
of mechanical toys every Christmas, by con- 
centrated sales efforts, special displays, and the 
stressing of the practical value of quality goods. 

A month before the holidays, sometimes 
earlier, tables in the center of the company’s 
store are filled with toys. This display is ex- 
tended to the rear of the store, so that practically 
every item in stock is on display. Articles that 
lend themselves particularly to display are ar- 
ranged in the window, so that one of the com- 
pany’s windows is entirely filled with toys during 
the holiday period. Every effort is made to direct 
attention to new toys, and toys of particular 
appeal to youngsters. 

Salesmen are instructed to emphasize the qual- 
ity of the toys that they sell. Incidentally, it 
should be stated that, the firm only sells me- 
chanical toys, games, dolls, etc. Furthermore, 


these toys are offered at a set price. The man- 
agement of the company does not believe in the 
value of bargain sales in its particular territory. 
It maintains that quality merchandise and bar- 
gain sales do not go together. It therefore con- 
centrates on stressing the fact that the goods 
it handles are quality goods, and that it can 
therefore, conscientiously, guarantee all of the 
articles that it offers to the public, and make 
good any defect, if such a thing should be found 
to exist, in any of the articles sold over its 
counters. 

By following this policy consistently the 
Watson-Flygare Hardware Co., has made many 
friends and staunch supporters. That the policy 
is successful is apparent in the volume of sales 
that it has during the holidays. 

Another thing that has won the company many 


(Continued on page S84) 
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A customer came into a hardware store and 
asked for bar iron. The proprietor told him 
they did not keep any stock of it. He wanted 
_ to know where he could get it, and that hard- 
ware man was under the painful necessity of 
sending a possible customer to a competitor. 

I asked him why he didn’t keep bar iron and 
he told me it was mean stuff to handle, hard to 
cut and his salesmen always made such a fuss 
about it that he had finally given up carrying 
it. “No money in it, anyway,” he said. 

I should say there would not be much money 
in sending regular customers to a competitor’s 
store and giving him a chance to make them 
think he carried a more complete stock. And 
I wonder how it happens that that other store 
happens to have salesmen who are willing to 
rustle bar iron around. 

* * * 

Will Rogers says, “Everybody is ignorant, 
only on different subjects.” Haven’t you gone 
into stores where it seemed as if the clerks 
were trying to see how many subjects they 
could be ignorant on? Cheap help, caring 
nothing about anything but payday and closing 
time. You don’t find that kind of help in 
hardware stores, at least not for any longer 


than it takes the boss to size them up. 
* cK 


Some hardware men tell me that their retail 
salesmen don’t like to go out and do home dem- 
onstrating with washing machines, don’t even 
like to go and talk sales with a prospect who 
has made an inquiry. 

I suppose we all are fussy about what we do, 
but fussy employees don’t usually have much 
fuss made over them. As for house-to-house 


Speaking of luck, E. W. Scripps 
remarks in his reminiscences, 
“While luck plays an important 
part in life, I never knew a fool 
to have any but bad luck!” 


—The Man Behind the Counter. 


Ze 5 
SRLS 6. 


work, two gentlemen who became fairly well 
known in their lines began by selling their 
product to housewives around town. A cer- 
tain Mr. Heinz and a Mr. Snider got their start 
in life in that way, and I never heard that it 
placed on their names any stigma they could 
not overcome. 

Back in wartime I came across a motto put 
up in a Y hut by some Australian soldiers, 
“Talk clean, live clean, fight clean and play the 
game.’ I don’t know that retail hardware 
salesmen need any such advice as that, but I 
guess it wouldn’t hurt any of us to keep it in 
mind. . 

* * ok 

The retail salesman is apt to think there is 
a good deal of bunk in the talk about the dif- 
ference it makes in results whether you say 
to a customer, “Is that all?” or “What else can 
I show you?” As a matter of fact, the really 
successful suggestion is one that suggests some- 
thing specific instead of leaving it to the cus- 
tomer to think up some further need. 

You can find evidence of the fact that there 
is a difference in the interest developed, by ob- 
serving your own reactions in the barber’s 
chair. Does the barber ask “Is that all?” after 
he has cut your hair? If he does, you say yes, 
and that ends it. But probably the barber 
does not deceive himself with the “Is that all?” 
idea. Instead, he remarks, “You want a sham- 
poo, I suppose?’ or instead of asking you 
if you want tonic, he askes, “What kind 
of tonic do you want?” You watch the barber 
and you will see that he gets results with his 
suggestions. 
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When I Bought My First Saw 


By P. F. GOWARD, Simonds Saw and Steel Co. 


WAS to report at the shop a few minutes be- 

fore seven, so I could be turned over to one of 

the gang bosses before they started to work. 
There was an incipient boom on, and the company 
was crowding half a dozen contracts at once. 

But I must have a new saw or two. With a 
sudden jump from a worn crosscut of an odd-job 
man to a full-fledged carpenter at big wages I 
must square my shoulders and make good. And 
to help make good I must have good tools. The 
imperative need that was taking on any possible 
man was my opportunity, and I must do my level 
best in making myself skillful and useful so as not 
to be left stranded should the high tide of prosper- 
ity recede. 

So I was up and off early that morning, and en- 
tered a hardware store a full half hour before the 
time to report. A clerk was standing by a win- 
dow gazing idly into the street. Two more were 
in the back part of the room, bending over a large 
packing case, apparently taking out new goods. 

“Saws,” I said briskly, “and in rather of a 
hurry.” 

“Eh—oh, saws. Right there before you, in the 
showcase, and in boxes on the shelves behind. 
Samples hanging on hooks in front of the boxes, 
too. Use your eyes, man.” 

“But I want you to show—” 


“Price tags on everything in plain figures,’ he 
interrupted, without turning from the window. 
“Saves a lot of trouble. Folks have a way of look- 
ing and asking questions without a thought of 
buying—education at our expense, see. Full line 
in the showcase. Best line in town. Pick out 
what you want.” 

“Well,” I answered candidly, “I’m not quite 
sure what I do want. You see, I’m rather new 
to the game, and any points—” 

“Don’t see any sign up ‘Classes Given Instruc- 
tion in Use of Tools’, do you?” said the clerk sar- 
castically, as he turned half round. “We sell 
hardware, all sorts, and good makes; but we don’t 
run a school. Wouldn’t know how. Last evening 
four different customers came in, asking questions 
like you’re doing. Had most of the saws taken 
out, handling ’em and making remarks. Left 
sweaty finger prints all over, which obliged me to 
repolish. Half an hour’s work for nothing, for 
I don’t believe either of them had any intention 
of buying. Just loafers, who’re out of place in a 
store that’s plain business.” 

A man came in hurriedly, glanced around, and 
as hurriedly retreated. 

“Want anything?” the clerk called. 

“No, thought t?was Thomas & Co. 
lower down, I believe.” 


They’re 
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“Half a block,” shortly. ‘“‘That’s the way with 
some,” he added sourly, turning squarely to me. 
“We’ve got a bigger and better line than Thomas 
& Co., and yet a lot of folks go there for tools. I 
don’t know why, unless it’s that Ed. Thomas was 
a carpenter himself once, and talks about sawing 
boards and driving nails as if it was something 
great. Queer how men otherwise experienced 
will go there for a handshake, and pass right by 
the best line of hardware in town. I’m a college 
man myself, and—not going,” as I backed toward 
the door. “Thought you wanted to buy some- 
thing.” 

“I’m in an awful big hurry,’ I apologized as 
I reached the door. “Only twenty minutes to 
report for work, and I want to slip into Thomas 
& Co., a few minutes.” 

“Of course,” politely. “Bother me with a line 
of maybe buy talk then go on and do the same at 
Thomas & Co. Good places for laborers to loaf 
out of work hours, and at the same time acquire 
a sort of nodding acquaintance with up-to-date 
tools.” 

Thomas & Co. proved a store less than half the 
size of the other, and with but one shopkeeper. 
This man was testing a plane at a little work-bench 
at the end of a counter, evidently there for demon- 
stvative purposes. The work and crisp practical 
explanations proved the storekeeper was a master 
of the tool. The prospective customer was the 
man who had been in the larger store a few mo- 
ments before. 

“Just a minute, friend,” the demonstrator 
called, as I entered. “Look around, and if there’s 
anything you’re interested in, busy yourself with 
it till I can help prove it up. Won’t be long. Of 
course you’re in a hurry—we all are these days. 
And if you happen to be a regular man, with seven 
o’clock for a start to work we'll have plenty of 
time for swift business, I guess. Eighteen min- 
utes yet,” glancing up at a clock. “Now, Bill,” 
to the man in front of the workbench, and holding 
up the plane, “this is exactly as represented and 
shown. If you find the least flaw bring it back. 
Want it?” 

“Sure,” heartily, “several other tools. But I 
don’t need them today so will stop in and buy on 
my way from work tonight, giving this other man 
a little time for trade. Do as one would be done 
by, say I.” 

“Thank you for your consideration, Bill,” 
laughed the storekeeper, as he made the change. 
“T’ll keep your courtesy in mind. And say, I’m 
planning a little demonstration of some sure 
enough improved make-it-easier-for-a-fellow tools 
Saturday evening. Regular up-to-date expert will 
help me. Hope you’ll drop in.” 

“Now,” a moment later, as he joined me, “‘it’s 
a saw, I see,” nodding at what I held in my hand. 
“But wait, I have a better make than that, I think, 
at the same price. Want to see how they work?” 

“If you don’t mind. I want a small outfit of 
saws—the best—but have a whole lot to learn. 
Any little points you can give me will be clear 
profit.” 

“T see,”’ moving along a showcase, and selecting 
several saws. “But I don’t believe I’ve met you 
before. Mind introducing yourself?” 

“James Hyatt, jumping from amateur wood 
butcher to full-grown carpenter at one dizzy 


-conveniently—with the keyhole saw. 
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bound, and up to me to make good and maybe a 
little more.” 

“Right spirit, Jim, and I’ll predict you’ll get 
there,” approved the storekeeper with a friendly 
grin. “Now, see here, my advice is for you to 
start with these four saws, a 12-inch back, a 
10-point crosscut 26 inches long, a 5'4 point rip 
28 inches long, and an iron pad keyhole saw. 
They’re enough for the kit of a good woodworker 
at the start, and will meet any sort of work likely 
to come your way. Later on, you can add three 
other saws that will be of value, the turning, cop- 
ing and the compass saw. These, although they 
are often considered as necessities, can be classed 
with the tools that greater experience makes de- 
sirable. Most of their work, too, can be accom- 
plished—although a little slower and not quite so 
Still, if 
money is plentiful, you can add ’em at any time. 
They’ll prove mightly handy when you strike fine 
work. Now we'll go over to the bench.” 

A piece of board was selected from a pile under 
the bench, clamped, and one of the saws drawn 
across it with an easy, effective sweep. 

“Handsaws are of two kinds,” he observed, as 
the slit sank swiftly into the wood under his easy 
motions—“rip and crosscut. The teeth tell the 
difference. Maybe you know all this and maybe 
you don’t,” lifting the saw from the board and 
holding it up beside one of the others, “but 
familiar things sometimes bear driving in. You 
see the rip saw teeth here form a right angle, 
down the front, with a horizontal line through the 
points—we speak of them as being ‘straight’ down 
the: front—while the teeth of the crosscut saw are 
‘at an angle’. This probably conveys a clear 
meaning, though it really isn’t a correct term since 
both teeth are straight down the front—one being 
at right angles with the line of points, and the 
other at an angle of 120 degrees. Another point 
of difference lies in the manner of filing. The rip 
saw teeth are sharpened at right angles with the 
sides of the saw, while the crosscut are at another 
angle. 

““A clear conception of the rip saw can be gained 
by considering each tooth as a small chisel. The 
cutting edge severs the cross grain, in ripping, 
and the space between the small chisels carries 
out the ‘shavings,’ or ‘sawdust,’ as it is called from 
the correct viewpoint. It is an easy matter to 
chisel with the grain—the shavings removed will 
have clean edges just the width of the chisel, but 
to chisel across the grain will often cause the 
wood to split badly. This is the reason that it is 
almost impossible to cross-cut with a rip saw. 

“The teeth of the crosscut, being shaped at an 
angle each way, forms a point and a sharp cutting 
edge at the outside of each tooth. In action, the 
point scores the wood across the grain, and as the 
scoring continues, the cutting edge severs the 
fibers of the wood about as they would be severed 
with a knife.” 

The shopkeeper talked rapidly, occasionally 
dropping first one saw and then the other to the 
board to practically illustrate what he was ex- 
plaining. 

“Then there is the ‘set’ that nearly every saw 
is given,” he went on, with a glance toward the 





(Continued on page 83) 
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Minnesota’s Hardware “Damon and Pythias” 


has been preached at hardware conven- 

tions and group meetings since time 
immemorial. There is no doubt but that this 
continual repetition of an idea has borne fruit 
and the friendly feeling of hardware dealers to- 
ward one another has steadily grown. It has 
done much toward the elimination of price cut- 
ting and other unethical practices. 

One of the most shining examples of real co- 
operation can be found in Canby, Minn., an agri- 
cultural town of about 1700 population, where 
the two hardware stores, C. N. Kittleson and 
Thompson & Oien, have been located next door 
to each other and in perfect harmony for the past 
nine years. Mr. Kittleson had been in business 
four years when his neighbor (one can hardly 
say competitor) started up, and from the first a 
most friendly feeling developed. 

About five years ago the proprietors of the two 
stores got together and, realizing that a great 
deal of the more staple items in their stores were 
slow movers and they were tying up a lot of their 
working capital in duplicate stocks, they hit upon 
a plan to reduce their investments. In glass, for 


TD pitas be cooperation” is a phrase that 


example, one store carries certain of the least 
called for sizes and the other store carries other 
sizes. In case a customer asks for a size not 
carried in that particular store, it takes but a 
moment to go next door and get it. Other staple 
items are handled in the same manner, and it is 
roughly estimated that in each store this method 
has released about $1,500 for investment in other 
merchandise. 

All merchandise sold by one store to the other 
is charged at wholesale cost plus overhead, and 
promptly on the first of each month a settlement 
is made. Undoubtedly this close cooperation has 
been wholly responsible for keeping additional 
hardware stores from coming into Canby and 
thus forcing a division of the business. In the 
past nine years there have been three attempts 
made to start new stores, but none of them has 
lasted out a year, yet the two existing stores re- 
port that business is excellent. Kittleson last 
year, with a stock that averaged around $16,000, 
did a business of $75,000, while next door Thomp- 
son & Oien, with a $7,000 stock, did a $34,000 
volume, which included 20 ranges and 41 vacuum 
sweepers. 
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A well arranged chinaware department in a Western store 








a $3,000 stock of chinaware three times 

a year in a city of only about 12,000 
people?” we asked C. H. Eaton, proprietor of the 
Reno Mercantile Co., Reno, Nev., a few months 
ago. “Especially,” we added, “when you have to 
meet competition from all kinds of local stores, 
as well as mail order houses.” 

“Well, of course, it isn’t the easiest thing in 
the world,” he admitted. 

“What specific thing have you found of most 
benefit?” we asked. 

“Simplification of patterns,” he replied. 

“Do you mean your own simplification ?” 

“Yes. It used to be necessary to carry dozens 
of patterns not only in sets, but in individual 
dishes, bowls, tea sets and all kinds of odds and 
ends that went to make up what used to be con- 
sidered essential for a complete chinaware stock. 
Today we carry not more than twelve patterns 
all told, and sometimes not more than six patterns 
in complete sets.” 

“How do you push them to get turnover?” 

“Well, we push chinaware by means of window 
displays which we change every week. The win- 
dow displays attract the city trade. And we use 
newspaper ads extensively for the country trade.”’ 

“But window displays and newspaper ads alone 
don’t sell the goods for you, do they ?” 

“Well, they help a lot.” 

“IT know; but they don’t do it all. What do you 
do inside the store?” 

“Well, I’ll tell you. One of the things that has 
helped us a lot is that we sell assortments of tea 
sets, and we offer small plates and dishes in nests. 
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$9,000 Annual Chinaware 
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Then occasionally we buy special patterns in order 
to have something new to offer, or else we buy 
something at a very low price for a special bar- 
gain sale, which invariably gets people into the 
store, where they see other things besides the 
bargains to attract them. 

“We always try to get customers interested in 
new patterns that we buy for a special, and we 
always stress the point that we are offering a 
special, and that we do not propose to keep the 
new pattern in stock unless the demand warrants 
it. In other words, we don’t add to our line; we 
hold a special sale. Of course, if a customer 
should buy a pattern that we don’t ordinarily 
carry, but which we bought to sell as a special, 
and the customer wants additional pieces in that 
pattern, we accommodate the customer whenever 
it is practicable. But usually the new patterns 
that we sell at a special sale are odds and ends, 
or rather not part of a dinner set, but new pat- 
terns in individual plates, etc. — 

“We have our regular open sets that we are 
pushing all the time, and we frequently hold spe- 
clals on those. We group sets like this thirty- 
two piece set for $7.15 on a special table, all 
set up and neatly arranged, so that every indi- 
vidual item is well displayed and so that a cus- 
tomer may handle anything without worrying 
about breaking something.” 

The entire center of the store of the Reno Mer- 
cantile Co. is given over to china and glassware. 
It makes a neat and attractive arrangement. 
Enough room is left for aisle space so that a cus- 
tomer is able to inspect the chinaware with com- 
fort. 














52 HARDWARE AGE 


August 13, 1925 











Vacations—Sane and Insane 


By Saunders Norvell 


the world. These days everybody is 
carrying a little grip—either a bathing 
suit or booze—often both! 
* * * 


I have a letter asking me to write on the condi- 
tions in Russia. It is too hot. In Russia they 
have also taken a vacation—a vacation on paying 
any of their international debts. If it is cooler, 
I may write about Russia next week. 

* * * 


I can look upon summer vacations with a smile 
and a twinkle of the eye because long ago I 
learned to take mine in February and March or in 
October and November or not at all. 

co > a 


I love a crowd just about as much as the devil 
loves holy water. I walk through the Grand 
Central Station in New York every day. I see 
my fellow citizens taking vacations—perspir- 
ingly bent under the burden of heavy grips, drag- 
ging squalling children around until I wonder 
the little arms are not pulled out of the sockets. 

* * w 


In the Grand Central Station I met an old 
friend with his wife. I ran upon them unex- 
pectedly and suddenly. They were on a vacation 
and they were also quarreling. She was in tears. 
She said she was tired out and he was the worst 
traveling manager she had ever seen. He did 
not attend to anything right. I felt like suggest- 
ing that she fire him and secure another, and a 
vounger, courier! He looked at me wearily and 
asked if I ever took a vacation. I replied, “‘No, 
never in the summer time!” 

o * 7 

One of my friends took his vacation recently. 
He was getting his equipment ready for three 
months. Now he writes: “Wonderful air. Hard 
beds. Nothing to eat. Mosquitoes. Water too 
cold to swim. No boats. Send immediately by 
parcel post a cure for mosquito bites, some cold 
cream for sunburn and some poison ivy lotion!” 

* * ” 


Another letter from the mountains: ‘We 
rented a cottage from a photograph. The adver- 
tisement read: ‘Swimming and boating; beauti- 
ful view.’ There is a beautiful view, all right, 
but we are a mile from the lake and the one boat 
has a hole in the bottom and, oh, my, the black 
gnats—millions of them, clouds of them. I spend 
most of my time building ‘smudges’ of wet leaves. 
We can only survive by keeping these smudges 
smoking all the time and driving the smoke 
through our villa. Our next-door neighbors with 
a large family of small children are just six feet 
from us. When I am not making smudges, I 
devote my time to saving these children from 


N EW YORK is the great vacation city of 


sudden death. Oh, for a quiet life in a flat in the 
Bronx!” 
* # a 

At the club last night I met a man who spent 
his vacation motoring. “How did you enjoy 
yourself?” I inquired. “Wonderful,” he answered. 
“We had a fine time, but say, how these resort 
hotels can charge! All of them are full up, or 
pretend to be. They gave my wife and myself 
little single rooms for $25 per day as a great 
favor. The hotels of vacation land are certainly 
‘making hay while the sun shines,’ when it rains 
and when it is pitch dark at night.” 


* * % 


Another letter comes from some charming 
people whose vacation isn’t living up to the ad- 
vertisements: “Wonderful view and wonderful 
air, but on account of the drought, we have no 
water. Wells all gone dry. We wash ourselves 
like cats.” 

* 4 * 
_ Another friend is a yachtsman. He has a 
beautiful yacht. It cost him $50,000 and he has 
a captain, two sailors and a cook. When he is 
all dolled up in his yachting clothes, he looks like 
Admiral Turpitz of the German Navy. He tells 
me he can not get a soul that he wants to go with 
him on his yacht. They do not like the roll of 
the boat when she is anchored—too hot on the 
water. The ladies do not like the glare of the 
sun. Yachting might be all right if you could 
vacht at night only or by moonlight. Even his 
wife won’t go on his yacht with him. When he 
sails up to Bar Harbor, she goes up in her auto- 
mobile by land and meets him there. Anyhow, 
he says a yacht is a good thing, especially at the 
12 mile limit! 

* *% * 

The other day on a Monday morning I met a 
nervous wreck. He looked ten years older than 
when I saw him this spring. He was just coming 
to town from his lovely home on Long Island 
Sound. He looked at me with a haggard eye and 
asked what I did to recover from weekends. 
“Say,” said this poor fellow, “I bought this home 
up on the Sound and I thought it would be a nice 
place to rest. Of course you know I have a young 
daughter and a son, one 18 and the other 20. 
Well, you ought to see our place every weekend! 
The boys and girls have automobiles parked all 
around the place, exactly as if it were a road 
house. It is nothing to have 25 or 30 visitors at 
a time. They go all over the house like ants. 
They put on their bathing suits everywhere. 
When they come in, they walk through the house 
dripping salt water on the Oriental rugs. One 
young chap in a canary-colored bathing suit left 
a yellow spot on a bedspread it took my wife six 
months to make and say, how that bunch can 
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use towels and leave them everywhere on the 
floor! I did not think it was proper to give these 
kids drinks, so my daughter informs me they 
have put me down as a tightwad and most of the 
boys bring their flasks on their hips. We happen 
to have two graphophones in our house and after 
their swimming parties, they work both grapho- 
phones at once and the house is full of ‘jazzing.’ 
Both boys and girls smoke cigarettes and leave 
the stubs of the cigarettes everywhere. No, they 
never go home. Watches in that bunch have 
gone out of fashion. Nobody ever carries a 
watch. Once or twice at one o’clock in the morn- 
ing I chased them out of the house and then they 
sat with the girls down on the beach and out on 
the lawn. os * 


“Once when I felt flush I gave my wife a hand- 
some Tiffany stained glass lamp. It stood on 
the table in the center of the sitting room. One 
of these college football stars sat on the edge of 
the table and our attractive lamp passed out in 
a shower of small bits of glass. Of course this 
college boy was ‘sorry,’ but so far I have not 
received any note from Messrs. Tiffany & Com- 
pany inviting me to come down and select another 


lamp. * *« 


“Then, you know,” said my friend, “I thought 
it would be nice to have rowboats with those 
outboard motors attached. It would be nice for 
the young people to put-put-put around the har- 
bor. Well, they “put” all right, but when they 
get through putting, they never take the motors 
out of the boats. So my job late at night is to go 
down to the pier, take out the motors, carry them 
to the garage, tie up the boats and carry the 
canoes up to the boat house. Yes, of course, this 
is considerable labor, but I guess I need it for 
the sake of my figure. Queer, though, isn’t it, 
that these young college athletes who just live 
on hard exercise never seem to think that when 
they take out boats and canoes and motors and 
use them free, gratis, for nothing, it might be in 
order to put them back when they had finished. 
They remind me of the guy who was too strong 
to work. so *#s * 


“Yes, yes, my wife and I actually prefer a taxi 
to our own motors. Anyhow, most of the time 
both of our automobiles are out of the garage. 
The young people are using them. If we happen 
to desire to make a visit, we simply call a taxi 
and say,” said this nervous wreck, “did you ever 
run a free boarding house for a bunch of flappers 
and college athletes? I suppose, of course, that 
swimming and dancing do work up a terrific 
appetite and this is helped along by that tonic 
they carry in their hip pockets, but they sure can 
eat! We always carry an extra supply of food 
all through vacation time. 

* # He 

“Yes, yes,” said my friend, as we walked down 
the subway stairs, “I think my wife and myself 
will come into New York, take a quiet room at 
one of the hotels and rest for a few days. My 
wife is a nervous wreck, too.” 


So I arrived at my office smiling at the misfor- 
tunes of my friends. Isn’t it curious how happy 
the troubles of our friends do make us! 

* * * 

The first letter I opened was a terrible kick 
about a delayed invoice. I investigated the facts. 
“Gee!” said the office manager, “what do you 
expect? Half of my force are away on vacations. 
We can’t keep up.” 

* % ; 

The next letter was a complaint of a delayed 
shipment. I looked up the facts in this case. The 
report was that the goods were ready to be 
shipped on Friday, but Saturday being a half 
holiday and the house being short-handed on ac- 
count of vacations, the shipment was overlooked 
and did not go forward until Monday. The ship- 
ping clerk remarked, “These customers of ours 
are certainly unreasonable to expect us to make 
prompt shipments in vacation time and especially 
at the end of the week.” 


* * * 


I rang up the head of the factory. Delay on 
the telephone. “What’s the matter?” “Our head 
telephone gir! is off on-her vacation.” ‘Where is 
Mr. Smith, the factory manager?” ‘He’s on his 
vacation.” “Then where is Jones, the assistant?’ 
“Well, he’s on his vacation, too.” “Isn’t there 
anybody over there attending to business?” 
“Well, Mr. Brown, the new man hired last week 
is here. Will he do?” Blankety-blank-blank! 


* * * 


My own secretary is taking her two weeks. I 
have not been able to find anything since she 
left. She is very efficient and for that reason I 
depend upon her for almost everything. There- 
fore when she is away, I am about as helpless in 
my own office as a baby. Thank goodness, today 
is Saturday and she will be back on the job Mon- 
day. Telephone rings. My secretary. “How do 
you do! What’s that? You want one more week 
vacation? Not on your life! You report here 
P. D. Q. Monday morning.” “All right, then. 
Goodbye.” cn ee a 


Well, there is one fine thing about vacations 
and that is the casualty list. If you have a 14- 
day vacation, arrange for one week’s vacation 
and one week in the hospital. When you have a 
vacation coming, the proper:thing to do is to 
talk to everybody who will listen to you in busi- 
ness hours about it for a month in advance. Of 
course do your talking in business hours to other 
employees. Then when you get back from your 
vacation, if you are not a case for the hospital, 
you are not actually fit to work for a week or two 
afterward. Besides that, it is also necessary to 
tell all your fellow employees all about what hap- 
pened to you on your vacation. 

* - 7 

Then, of course, husbands should plant their 
families out at the seashore or in the woods two 
or three hours away from town. A good husband 
should leave business Friday at three o’clock and 
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UL. S$. Chamber of Commerce, Working with Trade Committee, 
Perfects New Bill—Promoters Do Not Plan Repeal 





of Anti-Trust Laws 
By W. L. 


Crounse 


10, 1920. 


WASHINGTON, 


Aug. 


dozen years ago, declared that contracts between producers and 


| —_ the first time since the United States Supreme Court, a 


their distributors for the maintenance of resale prices of identi- 
fied merchandise were illegal in the existing state of the law, the 
great national trade organizations of the country, with negligible 
exceptions, have come together as a unit in support of a carefully 
drawn bill that will be urged in the next Congress as a substitute 
for the so-called Stevens-Kelly, Merritt, Wyant and Williams bills. 
Practical agreement on the terms of the bill was reached during the 
past week at a meeting of the joint committee representing the 
American Fair Trade League and the Chamber of Commerce of 
the United States, but the text will not be made public until finally 


perfected. 


The active cooperation of the National Chamber in the move- 


ment augurs well for its success. 


The relation of this important 


body to the subject of price protection in the past has been some- 
what peculiar and its definite alignment with the supporters of 
federal legislation will be most welcome to those who have “borne 
the burden and the heat of the day”’ in this crusade in the interest 


of honest merchandising. 


More than nine years ago the Na- 
tional Chamber took a referendum on 
the subject of price protection with 
the result that its members by a vote 
of three and a half to one—several 
thousand ballots being cast—issued a 
mandate to the directors of the Cham- 
ber to do everything in their power to 
secure the enactment by Congress of a 
law to legalize price protection con- 
tracts. It would be a bootless task to 
undertake to explan why the Chamber 
has waited nine years to carry out the 
mandate of Referendum 13; the salient 


| 





‘ 





fully committed to the movement and | 


has appointed a committee to cooperate 
with the trade associations of the coun- 


try in seeking this much desired legis- 


lative relief at the hands of the coming 
Congress. 

Hearings will be sought before the 
House Committee on Interstate and 
Foreign Commerce early in the new 
session and it is hoped that a bill will 


be favorably reported in time to pass | 


both houses before the recess next 
spring. Business men everywhere are 
becoming aroused to the necessity for 








155 legislation and are promising energetic | 
fact is that the organization is now | support to the movement. | 


Commission Charges Anti-Trust 
Law Violators 


y 
B Trade Commission during the past 
week has handed down a 
desist order that illustrates in clean 
cut fashion the type of movement to 
control resale prices that would not be 
legalized by the passage of the price 
protection bill just completed. Friends 
of the new measure will do well to 
study the Commission’s decree and 


make it clear to their Congressmen that 
the campaign for legislation does not 
have for its object the legalization of 


cease-and- | 





a curious coincidence the Federal | 


any form of conspiracy to violate the 
anti-trust laws. 

The Commission’s order is issued 
against the North Dakota Wholesale 
Grocers’ Association, of Grand Forks, 
N. D., which is required to discontinue 
certain business practices found by the 
Commission to be unfair methods of 
competition. The Association is an un- 
incorporated organization comprising 
almost all of the exclusively wholesale 
grocers in North Dakota. 


























Illegal Form of Price Maintenance 


In its investigation of the case the 
Commission found that the members 
and officers of the Association were co- 
operating with each other to fix and 
maintain wholesale prices; to prevent 
competitors from selling at less than 
the prices so fixed; to prevent manu- 
facturers of grocery goods from selling 
direct to retailers; and to confine the 
wholesale distribution of grocery goods 
to respondents’ selfstyled “regular” 
and “legitimate” channels of trade, 
that is, from the manufacturer to the 
wholesaler, from the wholesaler to the 
retailer, and from the retailer to the 
consumer. 

The order reads as follows: 

IT IS ORDERED, that the respond- 
ent, North Dakota Wholesale Grocers’ 
Association, its officers, individually 
and as representatives of the members, 
the successors of said officers and the 
members of said Association, their 
agents, representatives and employees, 
CEASE AND DESIST from conspir- 
ing, confederating or cooperating 
among themselves or with others, di- 
rectly or indirectly, in the following 
practices: 


Things That May Not Be Done 


1. By adopting and maintaining 
or endeavoring to adopt and main- 
tain uniform selling prices on 
grocery products sold by respond- 
ent members. 

2. By arranging or attending 
meetings of competing jobbers or 
circulating information among 
competing jobbers, for the purpose 
of causing them to adopt or adhere 
to uniform selling prices in their 
competition with each other. 

3. By agreeing among’ them- 
selves or with other competing job- 
bers to maintain manufacturers’ 
list prices as the jobbers’ resale 
prices and to make no indirect 
concessions therefrom, such as pre- 
payment of freight or giving the 
buyer the benefits of the saving 
in handling costs on shipments 
made direct from the manufac- 
turers. 

4. By inducing and procuring 
competing jobbers to adopt and 
adhere to the manufacturers’ list 
prices as the jobbers’ selling prices 
on various commodities, inducing 
manufacturers to increase their 
list prices and discounts to the job- 
ber, for the purpose of increasing 
the jobbers’ gross margins and 
selling prices and making them 
uniform, and reporting or 
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threatening to report to manufac- 

’ turers such jobbers as failed or re- 
fused to adopt the manufacturers’ 
list prices and adhere to them as 
their selling prices in competition 
with respondent members. 

5. By preventing or attempting 
to prevent competitors who under- 
sell respondent members from 
securing goods from manufac- 
turers on equal terms with re- 
spondent members, through con- 
certed objections lodged with 
manufacturers, and through con- 
certed refusals or threatened re- 
fusals to buy from manufacturers 
if they sell such competitors of re- 
spondent members. 

6. By recommending or procur- 
ing the circulation or scurrilous 
and defamatory attacks on com- 
petitors who undersell respondent 
members, among the customers or 


prospective customers of such 
competitors. 
7. By circulating among re- 


spondent members favorable com- 
ment concerning such manufac- 
turers as refuse to sell certain 
competitors of respondent mem- 
bers and urging respondent mem- 
bers to give increased support and 
cooperation to such manufacturers. 


Blacklisting Methods Barred 





8. By reporting to officers of | 
respondent association the names | 


of manufacturers who have sold 
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direct to retailers, for the purpose 
of enabling the officers to use the 
power and influence of respon- 
dent association to induce such 
manufacturers to remain com- 
pletely loyal to respondent jobbers 
as their exclusive channel of dis- 
tribution in respondents’ territory, 
and by reporting to respondent 
members the failure of such ef- 
forts with suggestions that the 
members refuse to handle the 
goods of such manufacturers. 


9. By concerted withdrawal, or 
by seeking pledges of concerted 
withdrawal, of patronage from 
manufacturers who sell or attempt 
to sell jobbers and retailers indis- 
criminately and concertedly con- 
centrating their sales efforts on 
the goods of so-called loyal manu- 
facturers. 

10. By recommending or procur- 
ing the circulation of scurrilous 
trade papers and for defamatory 
attacks on manufacturers selling 
indiscriminately to jobbers and re- 
tailers, among the retail custom- 
ers or prospective retail customers 
of such manufacturers. 

11. By cooperating with non- 
member wholesale grocers or with 
associations of wholesale grocers 
in other parts of the United States 
to further any of the practices 
prohibited in the foregoing por- 
tion of this order. 


Farming Industry Looking Up 


ECRETARY of Agriculture Jar- 

dine, who has just returned from an 
extended tour of the West, declares 
that this is going to be a fairly good 
year for agriculture. Considering this 
second year of improvement against 
the previous four- -year background of 
acute distress, he is ready to call agri- 
culture “safely convalescent.” 

From the fall of 1920 until the 
spring of last year the farmers of 
this country were forced to a program 
of drastic retrenchment. They had 
to work out from under paralyzing 
surpluses of cotton, wheat, corn, hogs, 
cattle, and other major products. 

That was the legacy of war times, 
The readjustment has_ been made 
against heavy odds, but producers have 
made it, nevertheless. 

Now the most depressing surpluses 
have been worked off. In this season, 
for the first time in six years, a stable 
program of production has been pos- 
sible, unhandicapped by menacing 
ecarry-overs. Over the country as a 
whole the outlook is for as good or 
better incomes than last year and the 
sentiment is one of moderate optimism. 


Agricultural Income Shows Substantial 


Gain 
Farmers received a larger gross in- 
come from. agricultural production 


during the year ended June 30, 1925, 
than in any other year since 1921. Es- 
timates place the gross income at 
$12,136,000,000, compared with $11,- 
288,000,000 during ‘the year’ ended 
June 30, 1924. 

This gross income is the value of 
production less feed, seed and waste. 
The increased value, about 7% per 





‘compared with $1,608,000,000; 


cent, was due almost wholly to higher 
returns from grain and meat animals, 
particularly wheat and hogs. 

The gross cash income from sales, 
exclusive of livestock and feed sold to 
other farmers, was  $9,777,000,000, 
compared with $8,928,000,000 the pre- 
ceding year. Food and fuel produced 
and consumed on farms was valued at 
$2,359,000,000. 

The expenses of production last year 
were put at $6,486,000,000, or nearly 
2 per cent greater than the $6,363,000,- 
000 estimated for 1923-24. The net 
cash income from sales was $3,291,- 
000,000 compared with $2,565,000,000 
the year previous, while the net in- 
come from production, including with 
the net cash sales the value of food 
and fuel produced and consumed on 
the farms, was $5,650,000,000 com- 


pared with $4,925,000,000, or an in- 
crease of 14.75 per cent. 
Dairy Products Head List 
Grains returned $1,934,000,000 in 


1924-25, compared with $1,393,000,000 
the preceding year; meat animals 
$2,621,000,000, compared with $2,167,- 
000,000; fruits and vegetables $1,370,- 
000,000, compared with $1,526,000,000; 
cotton and cottonseed $1,690,000,000, 











ee 








and | 


dairy and poultry products $3,284.,- | 
000,000, compared with $3,315,000,000. 





This analysis of expenses and re- 
ceipts for the agricultural industry as 
a whole confirms other indications of 
further improvement in agricultural 
income. The average net income per 
operator, including ail farmers, 
ants as well as owners, 


v0 


the preceding year, and covers the re- 
turn on the farmers’ equity in his 
farm property as well as earnings for 
the labor of himself and his family for 
the year. 


Price Cutters to Fight Bill 


REDATORY price cutters who use 
: nationally advertised merchandise 
of known quality as bait with which to 
draw the patronage of inexperienced 
buyers to whom they sell unknown 
goods at exhorbitant profits are pre- 
paring to oppose the movement for a 
price protection law. One of their de- 
vices, already disclosed, is misrepre- 
sentation of the plans and purposes of 
those seeking this legislation. 

Especially they are endeavoring to 
create the impression that the advo- 
cates of this legislation are really 
asking the repeal of the anti-trust 
laws and would legalize such conspira- 
cies as are outlined in the Commis- 
sion’s offer above quoted. Do not be 
misled by such tactics. 

The friends of this bill seek only 
one thing, namely, the legalization of 
voluntary contracts between the pro- 
ducer of trade-marked or otherwise 
identified merchandise and their dis- 
tributors to maintain the retail price 
thereof. No one would be forced to 
make such a contract and, obviously, 
no one would do so unless convinced it 
was to his advantage. 





J. L. Harman Co. Moves 
General Offices 
The Jay L. Harman Co., El Paso, 


Tex., has removed its general offices 
from the Mills Building to 311 San 
Francisco Street, where it has a display 
and sales room. The company makes 
a specialty of industrial supplies and 
among the firms it represents are the 
following: Foamite-Childs Corp., SKF 
Industries, Inc., Chicago Belting Co., 
National Broom Co., Edison Lamp Co. 
and the Dewar Mfg. Co. 





Radio Exposition Sept. 12-19 


All branches of the radio industry 
are cooperating to stage a series of 
amateur and popular contests at the 
Fourth Annual National Radio Expo- 
sition in which, it is expected, thousands 
of radio amateurs from every section of 
the country will participate, at Grand 
Central Palace, Sept. 12 to 19, aceord- 
ing to an announcement made by J. C. 
Johnson, general manager of the ex- 
position. 


—_—___—___—__-—— 


Fada Radio Exhibit 
at Commodore, N. Y. 


A special exhibition of its radio 
products is now being held in suite 825- 


829 Hotel Commodore, Pershing Square, 


ten- | 
amounted to | 


New York City, by F. A. D. Andrea, 
Ine., manufacturer of radio equipment, 
1581 Jerome Avenue, New York City. 
The exhibition is open from 10 a. m. to 
10 p. m. each day, and features strongly 


$876 in 1924-25, compared with $764/ the Fada furniture models. 
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William A. Graham Dead 


& Co., Inc., Hardware Manufacturers’ Representatives of 


| ' TILLIAM ALFRED GRAHAM, president of John H. Graham 


New York City, died at the Lake Tarleton Club, Pike, N. H., 


Aug. 1. 
was due to angina pectoris. 


Mr. Graham was born in Brooklyn on 
Oct. 13, 1859. 


He attended the gram- | 


mar and high schools in Brooklyn and | 


after finishing his high school course | : 
was appointed a cadet in the U. S. | committee in the United States. 


Naval Academy. He was graduated 
from Annapolis in 1879 and served as a 
midshipman and ensign for two years 
in the North and South Atlantic Divi- 
sions of the United States Navy. In 
1881 he resigned from the Navy to 
become associated with his’ father, 
John H. Graham, who, with Samuel 
Haines, had established a hardware 
business eleven years earlier. In 1884 
William A. Graham became a partner 





in the business when he and his father | 


bought out Mr. Haines’ interest 


and | 


changed the firm’s name to John H. | 


Graham & Company. From that time 


William A. Graham became a recog- | 


nized leader 
Upon his father’s retirement from busi- 
ness to enter Congress in 1892, and the 
admission of his younger brother, the 


in the hardware world. | 


late George A. Graham, to partnership, | 


the elder brother was the head of the 
company, building it from a small or- 
ganization to a national and world-wide 
concern. 

In addition to his hardware interests 
Mr. Graham was the senior member of 
the board of trustees and first vice- 
president of the East Brooklyn Sav- 
ings Bank. He served this bank for 
thirty years, and as his father and 
grandfather had also been members of 
the board, a continuous service of sixty 
vears has been given by the Graham 
family to the directorate of the East 
Brooklyn Savings Bank. 

Mr. Graham also had a notable war 
service. In 1916 he organized the 
Hardware, Metals and Allied Trades 
Division, and served as its marshal in 
the Citizens’ Preparedness Parade, New 
York City, May 13, 1916, in which 145,- 


000 persons passed the reviewing stand. | 
In 1917, in the recruiting campaign | 


which raised 10,000 men for the New 
York National Guard, William A. Gra- 
ham, in recognition of his efficient ser- 
vice, was elected chairman of the ex- 
ecutive committee of the Hardware, 
Metals and Allied Trades. This or- 
ranization became permanent and 
through its executive committee, the 
Hardware, Metals and Allied Trades 
carried on most effective work in all 
campaigns of the war service. Mr. 


Graham was appointed by Benjamin | 


Strong, governor of the Second Federal 
District Reserve Bank in New York, to 


of the Hardware, Metals and 


Trades, and with the above executive | 


The death of Mr. Graham, who was sixty-five years old, 


committee formed a selling organiza- 
tion, which sold of the Second Liberty 
Loan $42,218,250.00, the highest 
amount subscribed through any trades 


In 1918 Major General George W. 
Goethals, acting quartermaster-general 
of the Army, appointed William A. 
Graham chief of the branch which 
later became the Hardware and Metals 
Division of the Quartermaster Corps. 





William A. Graham 


In October of that year, under the con- 
solidation of purchases of all corps of 
the Army, the General Supplies Divi- 
sion was established and Mr. Graham 
was made its chief. 

During recent years he had turned 
over many of the responsibilities of 
John H. Graham & Co. to his son, 
Harold S. Graham, and spent his leisure 
time at Lake Tarleton Club, Pike, N. H. 
His pleasure was largely found on the 
golf links and in taking a quiet interest 
in civie affairs... For several terms he 


| 


| 





























was president of the Hardware Club of | 


New York, and at the time of his death 
he was vice-president of the American 
Hardware Manufacturers Association. 
In 1885 Mr. Graham married Miss 
Maria Vanderveer and they lived for 
many years at No. 15 Vernon Avenue, 
Brooklyn, part of the old farm which 


for generations had been in the posses- | 


sion of the Vanderveer family. 

Mr. Graham is survived by his wife 
and his two sons, Charles V. Graham, 
a member of the law firm of Simpson, 


take charge of the Second Liberty Loan | Thacher & Bartlett of New York, and 


Allied | 


Harold S. Graham, treasurer of John 
H. Graham & Co., Inc. 


/ mings. 


DeWitt C. Delamater Dead 


DeWitt C. Delamater, formerly sec- 
retary of Buhl Sons Co., wholesale 
hardware, Detroit, Mich., and prom- 
inently connected with the business af- 
fairs of Detroit, died recently at his 
home 5047 Second Boulevard, in his 
eighty-first year. 

He started his business career in 
1874 as a clerk in the hardware store 
of Rice, Pratt & Co., at Jackson. Later, 
he came to Detroit as a traveling sales- 
man for the C. B. James & Co., which 
was afterwards known as_ Buhl, 
Ducharme & Co. In 1890, he was one 
of the organizers of the firm of Free- 
man, Delamater & Co., a hardware 
firm, and was secretary and treasurer 
of the concern. 

In 1900, he was elected president of 
the firm and served in this capacity 
until 1910, when the firm name was 
changed to the Delamater Hardware 
Co. He was president of this company 
until 1917 when he sold the business. 
He then became secretary of the Buhl 
Stamping Co. He resigned this office 
in 1918, but continued to serve on the 
board of directors. 

Aside from his business interests, 
Mr. Delamater had for years been 
known both as a practical and theoreti- 
cal farmer. It is probable that few 
Detroit bankers kept more closely in 
touch with agriculture problems. He 
owned considerable farm property near 
Jackson, Mich. 

His family includes his widow and 
daughter and four sisters. 

Mr. Delamater had a wide acquain- 
tance in financial circles in Detroit, and 
representatives of many banks attended 
the funeral services. He was a mem- 
ber of the Bankers’ Club, the Board of 
Commerce, the Ingleside Club and the 
Detroit Association of Credit Men, of 
which he was the first president. 





C. K. Turner to Represent 
S. M. Dell & Co. 


Samuel M. Dell & Co., Inc., manufac- 
turer of brushes, 134-146 Calverton 
Road, Baltimore, Md., has recently com- 
pleted arrangements whereby C. K. 
Turner & Son, 116 Broad St., New 
York, are to act as the company’s rep- 
resentatives in the foreign market. 

The company manufactures a full 
line of brushes including flat and oval 
varnish, sash tools, fitches or artists, 
kalsomine, stencil, metal-bound and 
leather-bound wall, and_ soft hair 
brushes. 





Amer. Enameled Products 
Co. Issues Catalog 


The American Enameled Products 
Co., 21st St. and Indiana Ave., Chicago, 
has recently issued a new catalog de- 
scriptive of its line of bathroom trim- 
The catalog is well illustrated 
and arranged with a view of expediting 
reference and contains a price list 


| covering the lines described. 
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U. P. C. and McGraw-Hill 
Form New Publishing Co. 


The United Publishers Corporation 
and the McGraw-Hill Co., Inc., have 
formed a new company to be known 
as the Business Publishers International 
Corporation to publish specialized 
papers, to serve adequately the tre- 
mendous development which is taking 
place in overseas trade and industry. 

The new company has taken over 
the foreign language and export papers 
now published by the two parent com- 
panies. These are Ingenieria Interna- 
cional, an engineering and industrial 
paper circulating in Spain and Latin 
America, heretofore published by the 
McGraw-Hill Company and El Auto- 
movil Americano and The American 
Automobile (Overseas Edition), auto- 
motive business papers, the former cir- 
culating throughout the Spanish read- 
ing countries and the latter in Aus- 
tralia, New Zealand, South Africa, 
India, Great Britain, Norway, Den- 
mark, Holland, Belgium, the Orient, 
and other territories. Both automotive 
papers were formerly published by the 
United Publishers Corporation. 

Officers of the new company will be 
Mason Britton, president; John Ab- 
bink, vice-president and general man- 
ager; J. L. Gilbert, vice-president and 
secretary; and C. A. Musselman, treas- 
urer. Mr. Britton is vice-president of 
the McGraw-Hill Company. Mr. Abbink 
has been business mandger of 
Ingenieria Internacional and Mr. 
Gilbert has been business manager of 
El Automovil Americano and The 
American Automobile (Overseas Edi- 
tion). Mr. Musselman is president of 
the Chilton Class Journal Company, 
the automotive division of the United 
Publishers Corporation. 

In addition to the officers, directors 
of the new company will be Charles G. 
Phillips, president of the United Pub- 
lisers’ Corporation; Malcolm Muir, 
vice-president of the McGraw-Hill 
Company, Inc.; Philip S. Smith, Editor 
of Ingenieria Internacional, and George 
E. Quisenberry, editor of El Automovil 
Americano and The American Auto- 
mobile (Overseas Edition). 

Headquarters of the Business Pub- 
lishers International Corporation are 
at 225-241 West 34th St., New York 
City. Plans have been completed by the 
new company for maintaining full time 
business and editorial representatives 
In important commercial centers abroad, 
their work being supplemented by cor- 
respondents in other localities. In ad- 
dition to its own editorial staff the 
new company will have the benefit of 
the editorial facilities of the business 
papers published by United Publishers 
Corporation, and the McGraw-Hill Co. 

The demand for specialized business 
papers which developed and has been 
met in this country is growing in cen- 
ters of industry and trade abroad, and 
the activities of the Business Pub- 
lishers International Corporation will 
follow closely those of the two parent 
companies. 
































at du Pont 


Important Paint Problems Discussed 


Convention 


fevered is regarded as the most important paint and varnish convention in the 


history of the du Pont Co. took 


place at the company’s headquarters, 


Wilmington, Del., Aug. 3-4. It was attended by the entire sales force from every 


part of the country and the general officers of the organization. 


The convention 


was unusual because of the methods adopted to bring before the salesmen the 
various problems in the field and the manner of solving them. Before the con- 
vention, experts were sent into various territories, and independent investiga- 
tions undertaken to show not only the opportunities of selling paint and varnish, 


but also what opportunities there were 


The result of these as portrayed to 
the convention was in a great amount 
of valuable data showing where busi- 
ness actually lay. 

Scientific methods of analyzing a 
territory and developing business were 
also explained. Another feature was 
the presentation of the du Pont plans 
for advertising in detail by William A. 
Hart, advertising director of the com- 
pany. The convention was _ presided 
over by James W. Elms, divisional 
manager of the paint and varnish divi- 
sion of the company, who stressed the 
opportunties in the paint and varnish 
business at the present time. Addresses 
were also made by Lammot du Pont; 
W. P. Allen, general manager of the 
paint, lacquer and chemicals depart- 
ment; William Richter, assistant man- 
ager. William Zintl, of the Curtis Pub- 
lishing Co., discussed “Market Oppor- 
tunity and what a Territory Analysis 
will Mean to You.” J. A. Anderegg, 
of the same company, gave a detailed 
study of paint possibilities in a typical 
town; G. A. Biesecker, Philadelphia, 
sales manager, talked on the new town 
report of the company; B. H. Wilson, 
Chicago, sales manager, described the 
“1926 Selling Plan.” Ben Nash, of 
Frank Seaman, Inc., discussed the new 
dealer display material. A. H. Very, 
Boston, manager, spoke on what the 
“Save the Surface Campaign Has Done 
and Is Doing.” E. M. Pratt, of the 
Seaman Co. on “The Opportunities of 
Maintenance and Upkeep Business.” 
B. H. Ring, on “How Maintenance and 
Upkeep Business is Developed,” and 
H. A. Brown on “Selling the Master 
Painter.” 

Lammot du Pont, senior vice-presi- 
dent of the du Pont Co., addressed the 
convention on the reasons why the 





for creating new business for retailers. 


company entered the paint and varnish 
business and their view that it can be 
improved. He said: “At the end of 
1916, which was about the middle of 
the world war, but before the United 
States had entered the war, the du 
Pont Co. had some $217,000,000 in cash 
and investments, some permanent and 
some temporary. It was recognized as 
desirable that some of this cash and 
temporary investment should be _ in- 
vested in industries allied to the ex- 
plosives industries, so that at the ter- 
mination of the war a use could be 
found for the very large organization 
built up for military purposes. 

“The Arlington Co., one of the largest 
manufacturers of celluloid products in 
this country had already been pur- 
chased with this idea in mind. At that 
time the du Pont Co.’s military powder 
operations required large quantities of 
chemicals, especially acids, and Harri- 
son Brothers & Co., a very old estab- 
lished paint and chemical industry, had 
considerable acid capacity which would 
be of use to the du Pont Co. Which of 
these two ideas had the greater bearing 
on the purchase of Harrison Brothers 
& Co. cannot be said, but it is true 
that for many months before the actual 
purchase of Harrison Brothers & Co., 
the company had a clear idea of the 
desirability of entering the paint busi- 
ness. 

He also described the purchase of 
various companies by du Pont. 

“The du Pont company stands today 
with $316,000,000 4n cash and invest- 
ments. Some temporary, but much 
more largely permanent than in 1916,” 
he continued. “The object in remain- 
ing in the paint business is the same as 
that which guided the company in en- 
tering it eight years ago.” 











Tack Elimination Program 


Delayed by Atlas Tack Co. 


In view of the articles appearing in 
HARDWARE AGE, relative to the elimina- 
tion of goods now considered regular in 
the tack and small nail industry, and to 


avoid any misunderstanding in the 
trade the Atlas Tack Corporation, 
manufacturer of tacks, Fairhaven, 


Mass., has recently stated that the 
elimination program referred to will 
not be officially adopted until after a 





| meeting to be called by the Department 


of Commerce in October next, and when 


| adopted, will not become efféctive until 


Jan. 1, 1926. 


New Kodel Catalog 


The Kodel Radio Corporation, Cin- 
cinnati, Ohio, is now distributing a new 
catalog descriptive of its line of radio 
receivers, speakers, chargers, kits, etc. 
The products listed range from the low 
priced apparatus to that designed for 
fans desiring the maximum in efficiency 
and appearance. 








Wheel Aligning Gage 
The Manley Mfg. Co., York, Pa., is 


marketing a wheel aligning gage which | 


is said to increase tire service by cor- 
recting misalignment in wheels. 
Claim is made that it is easily oper- 
ated by one man, as it is a light self- 
contained unit which rests on the floor 
and is read from the outside. It takes 
the reading on the horizontal diamet- 
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| by sun, snow, or wind. Claim is made | 





admits the ultra violet rays of the sun. 
It is said to be easily handled and may 
be cut with shears. It comes in rolls 


3 ft. wide and in any length up to 100 


linear feet. 
Cel-O-Cones 
made of this 


and Cel-O-Tents are 
material and intended 


for use as protection for young grow- 


that it lets in more heat and keeps out | 
more cold than glass and in addition | 





rical line parallel to the ground line | ing plants. The stout construction and | 


and is operated by placing the stop | 


against the inside felly of the front 


wheel. The circular bent portion on 


the opposite side straddles or passes | 


around the opposite front wheel. 
gage rod is then run against the out- 
side felly and a reading taken with a 
mechanic’s scale or any fairly accurate 
rule. The gage is then pushed under 
the car to get the back reading of the 
wheels and turned in a vertical position 


stop adjusted to the felly. The curved 


the wheel permitting the outside read- | side pieces, each 18 in. by 36 in., with 


ing. 


—_———__ _—__— 


Improved Whipper 


A scientifically constructed whipper 


The | 


the rigid stake make possible their | 


use year after year. 
resting on its own legs and the gage | 2 


The Cel-O-Tents are of tent-like con- 


| § i l ieces. 
section of the gage spans the back of | struction with removable end pieces 


called “Whippit” is being sold and dis- | 
tributed by the Illinois Sales Co., 332 | 


South LaSalle St., Chicago. The manu- 
facturer is E. D. Fahlberg Mfg. Co., 
Madison, Wis. The turbine blades are 
said to be an adoption of a scientific 
principle developed in a famous uni- 
versity and are designed to bring quick 
results. 

The claim is made that it cannot 
spatter, for as the small crank is turned 
the agitator throws the liquid back 
into the center, forming a vacuum and 
producing amazing results. It is easily 


taken apart for cleaning and does not | 


require any specially shaped crock or 
bowl. 


—_— —_- —- -- 


Substitute for Glass 


Cello Products, Inc., 89 Fulton Street, | 
New York, has recently placed on the | 
market a product called Cel-O-Glass. | 

The claim is made that it has gone | 
‘through all the experimental and test | 


stages and that it is an economical and 
practical, flexible substitute for glass 
for many uses including hot house 
frames. 2 

It is a light weight, flexible, weather 
proof material made by coating wire 
mesh with a clear, transparent, tough 
substance which is said not to rub or 
peel off, dry up or become brittle. It is 
said to withstand the most severe hail 
or rain storms and to be unaffected 


The complete unit consists of two 


| 
} 





the two ends measuring 18 in. by 18 in. | 
hanging space equal to forty feet of 


Tubular Velocipede Has 


Balloon Tires 


The Toledo Metal Wheel Co., Toledo, 


Ohio, has added a completely equipped 


tubular velocipede with balloon tires to | 


its Blue Streak Line of children’s vehi- 
cles. It is made in three sizes and has 


the same bicycle construction which | 
characterizes the Blue Streak products. | 


The main features are the leather 


tool bag and the balloon tires. 


tool bag is attached to the rear of the | 


The | 








saddle and contains an oil can, bottle | 
of oil and a wrench for adjusting the | 


height of saddle and handle bars. It 
is equipped with 1% in. balloon tires 


on all three wheels, large rubber pedals, 


rubber grips, front wheel fender, nickel- 
plated bell and four spring motorcycle 


| type leather saddle. 
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Tip Top Wrist Watch 


The New Haven Clock Co., New 
Haven, Conn., is placing a wrist watch 
on the market called the Tip Top. 


It is thin, compact and constructed 
with either radium or silver dial. 


Folding Clothes Rack for 
Household Use 


A folding clothes rack called “Kloz- 
Rak” is being manufactured by the 
Kloz-Rak Co. with F. J. Keller Co., 220 
East Rio Grande Avenue, Fort Worth, 
Tex., acting as exclusive sales agent. 

It consists of four wings and when 
completely open is said to provide 


clothes line. All sides may be used or 
one or more of the wings folded out 
of the way. When entirely closed it 














| 


may be placed in a square foot of floor 


space. It is said to be easy to handle, 
compact, neat, durable, rigid and light 
in weight. 
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-Oil and Gas Ranges Built 
for Economy 


The South Bend Malleable Range 
Mfg. Co., South Bend, Ind., has both 
an oil and gas range ready for the 
market. They are built practically 
from the same patterns and resemble 
each other except for the closed top 
and the burners. The manufacturer 
claims great economy in the operation 
of both due to the burners. 

The oil burners have no wicks or 
chimneys and are said to operate with- 
out odor or smoke. They do not re- 
quire leveling or protection from wind. 
The top construction of the oil range 
is closed similar to a coal range except 
for the slotted openings in the lids over 
the burners. 

The entire top is said to heat and 
permit the moving about of vessels 
without sacrifice of the desired tem- 





perature. It is further 
one gallon of kerosene oil will operate 
these burners continuously for 30 hours. 
All fittings, pipes, valves, burners are 
said to be of solid brass construction. 

Oil range No. 64 has a four-burner 
cooking top and two ovens. It is fin- 
ished in nickel and black trim with 
white vitreous enamel door panels and 
side as well as back splasher and dirt 





tray. The ovens are on the left side 
and measure 18 in. in width and depth. 

The gas burners are said to be scien- 
tifically designed to extract the great- 


claimed that | 
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est possible heat from the gas con- 
sumed. 

There are three circle burners and 
one double burner with an independent 
simmering burner inside. Each stove 
is equipped with a Rutz automatic 
lighter. The ovens and broilers are 
made of aluminum fused Wilder metal. 
The No. 418R gas range is very much 
like No. 64 except the ovens are on the 
right. 


a 


Kampkook and Kitchenkook 
Window Displays 


The American Gas Machine Co., Inc., 
Albert Lea, Minn., is offering two win- 
dow displays of its Kampkook and 
Kitchenkook stoves. The cutouts are 
about 20 by 30 inches in size, mounted 
on heavy board equipped with an easel 
and are lithographed in eight colors. 
They are designed with a view of 
bringing the company’s product effec- 
tively to the attention of buyers. 
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Adjustable Square 


A new adjustable square (No. 554) 
with a choice of three blades is being 
placed on the market by Brown and 
Sharpe, Providence, R. I. 

The manufacturer claims it is espe- 


ia 








cially adaptable on small work and that 
it reaches places ordinarily called ‘‘in- 
accessible.” The three different blades 
—wide, bevel with both 60° and 45° 
-angles and harrow. They are rever- 
sible in beam and have graduations 
clean cut and easily read. The blades 
-are tempered and carefully ground 
while the body is hardened and ground. 








World Time Clock Will 
| Appeal to Radio Fans 
| 


The Radio World Time Clock, re- 
|cently placed on the market by George 
|B. Gardner, 923 Hutchinson Court, 
| Brooklyn, N. Y., is an ingenious and 

















useful device and one that promises to | 
be popular with radio fans everywhere. | 
| The Radio World Time Clock is de- | 


signed for radio receiving sets, to en- 
able users to follow the programs of 
the various broadcasting stations, no 
matter in what time zone located. The 
clock shows the time from Berlin west 
to Hawaii. 

Starting with Berlin, the names of 





59 ° 


the Time Zones are on a dial inside the 
main dial with the hours. This inner 
dial revolves, thus giving the correct 
time in all zones. From Berlin, which 
includes all Germany, Norway, Sweden, 
Denmark, and countries north and 
south, we come next to London (Green- 
wich), which includes France, Italy, ete. 
Then two zones—Canary Islands and 
the Azores, in the Atlantic Ocean—are 
omitted. Next is Rio de Janeiro, Hali- 
fax, Eastern, Central, Mountain, Paci- 
fic, Alaska and last Hawaii. Thus one- 
half the world is covered. As there is 
no change of time north and south, 
this covers from the North to the 
South Pole. 

Il’or radio users this is a great con- 
venience. There can be no mistake as 
to the time to tune in on any distant 
station. And for those who wish- to 
beautify their set, it is an attractive 
addition. The face is 2 inches, and is 
so constructed that by simply making 
a hole of the proper size in your 
cabinet, the clock inserts from the 





front, a back is placed on it from the 
rear and two screws tightened up and 
it is securely fastened in. 


indicate 
is on 


is set to 
picture it 


The hour hand 
local time (in the 


Eastern), the names on the dial acting 


as hour hands for the other zones. The 
minute hand is correct everywhere, thus 
the illustration shows it to be 13 min- 
utes after the hour in all zones. 

By inserting it in the cabinet of a 
radio receiving set the beauty of the 
set is increased materially and at all 
times not only the time of the local 
program right before the operator, but 
that of all broadcasting stations from 
Berlin to Hawaii. The works are 
standard make, manufactured by the 
Waterbury Clock Company and are 
guaranteed in every particular. The 
clock runs 30 hours on each winding 
and keeps correct time. 

One company, it is said, has arranged 
to have one of these World Time Clocks 
on every set they turn out, and other 
negotiations are pending. 





Ohio Metal Utensil Co. 
Removes 
The Ohio Metal Utensil Co. 1510 


East Forty-fifth Street, Cleveland, Ohio, 
has removed to Greenwich, Ohio. 
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Making Dividends With Radio 


connection with hardware, Kirk, Hutton 
Co., New Castle, Pa., evince modest satis- 
faction over the venture, now two years old. 

The months of January and February are the 
dullest of the year in their business. Their busi- 
ness is steady from March 1 to Dec. 31, but 
the two winter months were otherwise. They 
were looking hard for something to fill up the 
gap. It was to be new, a department they had 
not hitherto installed. 

Radio was suggested. About all the other 
hardware stores they knew about, that is, stores 
of their type, were refusing to touch it. They 
were visited, and the reasons for keeping hands 
off looked into. But they required something to 
fill a gap. Could they do it, if they kept hands 
off pieces and parts, selling only a single standard 
set, antennae and batteries? They decided they 
could do it, if they found the right man. 

They didn’t shut their eyes to the fact that 
radio is a seasonal article, being in demand in win- 
ter when there is not much static and the eve- 
nings are long. The man to head it up must be 
an enthusiast for radio for two months and some- 
thing else ten months. They had one; he knew 
radio thoroughly, that is up to the minute, and 
had a big hunch about the future of oil burning 
furnaces. Radio for winter and oil burners for 
summer; that looked good to them, and is more 
than meeting expectations after two years of trial. 
Furthermore, hardware sales stiffened satisfac- 
torily along with the sales of radio sets, antennae 
and batteries. 


\ \ THEN it comes to selling radio goods in 


In a little while another man was required. 
They found a farmer to whom January and 
February are dull months. He knew radio 
and farmer folk. He went to work for 
Kirk, Hutton Co. on commission and turned out 
a winner immediately. In fact, he is now with 
them 12 months, and has given up farming. 
He had a second hobby; it was electric wash- 
ers. He is an enthusiast, and like W. E. Wad- 
dington, the head of the radio department, is 
a sleuth for tracking down new leads. If any 
farmer’s wife happens to mention that Mrs. So 
and So likes her washer, out comes his note book. 
He sells an average of three or four weekly for 
the year. Waddington turns in an equally prom- 
ising record of oil-burner sales. 

“Are we satisfied?” laughed Mr. J. W. Hutton. 
“T tell you we are.” He added, however, “The 
money is really made on the batteries; we sell sets 
and antennae in order that we may sell batteries.” 

How do they push sales, aside from sleepless 
solicitation? Two large interesting windows with 
beautiful cards lettered by one of their own men 
whom they trained, is their greatest sales booster, 
according to Hutton, who checks on every new 
trim. A loud radio speaker that produces “real 
music,” according to Hutton, brings in many in- 
quiries. He emphasized MUSIC. He is certain 
they like loud speakers that do not “destroy” mel- 
ody. 

Another business-getter is personal solicitation 
of all lines they are pushing. And the last he 
mentioned is the usual newspaper and other copy. 





| Calibration of the No-Dial may be | & Co., both of Chicago. L. B. Icely, 
_done in pencil or in ink as desired. | formerly president of the Wilson Co. 
Thus the station record becomes a part | and D. Levinson, formerly secretary of 


Unique Radio Receiver 


Has No Dials 


A decided innovation in radio de- 
signs is the No-Dial radio receiver de- 
veloped by the Ohio Stamping & En- 
gineering Co., Dayton, Ohio. 
the usual receiver, the No-Dial is en- 
tirely without dials, yet is said to fulfil 
every requirement’ of _ sensitivity, 


selectivity, volume and tone quality. | 


As may be seen from the accompany- 
ing illustration, the No-Dial receiver 
is circular in shape and consequently 
quite compact. It is tuned by simply 
rotating the cover of the instrument. 
The simplicity of the tuning operation 
is well calculated to appeal strongly 
to the novice, as well as to the ex- 
perienced radio user. This unique con- 


struction is made possible through the | 


Thos. E. Wilson & Co. and 


fact that only one shaft is used for the 
variable condensers, thus eliminating 
the necessity for more than one tuning 
adjustment. 

Another refinement made possible by 


the rotating cover of this new receiver | 


is the ease with which stations may be 
recorded. 
cover is utilized as a Station Register, 





Unlike 
stations from coast to coast with loud- 
speaker volume and with exceptionally | 


tube and four tube. 


The generous surface of the | 


of the set, enhancing its value as the 
days go by, and making obsolete the 


log-book, so complicated and so easily | 


misplaced. 
In tests, 


fine tonal quality. 

No-Dial sets come in two models, five 
The five tube set 
is the latest and newest radio hook-up, 


The 


four 
very popular transformer coupled audio 


amplification. 


_— 


Western Sporting Goods 
Mfg. Co. Purchased 


Announcement has just been made 
of the formation of a new company to 





the No-Dial has received | 


the Western company, will be president 
and vice-president, respectively, of the 
new organization. 

Other members of the personnel of 
the new company include, Glen 


Morris, director of advertising and sales 


promotion; W. L. Robb, sales manager; 
C. W. Dunbar, formerly sales manager 


of the Western Co., purchasing direc- 


-a most remarkably efficient and clear | 
toned combination of tuned radio fre- 
quency and resistance coupling. 
tube has the well known and, 


 eiseo. 


tor; W. F. King, in charge of jobbers 
sales; Chas. Kiley, eastern representa- 
tive at New York; and H. Andrus, 
coast representative at San _ Fran- 
With the exception of Mr. 
Dunbar, all of these men have been 


connected with Thos. E. Wilson & Co. 


| & Co. 


Some time ago the Thos. E. Wilson 
discontinued all retail store 


| operation and has confined itself solely 


to the manufacturing end of the 
business. The Wilson-Western Sport- 


| ing Goods Co., it is announced, will also 
_manufacture only, distributing its goods 





through the established jobbing and re- 
tail channels. Both the lines and the 
trade-marks of the two former com- 
panies will be continued. 

The new organization and its fac- 


on which the call letters of dozens of _ known as the Wilson-Western Sporting | 
stations may be written without crowd- | Goods Co., which will take over the | tories will be located at 2037 Powell 
ing, at the exact point where each of | business of the Western Sporting Goods | Avenue, Chicago, the former home of 
them will always be received. | Manufacturing Co. and Thos. E. Wilson | the Wilson Co. 
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Using Printer’s Ink to Sell Sporting Goods 


OW to sell sporting goods is not worrying 

C. Ed. Smith Co., Hardware, New Castle, 

Pa., particularly. The department is only 

two years old. The second year’s business doubled 

that of the first, although it far exceeded expecta- 

tions. In fact, the new department will have 

one-half the floor and wall space in the big 90- 

foot double-width storeroom within a few weeks, 

which will put it on a 50-50 basis with the big 

hardware stock, so far as space goes. At the same 

time this enterprising store will be the only large 

hardware store in several counties handling re- 
tail sporting goods on so large a scale. 

Explanation of this wonderful success can be 
had by studying the Smith Co. venture from two 
angles. At the time they could not give up floor 
space for the new department. Another room 
a few squares away was found. Just how much 
or how that fact contributed to the unusual suc- 
cess, John S. Abel, member of the firm and mer- 
chandising manager, does not indicate. 

The second angle was the selection of the sport- 
ing goods personnel, and in that he admits they 
were lucky. They had a man in their employ, a 
locally well-known fisherman, who was familiar 
with all the haunts and the beauties. His fond- 
ness for fishing and fishermen’s equipment 
amounted to a passion. It is doubtful, in the 
opinion of New Castle disciples of Isaac Walton, 
if there ever was another man who could sell a 
man $20 worth of tackle, hooks and what not, al- 
though he only wanted a few hooks and a cheap 
line. But that is not all; he did this in spite of 
the fact that his customer would have to go 20 
or more miles to find a place to use his outfit and, 
worse, he must get up at two, three or four in 
the morning to get there by daylight. 

It is natural to suppose that he built up a fisher- 
men clientele among men scattered over several 
counties. His present serious illness is bemoaned 
by literally hundreds of lovers of the sport. “His 
peer has been sufficient advertising,” commented 
Abel. 

In athletic goods personality is again the out- 
standing factor. E. C. Connery, a locally well- 
known athlete, a man of character and business 


ability was found. He, too, was wedded to the 
things he had to sell and athletic games. He 
could sell trunks, guns, blankets and the large 
number of other articles found in a sporting goods 
store, almost as well as baseballs and bats. 

In a few months another man was required. 
An ex-National Leaguer of repute was found. He 
and Connery are in touch with every athletic com- 
mittee of schools and colleges in a wide territory. 
They are personally in touch with every team of 
whatever kind, amateur, semi-pro and _ profes- 
sional. They are instant in action in following 
every lead. “It’s a matter of going after the busi- 
ness; that’s all; we know it’s here,” commented 
Connery, who credits 50 per cent of his growing 
business to personal solicitation. 

He not only visits here and there, but he and 
his Big Leaguer officiate at games and play now 
and again, to help out in pinches, find officials, and 
what not, which is the best of advertising, from 
his viewpoint. Besides, he supplies score cards 
with his name on them, puts his name in the pub- 
lications of schools and clubs, and is not averse 
to “chipping in” when clubs are buying uniforms 
and the like. Recently he put an advertisement 
on a fence around a private athletic field of a 
club. It cost him $84 and brought in $600 before 
the season closed in cash sales, and there will be 
many other seasons. 

New Castle inside of a few weeks will be able 
to boast of a hardware store as big as most city 
stores selling hardware with one half devoted to 
bags, trunks, blankets, bathing suits; a section 
exclusively given over to baseball bats of every 
weight, length and kind. There will be boxing 
gloves and gymnastic apparatus, uniforms, ath- 
letic and gymnastic books, toys, beside a great 
case of guns and another of fishing poles. There 
will be a section devoted to trapshooters’ needs, 
and another to saddles and horsemen’s require- 
ments. 

“Do not lose sight of the fact,” suggested Con- 
nery, “that we pass up no opportunity to bring 
our name before the people. We use printer’s ink 
in gobs, hand-in-hand with our personal solici- 
tation.” 


Speed 


By William Ludlum 


HEN you want to get somewhere— 
Speed! 
When you want to land right there— 
Speed! 
When you’re out to hook a bass, 
Rakin’ hay or cuttin’ grass, 
Or just makin’ apple “sass”— 
Speed! 


When you want to do a thing— 
Speed! 

When you want to shout or sing— 
Speed! 


When you want a want, don’t nap! 
Turn ’er loose an’ say, “Giddap!”’ 
Travel like a thunderclap— 





Speed! 

When you want, no matter what 
Speed! 

When you want a thing, just hop— 
Speed! 


When you’re out to buy or sell, 

Never take a breathn’ spell; 

Hit ’er up! an’ drive like—well— 
Speed! 
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General Market News 





Hardware Sales Satisfactory— 


July Sales Ahead of Last Year’s: 


Although hampered somewhat by seasonal quiet, reports from | 


the various market centers indicate that hardware sales continue to | 


maintain a satisfactory volume, and in some instances are well in | 


advance of those of last year. 


The month of August is starting out 


favorably, and while fall ordering has not yet attained sizable pro- | 
portions, an unusually satisfactory volume of fill-in orders on both 


seasonal and staple lines is reported. 

Collections are generally favorable, and this coupled with the 
fact that prices on practically all] lines are firm, indicates the ba- 
sically healthy condition of the market. 


Outlook Favorable in 
Pittsburgh 


Seasonal quiet continues in the Pitts- 
burgh hardware market. Summer 
lines are slow and futures have not yet 
begun to move with any considerable 
freedom. A number of interesting 
price announcements have been made 


|are of little consequence. Demand for 
staple goods is keeping up to a fair 
| level and is viewed as satisfactory for 
|August. Interest has been created by 
reports of impending advances in sev- 
eral items, but these have failed to 
materialize. Retailers, who have been 
doing a fairly healthy business this 
summer, are holding off in placing their 
orders for early fall delivery. 





in the past week. Prices for 1926 on | 
farming tools have appeared and in a_ 


general way are much the same as 
those for this year. Garden rakes are 
10 per cent higher while a very slight 
Cecline 1s noted in prices of German 
hoes. Reflecting the high market in 
crude rubber there has been an ad- 
vance of 15 to 20 per cent and garden 
hose prices for 1926 according to pre- 
liminary advices will be about two 
cents a foot higher than this year. 


Refrigerator prices for next year will | 


be practically the same as those for 
this year. Mill prices on sheet steel, 
notably galvanized, are 
and it looks now as if the lowest 
prices for the present had been seen. 
This would indicate that articles 
into which the sheet steel enters would 
not be lower in the near future. Much 
stability also marks the mill prices on 
wire products and in this line it looks 
as though the next change in prices 
would be upward. Hardware collec- 
tions in this district still are rather 
slow. 


—_—-_—_——_- ————_ 


Vacations Hamper Cincinnati 
Business 


Activities of Cincinnati jobbers have 


lessened in the past two weeks due to 
the intervention of the summer vaca- 
tion period and to the usual in-between 
season lull in trade. Sales, however, 
maintain a consistent gain over those 
during the corresponding period last 
year. A few fill-in orders for seasonal 
items are still dribbling in, but these 


firming up | 


New York Prices Firm 


Prices in the New York wholesale 
market are firm, and changes reported 
during the week were for the most 
part minor readjustments. July sales 
are reported as being ahead of those 
of last year, and August is said to be 
starting off auspiciously. 
speaking, the outlook is entirely favor- 
able, especially as jobbers are anticli- 
_pating an active demand for fall mer- 
_chandise. Collections are good. 


Crop Outlook Helps Chicago 


Sales 





Generally | 











Purchases by the retailers located in | 


the agricultural sections are steadily 
increasing as the harvest progresses 


|satisfactorily and an attendant sense | 
of prosperity is felt by the farmers. | 


Wholesalers report that a good volume 
of business is being booked, most of 
it on seasonable items for immediate 
shipment although some future orders 
for fall goods are being placed. 


Oldham-Rust to Represent 
Helig Bros. 


Helig Bros. Co., Inc., manufacturer 
of the Dixie brand of screen wire cloth, 
York, Pa., announces the appointment 








of the Oldham-Rust Co., 57 Murray | 


Street, New York City, as its exclusive 
representative in the metropolitan area 
and vicinity. 


| 
| 


$500,000.000 Is Value of 
Radio Sets Now in Use 


Estimate of Copper and Brass 
Industry Shows Growth of 
Interest in Radio 


The retail value of sets and parts 
has grown from $50,000,000 in 1922 
to an estimated $500,000,000 in 1925, 
according to a new survey of the radio 
industry just completed by the Copper 
and Brass Research Association. In 
1922 there were hardly 100,000 radio 
sets in use; in 1923 the number had 
grown to 2,000,000; in 1924 to 3,750,- 
000, and by the end of 1925 it is esti- 
mated that the number of sets in use 
will reach a total of 5,000,000. 

A year and a half ago the consumer 
demand was far in excess of the manu- 
facturers’ ability to supply. At that 
time the number of home-made sets 
exceeded the factory-made, and there 
was a correspondingly large retail 
market for radio parts of every descrip- 
tion. The last year has seen the be- 
ginning of stabilization in the industry. 

The present rate of manufacture, 
according to the association’s survey, 


_indicates that 1925 production will be 


2,000,000 sets, in which the consump- 
tion of copper and brass will be about 
7,750,000 Ib. 


National Enameling & Stamp- 
ing Co. Shows Larger 
Earnings 

The National Enameling & Stamping 


Co. reports net income for the six 
months ended June 30 of $839,728 after 
interest, depreciation, ete. This com- 
pares with $302,026 in the first half 
of 1924. Surplus after preferred divi- 
dends was $489,728, against a deficit 


| in the first half of 1924 of $47,973. 


Aluminum Co. of America 


Acquires Canadian Company 


Stockholders of the Aluminum Co. of 
America and the Canadian Power & 
Mfg. Co. have approved a consolidation 
of the two companies under the name 
of the former. By the merger the 
Aluminum Co. of America acquires 
valuable lands on the Saguenay River, 


| Quebec, Canada, and water rights and 


franchises sufficient for the construc- 
tion and operation of a large hydro- 
electric plant, where a large aluminum 
producing plant will be constructed. 
At the expiration of a legal time limit 
a meeting of stockholders is to be called 
to vote on the authorization of a new 
bond issue to provide for funds for the 
construction of the proposed Saguenay 


| River plant. 
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For your windows-—free 





Three good-looking, practical fixtures for 
making attractive window displays; nicely 
finished in mahogany or oak; nine display 
shelves; suitable for showing any kind of 
merchandise; conservatively valued at $12.50 


—and yours absolutely free if you order the 
Mirro Window Stand Deal! 


But that isn’t all. You also get 150 beauti- 
fully illustrated 4-page invitation letters, all 
ready to mail to your best customers; a set 
of handsome display cards; and an enameled 
brass sign. All free. 


The Mirro Display Stand Deal consists of 
69 sure-selling Mirro articles, expertly picked 


The Finest Aluminum 
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to give you a representative line that will 
build solid, permanent business. The cost, 
$59.00, is the cost of the merchandise alone 
at regular prices, so the stands, letters, cards, 
and sign are actually, genuinely free. 


Here’s a real merchandising plan that is 
selling quality aluminum at a quality profit 
for hundreds of merchants. It will do it for 
you, too. 


You ought to know more about it. All right 
—just mail the coupon below. ° 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U. S. A. 


Makers of Everything in Aluminum 


MIRRO 


Information Coupon 


Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 


details about that Mirro Window Stand Deal. 


Name 





| 


® 





Gentlemen: Please send us, without obligation, all the interesting 





Address............-.-- 
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Sentiment More Cheerful in Pittsburgh- 
Market —1925 Business Ahead of Last Year 


(Pittsburgh office of HARDWARE AGE) 

r VHE hardware trade here still is experiencing the midsummer 
low in business. The movement of summer goods is pretty 
well completed, and yet there is only a moderate amount of 

interest in fall and winter lines. Sentiment, however, seems to be 
a little more cheerful than it was recently, this because the situation 
in iron and steel is steadily improving both in point of business 
and in price stability. The steel industry derives much satisfaction 
from the fact that the situation this year from the sales, production 
and shipment standpoint is so much better than at this time last 
year. In July, 1924, ingot production fell to 4114 per cent of ca- 
pacity, while this year it is estimated to have been slightly in excess 
of 60 per cent, and as the industry for some time has been measur- 
ing output by actual business, there is an indicated gain in business 
over a year ago of practically 50 per cent. The railroads are now 
buying much equipment, but they are figuring on large tonnages of 
rails, and all other important consuming industries not only are 
running well but have good prospects. It is natural that not only 
the hardware business but business in general in this district should 
reflect the increased optimism of the steel industry, and that a fairly 
cheerful sentiment should exist as to business over the remainder 
of this year. 

Prices for next year on farming tools have been announced in 
the past week, and except on garden rakes, which are 10 per cent 
higher, the new prices vary a little, as compared with those for 
1925. Preliminary advices indicate that 1926 garden hose prices 
will be 2c. a foot higher than present quotations. This is a reflec- 
tion of the high cost of crude rubber, which accounts for another 
advance of 15 to 20 per cent in rubber sundries. Refrigerator 
prices for next year will be about the same as those for 1925. A 
slight reduction is noted in prices of vacuum bottles. 


AUTOMOBILE ACCESSORIES.—The 














report of local jobbers still is of a | forward to the advent of cooler 
comparatively moderate business. De- | weather, which will keep more people 
mands are fairly numerous but the | indoors. 

total is not up to that of a year ago Jobbers’ quotations to retailers, 
or to the expectations of the trade. f.o.b. Pittsburgh: alae em 
: : -roken ' Uni 

Prices show no particular change. seesenen ’ Gentine 
Prices from jobbers’ stocks, f.o.b. Each Each 
Pittsburgh, follow: ORD. cecusssgees $1.05 $0.97 
Spark Plugs.—A. C. plugs, lots of Tare. | ie cdeeecads 1.22 1.14 
less than 10, 65c. each; lots of 10 to ah: <seeeeenees 1.40 1.30 
49, 58c.; lots of 50 to 99, 55c.; lots of No. 767 ........... 2 62 2 44 
100 to 200, 57c.; lots of 300 or more, r 2 99 

: i No. 768 ........... 1.32 1. 

47c.; A. C. plugs, No. 1075, for Ford No. 772 2 62 2 44 
cars, lots of less than 10, 49c.; lots _— 3 33 209 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; ENO, FOU cee eeeeeees 3.Us 
WO weevvsnweve 42 .39 


lots of 100 to 200, 39c.; lots of 300 or 
more, 37c. 

Motor Meters.—Standard makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 33% 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and over, 
40 and 5 off list. 

Windshield Cleaners.—Trico, uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls, No. 145, $3.75 


each. 
Pumps.—Anthony line, $2.20 each. 


BATTERIES.—As a _ result of the 
widespread and growing use of radio 
sets, batteries now are in the staple 
class. The present demand is not espe- 
cially heavy but it is good for the 
time of year and the trade is looking 











No. 6 dry cells, ignition type, 29c. 
each in full packages; 30c. each for 
broken packages. 

BICYCLE TIRES AND TUBES.—New 

prices have been announced by local 

jobbers to meet advances recently an- 
nounced by manufacturers on account 
of the high cost of crude rubber. Job- 


bers now quote White Knight tires at 


$3.50 per pair and inner tubes at $8.40 
a doz. for the best grade and $7 a doz. 
for the second grade. 


BOLTS, NUTS AND RIVETS.—Bolt 
and nut prices are very firmly main- 
tained because makers do not regard 
present prices as at all remunerative 
and are disposed to pass up business 





rather than cut their already small 


profit. 
We quote out of jobbers’ stocks as 
follows: 
Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 


cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed 
blank or tapped, 3.25c. off list; c¢.p.c. 
and t. blank or tapped, 3.35c. off 
list; rivets, small wagon and tinner’s, 
60 per cent off list. 


GARDEN TOOLS.—Prices for 1926 
have been announced by the leading 
manufacturers. Garden rakes are 10 
per cent higher while German hoes are 
down about 2 per cent, the rest of the 
list showing prices about the same as 
those for 1925. Jobbers quote: 

Manure forks, the first quality, 
long handled, $15.25 per doz.; bowed 
garden rakes, 14-tooth, $9 # £4per 
doz.; spading forks, $10.80 to $21 
per doz.; haying forks, 3-tine, first 
quality, $12.75 per doz.; German hoes, 
No. 3-0, $7.20 per doz. 

GUNS AND LOADED SHELLS.—Re- 
tail dealers are ordering out shipments 
with a good deal of freedom and some 
jobbers report that they lately have 
been getting requests that goods 
ordered for September delivery be 
shipped out this month. 

KEGS (WOODEN).—Business in kegs 
is still on an expanding scale and job- 
bers are making steady shipments. 


Red White White Oak 
Oak Oak Charred 
5 gallon ....$1.15 $1.30 
10 gallon .... 1.55 1.70 2.70 
15 gallon .... 1.80 2.00 3.00 
20 gallon . 2.00 2.20 3.50 


GARDEN HOSE.—On account of the 
big advance in crude rubber, a stiff 
increase in hose prices for 1926 is 
expected. Preliminary advices suggest 
an advance of 2c. per ft. 


Jobbers quote in 250-ft. reels; % 
in., 8%c. to 9c. per ft.; % in., 9%c. 
to 10c.; %-in., 10%c. to llc.; Gem 


spray nozzles, $6.80 a doz. 


MILL, MINE AND FACTORY SUP- 
PLIES.—It would occasion no consider- 
able surprise here if the next an- 
nouncement as to rope prices would 
show lower prices than now are in 
effect. It seems that a good deal of 
imported rope lately has come into the 
country and has been offered cheaply 
enough to give the domestic product 
considerable competition. 


Jobbers’ prices to retailers: 

Pipe Wrenches.—Walworth, 70 per 
a off list; Trimo, 70 per cent off 

st. 

Fittings.—Cast iron screw, 36 per 
cent off price list; flange, 47 per cent 
off list; malleable, Ilb., list plus 4 per 
cent; standard iron body gate valves, 
35 and 5 per cent off price list: 
standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 per cent off list. 

Rope.—First grade long 
manila, 26c. per Ib. 


fiber 
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ineteias of the Best 


Doorway Equipment Too Vital to 
Compromise With Quality 


Forty-five years ago, when Richards-Wilcox 
began to manufacture door hangers for “‘any 
door that slides,” they recognized the fact 
that a doorway is the most important part of 
any building. 


With this thought in mind products bearing 
the R-W Trademark are of uniformly high 
quality—they meet the modern demand for 
perfect service—and represent the most ad- 
vanced ideas in mechanical construction. 


Architects, builders and contractors share the 
R-W zdeal—that there is no economy in any- 
thing but the dest—that to experiment with 
the untried because of price appeal is expensive 
—that doorways are too important not to 
equip right in the first place, thereby saving a 
lot of trouble, and eventually the cost of doing 
the work over again and doing it right—the 
R-W way. 

Upon this policy, and according to this stand- 
ard Richards-Wilcox have builded their vast 
































**Quality leaves 
its imprint” 





business—the largest of the kind in the world. 
And their policy of 45 years ago is their policy 
of today. 
Wilcox Mf 
ichards-Wilcox 0. 
“A Hanever for any Door that Slides. 
AURORA, ILLINOIS,U.S.A. 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 
Montreal RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. Winnipeg 


(1138) 
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Belting.—No. 1 leather, 45 per volume of that of a year ago. Higher | automobile tourists but the market is 
cent off list; No. 1 rubber, 50 per ° ta? > 
cent off list. prices are looked for in jar rubbers but | not a very stout one in bottles. 
oft ist geen “— ho os hardly during the present season since | WIRE PRODUCTS.—Mill bases are 
list | the trade generally is stocked against | very firmly maintained and it now looks 
mM. Files.—High grade, 50 per cent off this year’s demand. as though the market for wire products 
aesene. —W. ood screws, 72% and 5 Jobbers’ prices follow: had seen its lowest levels. Manufac- 
per cent off list; milled cap and set Bottle Cappers.—Everedy, in dozen i » 
screws, 75 per cent off list. lots, stee] based padded, $10.80 per turers regard present prices as al 
Picks and Mattooks.—Carbon_picks doz.; wood base, $11; steel base, together too low and the indications 
and mattocks, 5 per cent o ist. plain, $10.50. ; ; ‘ 
~~ peas grade, 00 Strainer Sets.—Everedy, in dozen “ig ol ga next turn in prices will 
per cent off list. ; lots, strainer stand, $4 per doz.; 6 Upward. 
PAINTING SUPPLIES.—Turpentine yey? bag, $2 per doz.; filter bag, We quote from Pittsburgh jobbers’ 
has advanced 2c. a gal. and linseed oil per doz. —: 
~ . 6 . Scales.—Universal, No. 1021, $1.25; Fence Wire: 
3c. a gal. since a week ago. There is No. 11021, $1.55; No. 19221, $2.50: No (per 100 Ib.) Annealed Galvanized 
no change in other items under this 1621, $3.50. eg 5 to 9 gage...... $3.00 $3.15 
heading. Business is fair but still runs Jar Rubbers.—Double lip, red, 70c. DEE ohaswaetuandoiene 3.10 3.55 
. is ti ear. per gross in 12-gross lots: 75ec. in 6- ag i scecuicban eee eat 3.15 3.65 
— _ - this time last yea atl gee agg Sig yi Bing ed No 13 dicen cakmar 3.25 3-80 
*rices to retailers: oY ae Di BS. ovsevevneds esas ae ‘ . 
Ready mixed paints, best grades, REFRIGERATORS.—Preliminary ad- No. DE. saveieedduasenes wie 86 4.30 
$3.10 per gal.; lower grades, $2.50; ri : ¥ I DP | 2 tcpewensansdes 3.7 4.50 
white lead, 15%c. per Ib. in 100-Ib. ‘| VICES from leading manufacturers sug Barbed Wire (per 86-rod spool): 
lots, 10 per cent less in lots of 500 _gest that 1926 prices will be practically 2-point SEE o. hbncouls suneasene 3.01 
lb. or more and an extra 5 per cent : 0 a ee ere 3.22 
less in lots of a ton or more; sara the same as those for this year. —— EE ee ee 3.22 
pentine, $1.11 per gal. in barrel lots; TTT . 2 See eked aan oe ada 3.48 
linseed oil, $1.12 per gal. in barrel VACUUM BOTTLES.—A slight rO- 2-point cattle (special) ........ .28 
lots. duction in prices is noted in a new list outa wire fence (per 100 rods): 
PRESERVING EQUIPMENT.—This | just issued by Landers, Frary & Clark. ag: Ti ieasceninecaaiee: 
line is a live one and the common re- | There is a good demand for vacuum ig ee rn een ne $6.58 
port is that business is well up in | jugs and jars such as are carried by | Bright naiis ‘base per keg, $3 to $308 














Shellac 





A Story of India 


HELLAC is a product of the animal king- 
dom and may be described as the resinous 
excretion of a scale insect found in India 

known as the Lac Bug. 

These small Lac Bugs—about 1/40 of an inch 
in length—fasten themselves by the thousands 
on the young shoots of certain trees. At the 
mouth of every bug is a small lancet which is 
inserted into the soft bark in order to draw the 
food from the sap. 

This sap is then digested and is exuded as a 
resinous secretion—much as honey and bees- 
wax are produced from the nectar of flowers 
by the bees—which upon reaching the air 
forms a hard resinous layer, regularly honey- 
combed with small cavities. 

At intervals the Indian jungle tribes gather 
these encrusted twigs, or Stick-Lac, and break 
them into pieces three or four inches long. 
They are dried in the shade. 

The primitive method of bargaining is still 
followed in buying Lac. 

After the Stick-Lac is brought to the market, 
it is ground in hand operated mortars, then 
sifted through hand sieves and washed. The 
crushed material is divided into three parts— 
first the wood, which is used for fuel; second, 
the dust, or “khad,” which is sold to the mak- 
ers of bracelets and toys; and finally the real 
granular Lac—known as Seed Lac. 

This Seed Lac is placed in stone troughs or 
kettles filled with water, and left standing for 
twenty-four hours. At the end of that time, a 
native steps into the tub and starts treading 
the mass with his bare feet. In this way he 
breaks it into still finer particles and at the 
same time washes it. During the operation the 
water turns to a deep claret color. This is 


poured off and replenished with clear water 
and the process repeated, until the water runs 
away with very little dye color. 


Dried, it is placed in long, narrow, worm-like 
bags which are grasped by two natives—one at 
each end—and held before a slow charcoal fire. 
As the mixture becomes heated, the operators 
twist the ends in opposite directions, squeezing 
the Lac out of the bag, whence it falls upon 
the stone floor. During the process the fore- 
man handles three implements, a poker with 
which he tends to the fire, and iron scrapers 
with which he scrapes the melted Lac from the 
bag. As the Lac falls on the floor, one native 
pats it with a pineapple leaf to keep it flat. 
Another workman picks it up and stretches it 
into thin sheets by placing a foot on each end 
and pulling upwards with his teeth and hands 
until the Lac is so thin as to be almost trans- 
parent. 

These sheets are placed over a rod to dry, 
hanging down like a towel on a rack. When 
dry they are broken into small pieces and 
packed into bags for shipment. 

Formerly, all manufactured forms of Lac 
were produced by the hand process. During 
recent years, machines have been invented for 
its manufacture and perhaps 5 per cent of the 
Shellac now exported from India is refined by 
machinery. 

There seems to be a difference of opinion as 
to the practicability of machine refining, some 
manufacturers contending that this method 
may only be used for making the lower grades 
of Shellac and that hand-refined Lac has quali- 
ties that will never be found in that which is 
machine refined.—From The Painters’ Eagle. 
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HIS modern “Duluth” 
storage and display sys- 
~~  . tem pays for itself in increased 
Ms sales and decreased expenses 
Gh ses within the first year. There- 
Toa after it is a constant source 
of increased profits. Let us 
explain without obligation to 
you. Fill in and mail the 
coupon. Ask about our easy 
payment plan and free store 
engineering service. 


ene. a 
ox5 so ee 

















DULUTH SHOW CASE CO., 
P. O. Box No. 778-A10 
DULUTH, MINN. 


Gentlemen: 


Please explain how the “Duluth” system 
cuts expenses and increases profits. Also send 
literature and the details of your easy pay- 
ment plan and free store engineering service. 
No obligation. 











DUL LUTH 


DULUTH SHOW CASE CO., DULUTH, MINN. Individual 
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New Garden Tool Prices 


N. Y. Jobbers Look for Good August The new garden tool prices issued 


on Aug. 1 are practically the same 


Business—Staple and Seasonal fai fers 2s shithes oe Manges 


no radical departures from prevailing 


Lines Fairly Active schedules are noted. 


USINESS in the New York wholesale market is characterized Rubber H Pr U 
by the majority of jobbers as being as satisfactory as can rea- er rrose rrices Up 


sonably be expected at this season of the year. As a matter |_ As a result of the marked advance 
in the price of crude rubber, some man- 


of fact, July sales were generally ahead of those of last year, and a tage aft gh ig Moerman 


all indications point to August being an even better month. This is | revised price schedules showing an ad- 
an unusual condition, and indicates how completely retailers have | vance of approximately 15 per cent. In 
view of the unsettled condition of the 


disposed of their stocks of summer goods. The sale of seasonable | crude rubber market, it is impossible 
lines this year was far better than in 1924, owing to the long con- | for prices to be guaranteed. 
tinued spell of rainy weather last year which influenced house- 
holders to postpone buying until they reached a point where it 
seemed hardly worth while to buy at all. The rainy season this | Oil Cook Stoves Moving Well 
year came at a particularly fortunate time, and has not seriously in New York 
retarded sales. 

At present there is a fairly active demand for both staple and Pie pun ph gh nemtggece tne om 
seasonal lines, and fall buying is rapidly becoming an important | ly from the outlying sections. Prices 
factor in this section. Prices for the most part are firm, and only a | @"¢ firm and stocks adequate. 

















. . . JOBBERS'’ ge TO RE- 
few minor changes were reported during the past week. Collections TAILERS, F.0O.B. NEW YORK: 
re , r PERFECTION— 
are generally satisfactory. OR ee $17.5 
ee No. 73 3 burners............... 29°30 
— oc eg eng eel alk 28.50 
7 " re ” ns Ss ea eie ens 6 6.44 Oe 39.50 
Brush Prices Holding | 9 eo 5 ake a - Lor Perfection dealer’s discount, 30 and 
° and No 4. $17.30 each. ’ , : 5 per cent on lots of 10 or more; on 
There has been no decline in the de- | Boss crushers, aluminum teeth, $6 seas than 10, 50 per cent. 
mand for household brushes, and the | each. PURITAN (Improved Model)— 
sale of assortments continues consist- | —- | No. 42 : burners hatavtasencunt $17.50 
, Oy Ce © COs cw ccctvecneses 22.50 
ent. nn firm _— pee ing erage | ; No, 44 4 burners. --.....0...1.- 28.50 
oeoeerTs quote retatiers 0.0. Few or | > “it lis > ¢ = 
a discount of 33 1/3 per cent on the Ice Cream Freezers Quiet PA 1 Se: ET eee 
following household and personal use NESCO— 
brushes, which are quoted here at list | As the summer season advances, the Se 8 Eee $ 9.50 
prices. — _demand for ice cream freezers has fall- No. z18 : burners eae Keewnail 17.35 
Nail-brushes, 85c. each; split duster, PUG. BES © WUNIOTD cccccvcccece 22.50 
$1.25: cloth brush and skirt brush, | €” off, ——— ape — oP reported No. 2144 burners ............ 28.00 
$1.60: dust mop, $1.90; bath brush, in the New York market. rices are POO. BOD © WCMGO nieces cccses 39.50 
medium, $1.95; large, $2.30; refriger- firm, and stocks adequate. poe a — —_ se eeees Pas 
at brush, 30c.; sreolator brush, No. 3 hig she ea oe 
mag wuneenie alt 4 Qe. : y Mg enn JOBBERS’ QUOTATIONS o RE- No. 1104 high shelf air PR Wee 8.00 
35¢c.; pan greaser, 30c.; dust pan and TAILERS, F.0.B. NEW YOR No. 1105 high shelf only....... 
brush, $1; radiator brush, 55c.; bottle Gray Goose freezer, 1-at. asi 9. Nesco dealer’s discount, 30 * 5 
brush, 35c. qt., $2.81; 3-qt., $3.35; 4-at., $4.10. Pe 
named and 6-qt., $5.22. 
° Alaska and Peerless freezers each Ovens 
Wood Screw Sales Fair take a discount of 20-10 per cent off | PERFECTION— 
| list. — ioe : er — door. his 3 50 
; " Peerless ice chippers, Cyclone ice No. urner glass door.... 2.70 
There has been no marked ger stashed | chippers, Toy Town ice crushers No. 121G 1 burner glass door.... 4.90 
ment in the demand for wood screws, | and freezer floor clamps také a dis- No. 122G 2 burners glass door... 6.00 
and the bulk of the business, as re- count of 331% per cent. Pk BEE Ssxiventeccnnseieanesse, 6.15 
Power freezers take a discount of Dealer’s discount, on 10 or more, 


mage last week, consists of fill- -in or- 30 and 5 per cent; less than 10, 30 


10 per cent. 











JOBBERS’ yal ge TO RE.- $2.83 each; 3-qt., $3.38 each; 4-qt., PURITAN— 
TAILERS, F.O.B. NEW YORK: Hee oe aos ig yy — ~~ meme 2 ye ate glass door... .$5.25 
- .75 each, and 15-qt., ; each. ealer’s discount, 10 or more, 30 
Wood, Screws, iron sant teat mat Auto Vacuum freezers, 1-qt., $3.33 and 5 per cent; less than 10, 30 per 
Same, iron blued, round head, 70, each; 2-qt., $4 each; 3-qt., $5.35 each, cent. 
25 and 10 per cent. and ‘4-qt., $6.67 each. NESCO— 
Same, brass, flat head, 70, 25 and New Standard freezer, 1-qt. size. No. 05 1 burner solid door...... $2.10 
10 per ‘cent. $1.15 each. No. 51 burner glass door..... 2.25 
Same, brass, round and oval head, iin No. 010 1 burner solid door..... 4.15 
67%, 25 and 10 per cent. No. 101 burner glass door..... 4.40 
Galvanized, flat head, 57%, 25 and F ° D d f R a yo : eteoasin — ea a 
10 per cent alr eman or ope oO. surners glass door.... 5. 40 
Nickel plated, round head, 60, 25 Pp = : eee — door... 5.40 
and 10 per cent. . . No urners glass door.... ! ».7 
Full packages are extra 5 per cent. A consistent demand for rope is re- Dealer’s discount, 30 and 5 per cent. 
Escutcheon pins, 33%, per cent off ported by jobbers in the metropolitan 
list, 7 
is or Prices are firm and stocks suffi Water Hebters 
ei e1en Ne esco won ites see teeeseeseees $45.00 
. . ’ Perfection _ a aeerrewrrrs s 40.00 
Wine Presses in Demand POOR NO GEOTATIONS TO RE- Perfection No. 421............. 80.00 
TAILERS, F.O.B. NEW YORK: x , 
Nesco discount, 30 and 5 per cent; 
A good demand for wine presses is cee ' _ 1 oe a vine gong v= poy 30 and 5 per 
rands, c. per lb.; No. 2 Manila cent in lots o or more; less than 
reported by New York _wholesalers. standard brands, 22c. per Ib.;: No. 1 10, 30 per cent. 
Prices are firm and deliveries scheduled sisal standard brands, 19c. per Ib.; 
for a oe a _ sisal standard brands, 18c. Wicks, Etc. 
. A T RE- Twine, 3- ply wrapping twine, No. Rockweave wicks, 25c. each. 
TAILERS, F.0O.B. NEW YORK: 1, 23c. per Ib.; No. 2, 2ic. per Ib. Perfection and Puritan, $4 per doz. 
Boss press, No. 1, $6.70: No. 2, India hemp twine, No. 8, 16c. per and $48 per gross. 
$7.50; No. 2%, $10; No. 3, $12.75, and lb.; BB twine, fine dark, 2214c. per Discounts same as on oil cook 
No. 4, $16.25 each. Ib.; fine light, 24c. per Ib. stoves, ovens and heaters. 
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A New Design 
«yung Radio Plier 


EYELETS 


At a Popular Price 


BUS BAR --. | | | The latest addition to the family of Bernard tools 
CUTTERS <¥ is this pair of strong, handy stamped steel radio pliers. 
! . Just what every fan wants to turn neat eyelets of 

various sizes in bus bar wire. The square recess be- 


tween the jaws has a flat, vise-like surface, mighty 
handy for flattening out the eyelet after it is made. 
Just below the recess is a sharp pair of bus bar cutters. 
These pliers have the advantage of being large enough 
to afford a good grip without being excessively heavy. 


Your jobber has them. The radio building season is 
always with us, but right now it is getting “warm.” 
Order a few dozen pairs. Each dozen is packed in 
this attractive counter display box. Place them up 
where people can see them and the 25 cent price ticket 
will do the trick. | 








wa BERNARD 
RETAIL RADIO PLIERS 





Display the Entire Bernard Line 


You should have the handsome Bernard 
Demonstrator which not only shows up the 
entire line of fast selling pliers under glass, 
but has a pair of Bernard cutting pliers on 
a chain. With these the customer is invited 
to turn a nut, found on the display, and to 
cut the wire or nails found in the pocket. 
It’s a temptation he can’t resist, and he ac- f 7 


tually sells himself. Once he gets the feel } 
| ONE OF THE LARGE FAMILY OF BERNARD TOOLS | 





























of a Bernard tool, he never gets over it. 
He’s yours! | 


BERNARD PLIERS 


THE WM. SCHOLLHORN CO., NEW HAVEN, CONN. 
AA Pair of Pliers for Every job 
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August 13, 1925 


Seasonal Lines Active in Cincinnati Market 


two weeks. 


(Cincinnati office of HARDWARE AGE) 


The decline is due to the intervention of the 


Mito. week of Cincinnati jobbers have fallen off in the past 


summer vacation period, and also to the usual in-between 


season lull in trade. 


Sales, however, continue to maintain a con- 


sistent gain over the corresponding period last year. 
The business on seasonal items during the summer has been 


satisfactory on almost every product. 
garden hose, ice cream freezers and electric fans was heavy. 


few orders are still dribbling in 
little consequence. 
little attention. 
until nearer the time of delivery. 


Staple goods have been moving in fair volume. 
declare that the demand has been normal for midsummer. 


Demand for such articles as 
Some 


to local jobbers, but they are of 


Seasonal items for fall are as yet attracting 
Retailers are not disposed to place their business 


Most jobbers 
The 


retail trade is not inclined to book stock far in advance and for 
this reason the number of small orders for immediate shipment 


is large. 


The price situation is favorable. 
than they have been for some time past. 


Quotations are more stable 
Rumors are heard of 


impending changes on numerous items, but no actual advances have 


been made locally to disturb the market. 


It is anticipated that 


increases may reasonably be expected by early fall. 
Retail business has been somewhat sluggish in the past two 


weeks. 


The cool weather has retarded sales of seasonal goods. 


Reports from various merchants indicate that retail] hardware trade 
is running about 10 per cent below that of last year. 


AUTOMOBILE 
ports that have been made by local 
jobbers reveal the fact that business 
has been averaging about 10 per cent 
ahead of last year’s volume. Dealers 
are well taken care of on seasonal 
items, but are still ordering their fill-in 
requirements. 
being experienced in securing delivery 
on tires and tubes. Factories have 


been so rushed that much uncertainty | 
BASEBALL GOODS.—The season on 


exists regarding receipt of shipments 
by local jobbers. No further increase 
has been registered in tires or tubes. 
The demand is holding up well. 

We quote from Cincinnati jobbers’ 
stocks: 

Luggage Carriers.—$1 each; 9c. in 
lots of 24. 

Seat Covers.—Ford coupe, $4.50 a 
set: Ford sedan, $8; Chevrolet coupe, 
$5.90: coach, $9.90. 

Jacks.—Ajax, No. 9, $1.95 each, 95c. 
each in lots of 10; No. 10, 85c. each, 

in lots of 10: No. 50, $23 each, 
$2.70 in lots of 10; No. 60, $2.50 each, 
$2.25 in lots of 190. 

Aicohol.—4c. gal. in 50 gal. drums; 
charge of $6 for drum which money 
will be refunded unon return of the 
drum in good condition. 


TIRES.—30 x 3 Beaver fabric, $6.25; 
30 x 3% Beaver cord, $10; 30 x 3% 
Badger cord, $13; 30 x 3% Commercial 
cord, $15.50. 


ae 
) om 








TUBES.—30 x 3% standard grey 
tubes, $1.90. 
AXES.—Sales continue at a normal 





rate with shipment light due to mid- 
summer dullness. Some early fall 
orders are beginning to drift in from 


ACCESSORIES.—Ke- | —— 
_ retailers. 
have occurred in the rumor of price 
changes. 
little likelihood of new prices coming 
out in the immediate future. 


The most difficulty is | 


_be unprofitable. 
a fair amount of business. 





No further developments 


Quotations are firm with 


We quote from Cincinnati jobbers’ 
stocks: Dreadnaught single bit base 
weight handle axe, $19.65; Dread- 
naught single bit base weight un- 
handled axe, $14.85; double bit base 
weight handle axe, $24.75: double bit 
base weight unhandled axe, $20. 


baseball goods has not been as satis- 

factory as jobbers had anticipated. 

While sales attained a fair total, they 

were not as brisk as many wholesalers 

had expected. A few orders are still 
dribbling in, but they are comparative- 
ly unimportant. 

BOLTS AND NUTS.—tThe situation in 
this market is unfavorable to dealers. 
Many of them have considerable stocks 
and have been liquidating them as 

rapidly as possible. Sales have been 
made at prices which have proved to 

The trade is taking 

No change 

has been made in quotations. 

from Cincinnati jobbers’ 


We quote 





Se 


stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off: car- 
riage bolts, large, 50 off: small, 50 
and 10 off: stove bolts, 75 off: semi- 
finished nuts, ,*,-in. and smaller, 75 


off; larger sizes, 65 off. 
BUILDERS’ HARDWARE.—Sales are 
turning out to be considerably ahead 
of those during 1924. Jobbers have 
'already sold as much stock to date this 
































—Vacation Period Hampers Sales 


year as they did up to September of 
last year. They predict that this in- 
crease will be maintained throughout 
the remainder of the year. No word 
has been received locally concerning 
the proposed advance in the price of 
hinges, hasps and butts. 


We quote from Cincinnati jobbers’ 
Stocks: 

Hinges.—Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10, 10 and 5 off. 


Hasps.—Common hinges, 70 olf: 
sufety hasps, 3-in., 95c. single per 
doz.; 4%-in $1.25; 6-in., $1.75. 


_Butts.—Steel, dull brass and 
tique copper, case lots, 3% x or, 
20c. per pair net; 4 x 4, 28e. In less 
ggg case lots, 3% x 3%, 22c.; 4 x 4. 
30c, 
EAVES TROUGH AND CONDUC- 
TOR PIPE.—Building operations in 
Cincinnati territory have been going 
forward on a wide scale and have been 
responsible for good sales of eaves 
trough and conductor pipe. Orders re- 
ceived by jobbing houses are mostly 
small in size, but are fairly numerous. 
Prices are firm and unchanged. 

We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$5.50 per 100 ft.; 28-gage, 3-in. corru- 
ated conductor pipe, $5.75 per 100 
t.; 3-in. corrugated conductor el- 
bows, $2.16 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 

ELECTRIC FANS.—Concerted adver- 
tising effort on the part of Cincinnati 
electrical retailers as well as_ hot 
weather during June and a part of July 
have resulted in this year’s trade being 
better than at any time for several 
seasons. However, the cool spell that 
has lasted during the past two weeks 
has cut the demand down to a great 
extent and has enabled jobbers to ob- 
tain stock from manufacturers. Prices 
are very strong, but show no increase. 
Good fill-in orders are still expected in 
the next few weeks. 


aun- 
31, 


FILES.—Orders are coming in at a 
fair rate and small shipments are being 
made by local jobbers. Most retailers 
have adequate stocks to meet present 
requirements. Prices have undergone 
no revision, although rumors of an im- 
pending change are heard. 
We quote from Cincinnati jobbers’ 


stocks: Black diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 


GALVANIZED WARE.—Sales have 
been maintained at a normal level. The 
market is rather colorless at present. 
Retailers in most cases are stocked 
with sufficient merchandise to care for 
their trade throughout the midsummer 
period. Quotations are unchanged, but 
prospects point to an advance by early 
fall. 


We quote from Cincinnati jobbers’ 


stocks: 

Galvanized Pails.—10-qt., $2.25 per 
doz.; 12-qt., $2.45 per doz.; 14-qt., 
$2.75 per doz.; 16-qt., $3.35 per doz.: 
——- tubs, No. I, $6.40 per 
doz. 











August 13, 1925 HARDWARE AGE 71 








The %-inch Story 
In Brief 


B be garden hose user in buying hose should be 
influenced not only by the consideration of 
quality but also have in mind service to be obtained 


and economy possible of practice. 


The quality being the same increased service and 
actual economy are obtainable by buying %" hose. 
The %" size weighs considerably less than the %’ 
size, is therefore easier to handle and less liable to 
injury. It is proportionately stronger than %’. 


The hose manufacturer, standardizing on one 
size, 5%", is able to obtain maximum production. 
The jobber and retailer, stocking only %° hose, 
are saved the investment in carrying %° and %" 
hose in addition. Maximum production with 
minimum investment and minimum cost of 
manufacture with maximum sales are thus ob- 
tained, while the hose user is assured of maxi- 


mum economy. 





MECHANICAL RUBBER GOODS MERS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. ye 


Acme Rubber Mfg. Company The B. F. Goodrich Rubber Co. New York vom! > Packing Co. jf 











; Boston Woven Hose & Rubber Co. Goodyear Tire & Rubber Company Pioneer Rubber Mills 
# Cincinnati Rubber Mfg. Co. Hamilton Rubber Mfg. Co. Quaker City Rubber Company 
Combination Rubber Mfg. Co. Hewitt Rubber Company Thermoid Rubber Company 
Electric Hose & Rubber Co. Home Rubber Company United States Rubber Company 
Voorhees Rubber Mfg. Co. 


Empire Tire & Rubber Corp. Mercer Rubber Company 
Murray Rubber Company 
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(;LASS.—Retail sales are slow, but 
good business has materialized from 
the building activities around Cincin- 
nati. Several leading jobbers agree 
that their sales have been satisfactory 
in the past two weeks. Prices are un- 
changed. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 
three brackets, 89 per cent discount; 
double strength A, 88 per cent dis- 
count; double strength B, 89 per cent 
discount. 


HAMMERS AND HATCHETS. 





Small 


shipments are being made by jobbers. | 


Sales are rather slow at present, but 
prospects for a good business this fall 
are bright. Prices are steady with no 
changes anticipated. 


We quote from Cincinnati 
stocks: Hatchets, No. 2961, 
doz.: hammers, No. 8&1, $10.50 
Boy Scout, $11 doz. 


HAY FORKS.—Demand from _ the 
rural sections has been pronounced. 
Orders are still flowing in to local job- 
bers in considerable volume. Firmness 
is seen in present prices. 


jobbers’ 
$11.20 
doz.: 


We quote from Cincinnati jobbers’ 
stocks: 

Hay Forks.— Best grade, 6-ft., 
$13.50; second grade, 6-ft., $12.25 
doz. 





MOPS.—tThe volume of sales is normal | 


for this time of the year. 
are carrying fair stocks which are 
ample to fill their immediate needs. 
Quotations are steady. 


We quote from Cincinnati jobbers’ 
stocks: O’Cedar line with handles, 
No. 3, $14; No. 4, $10; No. 5, $10; 
No. 10, $14. 

om 
NAILS.—The local market is still in 
the same depressed condition. Jobbers 


are holding to the price of $2.95 on 


Retailers | 


common wire nails and it is expected | 
that the price will remain at this level | 


throughout the next few weeks. The 
retail trade is displaying little interest 
at present. 

We quote from Cincinnati jobbers’ 


stocks: Common wire nails, $2.95 
per keg; cement coated nails, $2.40 
per keg. 


OIL STOVES, OVENS AND WATER 
HEATERS.—Sales activities continue 
to be brisk. The volume of business 
booked by local jobbers is satisfactory. 
Retailers are ordering in fair quan- 
tities. Prices are the same. 





clare that their business ha 
a pleasing volume in the past few 
Excessive rains during July | 
interfered with local activities to some | 


weeks. 


HARDWARE AGE 
These are list prices. 


Oil Cook Stoves 


NESCO— 
om See O MP oc ccceiccweccs $9.50 
No. 212 2 burners ............ 17.35 
No 213 3 burners ............ 22.00 
No ies, eee 28.00 
No Sem © DOUOTM ...nccccccces oh be 
No. 1102 high shelf only ...... iv. 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only ...... 8.00 
No. 1105 high shelf only ...... W.7h 

Nesco dealer’s discount, 30 and 5h 

per cent. 

PERFECTION— 
BuO, Te BS BUPMOTM ...cccccccccue 17.50 
No. 73 3 burmers .............. yee 
No. 74 4 burners .............. 2R 50 
No. 75 & burners .............. 39.50 


_ Perfection dealer's discount, 30 and 
» per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PURITAN (Improved Model) 
Se et tlle $17.50 
UO. 4B SB WUPUCTM 2. cccccccccccs 22 
me. G6 © DUPUROTH .ncccccecccces 28.50 

Puritan discounts same as Perfec- 
tion. 
Ovens 

NESCO— 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.0 
No. 010 1 burner solid door..... 4.15 
No. 10 1 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 

Dealer's discount, 30 and 5 per 

cent. 

PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
REE 6.15 


Dealer’s discount, on 10 or more, 30 


and 5 per cent; less than 10, 30 per 
cent. 
PURITAN— 
No. 42G 2 burners glass door...$5.25 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent, 

Water Heaters 
ee ee . . $45.00 
Perfection No. 412 ..........+. 40.00 
Perfection No. 421 ....ccccccces 80.00 


Nesco discount, 30 and 5 per cent: 
Perfection discount, 30 and 5 per cent 
in lots of 10 or more; less than 10, 30 
per cent. 


Wicks, etc. 


Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 
Discounts same as on oil cook 
stoves, ovens and heaters. 
PAINT.—Several large jobbers 


Dealers’ discounts | 
are noted after each group. 


de- | 


s attained | 


| 


——— - 


esses 
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extent. Prices are fluctuating consider- 
ably. Linseed oil is now obtainable at 
$1.02, while turpentine is selling at 
99c. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
2.75 per gal; linseed oil, single 
barrels, $1.02 per gal.; turpentine in 
2-barrel lots, 99c. per gal.;: white 
and red lead in 500-lb. kegs, 15%c. 
per lb. less 10 per cent. 

SAWS.—Sales are maintaining a fair 
volume, but in most cases orders are 
confined principally to small lots for 
immediate delivery. No change is con- 
templated in prices. 

We quote from Cincinnati jobbers’ 
stocks: Disston D8 line, 20-in., 
$24.40; 22-in., 26.20; 26-in., $29.50; 
Atkins Junior echanic, 20-in., $19. 

ROPE.—Fairly good demand is re- 
ported by many jobbers. Retailers’ 
stocks are satisfactory and prices are 
firm. 

We quote from Cincinnati jobbers’ 


stocks: Best grade Manila _ rope, 
Ocean brand, 25%4c. per Ib.; Ply- 
mouth brand, 26%c. per Ib.; sisal 


rope, 15c. per Ib. 
ROOFING MATERIAL.—Increases on 
certain brands have been announced, 
but local jobbers have not made any 
advances to date. Orders for the fall 
season are beginning to come in at a 
fair rate. 
We quote from Cincinnati jobbers’ 


stocks: 
Roofing Paper.— Light standard, 
95e.; medium standard, $1.20; heavy 


standard, $1.45; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80; K red and green slate 
surface, $1.95. 

Roof Coating. — Coal tar, 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal.; coal tar, 
crude, in barrel lots, 25c. per gal.: 
in half barrel lots, 25c. per gal.; 
in half barrel lots, 28c. per gal. 

Roofing Cement.—lIn 1-lb. cans, 32 
to the case, 15c. per Ib. net; in 3-Ib. 
cans, 12 to the case, 13c.; in 5-lb. 
cans, 12 to the case, llic.; in 10-Ib. 
cans, 10c.; in 25-lb. cans, 9c. 


PRESERVING EQUIPMENT.—Job- 
bing houses are receiving fairly good 
orders for preserving equipment. Re- 
tailers have fair sized stocks already 
on hand. Prices are showing stability. 


We quote from Cincinnati jobbers’ 
prices: 

Bottle Capper. — Everedy = steel 
base padded, $10.80; wood base, $11; 


refined, 


steel base plain, $10. 

Strainer Set. — Everedy strainer 
stand, $4; strainer bag, filter 
bag, $4. 








Cost and Profit 


Selling Expense and Percentage of Profit. 


()* course, three elements enter into the determination of selling price: Cost of Merchandise, 


Necessarily the second of these, namely Selling Expense, could not possibly be covered in a 
paragraph or two such as these. Big books can b2 and have been written around the subject. But 


there is room here to point out something about the other two elements. 


And, too, many merchandisers, even in this day of better understanding of such things, seem 


never to get clearly fixed in their minds that Percentage of Profit must be reckoned on the Selling 
These two are far from being the same, as may be easily proved. 


Price, not the Buying Cost. 


If 


an article costs a dollar, and 10 per cent is added to the buying cost, it will sell for $1.10. But, if 10 per 
cent of the selling price is deducted from that selling price, the result is 99 cents. 
There are many reasons for using the percentage-on-the-selling-price basis of reckoning, among 


them being: Because profit comes as a reward for investment in selling expense just as much as in 
merchandise; because selling expense, mark-downs, discounts, allowances, taxes and commissions are 


always figured with relation to Selling, 


not Buying, Price; 


all business figures should be computed 


upon the same basis, and because sales figures are more easily available than buying figures. 
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VEC T O 


the new heat distributor 


VERYWHERE heating merchants are finding 
the new VECTO a profitable sales builder. 
These are the reasons: 











1 — ONE SINGLE CASTING—Never before has this been 
achieved in warm-air heaters! The casting has remarkable 
strength. It tightly seals the combustion chamber, allowing 
perfect air control. 


LUT-AWAY ‘IEW SEHOW ING, N 
TERNAL CONSTRUCTION OF THI 


2 — ARCHED CHANNEL DESIGN—Quickens circulation DEAL VECTO HEATER 


and warms more air more quickly. VECTO will warm ae 


4 


8,000 cubic feet of space! 


3— EASY REGULATION—A turn of the heat control lever 


gives the desired degree of warmth. 


4 — LOCK-’-SAFE FIRE DOOR—Prevents dirt from escap- 
ing; insures safety. You can’t kill the VECTO fire. 


5 — VITREOUS ENAMELED JACKET—Polished like fine 


china; cannot scratch. 


YOUR PROFIT 


$33,090 


on eachVECTO sold 


You buy at $66 and bill the owner $99 
plus freight. No installation. This means 
merchandise profit—dquick turnover. 
Put a sample on your floor. VECTO will 
almost sell itself! 


AMERICAN RADIATOR COMPANY 


Dept. V-13, 1807 Elmwood Ave., Buffalo, N.Y. Sales Offices in all principal cities 
IDEAL BOILERS AND AMERICAN RADIATORS FOR EVERY HEATING NEED 






























































74 HARDWARE AGE 








Seasonal Lines Moving in 






(Boston office of HARDWARE AGE) 

OQ material change transpired in the New England hardware 
situation the past week. August being the peak month in 
vacations there is a natural let-down in the local wholesale 
market from the activity of the closing part of July. In a retail 
way, however, business is holding up remarkably well, although 
here and there one finds quiet spots. These quiet spots usually 
are found in cities or the largest of towns and are by no means 
universal in their particular localities. Firms catering to the out- 
of-town trade and a majority of the country hardware houses ap- 
parently are doing sufficiently well to make up for the deficiency 
elsewhere. In addition, those retail firms located at seashore points, 
depending largely on summer trade, are quite busy, and as a class 
are paying their bills more promptly than others. 

One of the most discussed topics of conversation in hardware 
circles is the recent advance in telephone rates. It is felt an ad- 
ditional burden will be placed on the average retail hardware dealer, 
which will be hard to bear, particularly by those dealers who de- 
pend to a considerable extent on the telephone to solicit business. 
It is commonly felt the advanced telephone rates is but another of 
the many things that have developed since the war days to make it 
more difficult to make a dollar. The cost of doing business, it is 
said, has steadily increased since the war, while it should decline. 
Any reduction in federal taxes, therefore, will be most welcomed. 
It will offset the steady rise in city and town taxes. 

BASEBALL GOODS.—tThere has been | 
some belated buying of baseball goods | BREAD MAKERS.—A spattering of 


by the retail trade of late, but it has | orders for delivery later in the year 
been of small volume, and indications are noted in the market for bread 












































































, are 1925 will be one of the poorest bakers. Jobbers are of the opinion 
years ever experienced by the hard- | that retail stocks are light. 
ware jobbers in this line of merchan- We quote from Boston jobbers’ 
‘= stocks: 
dise. Bread Makers.—Landers, Frary & 
We quote from Boston jobbers’ Clark line, No. 2, $30 per doz. list; 
stocks: No. 4, $36: No. 8, $48; No. 44, $33. 
Fielders’ Gloves.—No. 501, $4.50 per Discount 25 and 10 “4 ager" 
doz. net; No. 507C, $8.40; No. 509, Part for No. S 
$10.75; No. 511, $16; ‘No. 514, $18; No. Pail Dah cedue ete 35 $1. 65 $2.25 
~t $22; other styles priced up to ee .60 .65 
$5 PS, che sce ewee bes Te 40 1.00 
Basehere? Mitts.—No. 569, $10 per BO” ae 40 0) .60 
doz. net; No. 574R, $18; No. 578T, DE i0«6e0eees .40 50 .60 
$24; No. 577, $28; No, 588, $54; No. DE cvsseuveeuge 40 00 75 
o92, $72. : Prices are for each list. Discount 
Baseman Mitts.—No. 603, $16 per 25 per cent. 
doz. net; No. 608, $27; No. 625W, $40. , 
Masks.—Boys’ No. 25M, $4.50 per BROOMS.—House brooms are in de- 
+ , _ ’ " Q- ° ° ° 
gg can one No. 31M, $19; mand, and retail interest in stable 
Bats.—Crack-A-Jack, $2 per doz., kinds is on the mend, according to 
net. Junior League, $3.60; King of jobbers. 


Field, $7.20; burnt oil finish, $10.80; 
Bing-Go, $12; Youth’s assorted slug- 


We quote from Boston jobbers’ 


gers, $7.2 20; Louisville Slugger, Jr., stocks: 
$5. ft Louisville Sluggers (regular), Stable Brooms.—Mixed, No. 8, $9.38 
$16.2 per doz. net. 


Satie: —Per dozen net, Dandy 


7oc.; Boys’ Favorite, $4. 50: Young CARTS AND WAGONS.—Things con- 





i. rica, $2; oo, Le age ——, tinue quite satisfactory in carts and 
League, $4; Dollar Lively, $6; Pro- || Wagons, say wholesale firms. There is 
Hoague 1238" Natitnal! iweue, | @ Small yet steady current demand, as 
$14.50. ' | well as favorable bookings for delivery 


BOTTLES.—Manufacturers of vacuum | about the time summer homes will be 


bottles are out with new prices which | closed and people return to the cities. 
show a slight decline. Jobbers have We quote from Boston jobbers’ 
adjusted their prices accordingly. oe: 
. Kiddie Kars.—Special, two in car- 
We quote from Boston jobbers’ ton, No. 101, $2.25 each list: No. 102, 
stocks: ; ; $3; No. 1038, $3.75; No. 104, $4.50: No. 
Botties.—Vacuum, brown, pints, 105, $5. 
$1.50 each list. Black, pints, $1.50. Kiddie Koasters.—One to carton, 
Green, half-pints, $1.50; pints, $1.75; No. 605, $10.50 each list; No. 606 
quarts, $2.75. Nickel plated, plain, $11.75. 
pints, $2.75: quarts, $4. Corrugated, Kiddie Karts.—Special, No. 201, $3 
nickel plated, pints, $2.25; quarts, each list; No. 202, $4; No. 203, $5; 
.25. ai No. 204, $6: No. 205, $7. 
Discount.—25 and 10 per cent. Pedal Kars.—Two in carton, No. 





Reading matter continued on page 
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New England—Retail Sales Active 


124, $4.25 each list; No. 125, $5.25 
No. 154, $5.75; No. 155, $6.75. 

Kiddie Skooters.—Two in carton 
No. 801, $4 each; No. 802, $5; No. 
SO0O2B, $6. 

Discount 33! per cent. 
COOKERS.—Landers, Frary & Clark 
are out with a new price on their No. 
E900 electric cookers, which will hold 
only for a short time. This cooker, 
which jobbed out at $23.25 heretofore 
and retailed at $35, is now $18 and re- 
tails at $25. Indications are there will 
be a good market for pressure cookers 
this fall. 

We quote from Boston jobbers’ 

stocks: 

Cookers.—lI’ressure, solid cast alu- 


minum, No. 1, $24.75 each net: No. 2, 
$27.75; No. 3, $31.13; No. 4, $36.38. 


DRAIN PIPE CLEANERS.—Now is 
the time for the retail dealer, particu- 
larly those serving the so-called coun- 
try trade, to begin to push drain pipe 
cleaners. All drains should be put in 
apple pie order before cold weather 


sets in to overcome any inconveniences 
that might arise from freezing and 


“Lacking up.” 

We quote from Boston jobbers’ 
stocks: 

Drain Pipe Cleaner. — Economy 
Plumber cleaner, in 1 Ib. net cans, 
in lots of 3 doz., $2.75 per doz.: in 
lots of 6 doz., $2.70 per doz.; and in 
12 doz. lots, $2.60 per doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.: in lots 
of 6 doz., $4.85 per doz.; and in lots 
of 12 doz., $4.75 per doz. 

Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hiercules boiler liquid, in 1 qt. can, 
$3 each: in 1% doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 

Same, in 1% gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. cans, 
$9 each. 


FISHING TACKLE.—Retail dealers 
should also look to their supplies of 
fishing tackle. It will be only a com- 
paratively short time before public 
buying will start with a vim. 


FURNACES.—Certain retail dealers 
continue to have marked success in 
selling furnaces. Turnover this year 
will be as large if not larger than in 
1924. There are, however, many retail 
dealers who do not go in for this class 
of merchandise. 


We quote from’ Boston jobbers’ 
stocks: 

Furnaces.—One pipe, register 30 
x 30-in., $122 per furnace net; 36 
x 36-in., $137.50; 40 x 40-in., $1.65. 
with pipe and casing, 22 x 42-in., 
$100; 26 x 46 in., $110; 30 x 50-in., 
$130. 


FURNACE CEMENT.—Time is at 
hand when retail hardware dealers 


should map out their campaign for 


furnace cement sales this fall. Each 
year there is a large consumption of 
this material, and the outlook for Sep- 
tember, October and November is en- 
couraging. 


We quote from Boston jobbers’ 
stocks: 

Furnace Cement.—iIn 1-lb. cans, 
om per lb. net; in 5-lb. cans, 7c. per 
Do 
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“AN INCENTIVE TO TRADE— 
‘NEW HAVEN’ DISPLAYED” 


Tip-Top Octagon’ - FEW “NEW HAVEN” Watches grouped with the attrac- 
Watch tive colored Display Card, as shown above, will help in- 
crease your watch sales considerably, especially at this time. as 


The new octagon-shaped watch, . : " . = 
: ; the New Haven Advertisements in THE SATURDAY EVEN- 


14 size, thin model, neat and 


compact, Streamline design, ING POST are read twice each month by millions of people. 
nickel polished, semi-octagon 

bow, substantial antique pen- 

Seech dieiiaalh amination oi This is just one of the many attractive colored Display Cards 
wind, pull-out set. Cubist nu- offered you. Send for them at once, using the coupon below. 


merals and skeleton hands. 
A number of effective window displays can be arranged by 
using the attractive colored boxes, each one of which carries the 


— price to the customer. 


SN acs baat milan end $1.75 
Radium Dial ........... $2.75 Electros furnished upon request 


Ask to see the other Octagon 


meen of the True Time YOUR JOBBER CAN SUPPLY YOU 


Tellers Family. 








t 
© Tue New Haven Crock Co. 
5 ' . 
—_ i New Haven, Conn. 
TE oe AVEN LOCK CO. : Please send me at once a set of Colored Window Display 
a VEN ONN. 1817 ~ Cards featuring True Time Tellers and also reprints of Saturday 
s Evening Post Advertisements. 
4 
t toi th pbbeGh eee cchendeemehnd atin tees eedpackecbeaveeen 
BRANCHES ‘ 
: i ot ccbiina chs Aaeddehadwhe pen stndesewadeenksonen 
NEW YORK CHICAGO ’ 
3g ee eeer eee eee eeeseeeeeeeeeeeseeeeeseeveeeeeeeeeeeseeeeneseeeeenenee 
SAN FRANCISCO TORONTO s —E 
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GUNS AND AMMUNITION.—In view | 


of the advance in prices for other lead 


products, it might be well to anticipate 


drop shot requirements, according to | 


jobbers. Loaded shells and guns are 
rather inactive at the moment. 
We quote from Boston jobbers’ 
stocks: 
Drop Shot.—Smaller than B, $2.75 


per bag; Bb and larger, $3.05 per bag. 


Air Rifle, Boy Scout, shot, $4.65 per 
case; Bullseye, $3.50 a case. 
Guns.—Stevens air rifles, No. 12%, 
$4.05 each net; No. 26, $4.95; No. 12, 
$6.12; No. 17, $7.50; No. 27, $8: No. 
70, $12.45. Shot guns, No. 107, $8.85 
No, 115, $10.50; No. 215, $18; No. 235 
$20.75; No. 315, $21; No. 330, $21.85 
No. 353, $24.30. Savage, bolt-action, 
Single shot, No. 04, $6; repeating 
shot gun, No. 21A, $41.75. Baker 
fatavia leader, double barrel, $32; 
Black Beauty, double barrel, $50. 
Page & Lewis, 22 action, model D, 
$3.75. 

KEGS.—Good sales of cider kegs are 

still reported by the jobbing trade. | 


Practically all of the current bookings 
are for delivery a little later in the 
season. 

We 


stocks: 
5-gal 


quote from Boston jobbers’ 


Cider Kegs.—Oak red, 
each net; l0-gal., $1.85 
$2.10; 20-gal., $2.50; 25-gal., 
50-gal., $3; 50-gal., White, 5 
$1.60; 10-gal., $2; 15-gal., $2.30; 
gal., $2.60; 25-gal., $2.90; 
$3.20; 50-gal., $4.25. 

KNIFE SHARPENERS.—Small yet 
steady buying of knife sharpeners 
serves to keep interest alive. Some 
jobbers claim they have sold more 
sharpeners this year than in any pre- 
vious 365 days. 

We 
stocks: 

Knife Sharpeners.—$12 per doz. net. 

MOPS.—Now is the time to check up 
on mop supplies. Returning people 
from the country and seashore will 


quote from Boston jobbers’ 


want to slick up the house or apart- | 


ment, and mops will be in demand. 


We Boston jobbers’ 
stocks: 

Mops.—O-Cedar line, without han- 
dles, No. 4, $12 per doz. list; No. 10, 
$18; No. 11, $18; dry duster, No. 9, 
$12; handles, $3 per doz. extra. 
terchangeable, No. 1, a 
list; No. 2, $21; No. . 
$21. Floor, No. 22, Hand, 
No. 44, $6 per doz. Clothes No. 51, 
$4.20 doz. Discount, 33% per cent. 

Cotton Mops.—Eureka line, 9-lb. 
te $4.15 per doz.; 12-lb. twine, 
5.50. 


PAINTS AND SUPPLIES.—August 
to date has been a rather moist month 
and there has been a falling off in re- 
tail sales of mixed paints, and paint 
supplies in general. 


quote from 


No. 6, 
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condition of business is better than 
might be expected under the circum- 
stances. 

We 
stocks: 

Shellac.—VPure, 
cans, $3 a _ gal.; 
$2.88; in 5-gal. cans, 2.75 gal.; 
White, %-gal. cans, $3.58 a gal.; in 
se cans, $3.25; in 5-gal. cans, $3.12 
a gai. 

Savogran.—lIn 5-lb. boxes, 12c. per 
Ib. net; in 28-lb. boxes, $11.80 per 
cwt.; in half Keg, 60 Ib., $11.60; in 
half barrels, 160 lb., $10; in kegs, 
110 Ib., $11.20. 

Dry Paste.—In 1-lb. bags, $14 per 
cwt. net; in 2-lb. bags, $13; in 5-lb. 
bags, $12.20; in 95-lb. kegs, $11; in 
190-Ilb. barrels, $10.35. 

Whiting.—Bolted, in 
$1.75 per cwt. net. 

Wall Sizing.—In 1-lb. tubes, 18%c. 


quote from Boston jobbers’ 


orange, in %W%-gal. 
in l-gal. cans, 


barrel lots, 


per Ib. net; in 25-lb. drums, 17'%c.; 
in 15-lb. drums, 16%c. 
Putty.—Commercial white, in 130- 


lb. drums, $3.25 per cwt. net; in lots 
of 500 Ib. or more, $3; in 25-lb. tin 
pails, less than 100 Ib., $4.50 per cwt.; 
in lots of 100 to 500 Ib., $4.25; in lots 
of 500 lb. or more, 4c.; in 5 Ib. tins, 
less than 100 Ib., $5.25 per cwt.; in 
lots of 100 to 500 Ib., $5; in lots of 500 
Ib. or more, $4.75. Black putty costs 
2Zoc. per cwt. more than the afore- 
going prices. 

Sponges.—Nassau grass, 10 to 12 
to the pound, 1l5c. each net; Florida 
yellow, cut, 8 to 10 to the pound, 30c. 
each; Cuba sheep wool, cut, 8 to 10 
to the pound, 55c. each; Rock Island, 
6 to 8 to the pound, $1 each. 

Chamois.—Black, best grade, 12 x 


16-in., $4.75 a doz. net; 16 x 21-in., 
$10.50; 19 x 25-in., $15; 23 x 26-in., 
$18.50. Brute, not shaped, 31 x 21- 


“in., $21.50 per doz. net. 

Steel Wool.—1 lb. spools, No. 00, 
66c. each net; No. 0, 41¢c.; No. 1, 35c.; 
No. 2, 3lc.; No. 3, 27c. In 25c. pack- 
ages, Nos. 0, 1, 2 and 3, $1.80 a doz. 
net. In 1l0c. packages, Nos. 00, 0, 1, 

2 and 3, $7 per gross. 
POCKET KNIVES.—The pocket knife 
situation is spotty. Some retail deal- 
ers report demand as _ satisfactory, 
while others say there is little call for 
such cutlery. Those dealers making 
sales, however, outnumber those who 


| are not. 
We quote from Boston jobbers’ 
stocks: 
Pocket Knives. — Universal line, 





Yet the general | 


jack, $4 to $16 per doz. net; pen, $10 
to $30 per doz. net. 


RADIO.—Sales of radio sets and parts, 
as well as accessories have been ex- 
ceptionally large for summer. Certain 
retail dealers feel that public interest 
will taper off toward the last of this 
year. Those stores that have made 
the biggest success in radio merchan- 
dising, however, are preparing and 
mapping out plans for the biggest fall 
and winter season on record. 








| 
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ROPE.—Contrary to the expectations 
of some of the jobbing houses here, 
manufacturers of rope did not change 
prices the first of August. Business 
in the rope and twine market is satis- 
factory, all things considered. 
We 
stocks: 
Rope.—Manila, 26c. per Ib., base; 
sisal rope, 20%c.; hay rope, 2l1c.; cot- 
ton rope, 46c. , 
Lathe Yarn.—Sisal, C130, 20c.; D200 
2le. per Ib. 


quote from Boston jobbers’ 


Twine.—Hemp in \-lb. balls, No. 
12, 40c. a Ib.; No. , o0t.; No. 34, 
33c.; No. 36, 32c.; No. 48, 3le. In 


%4-lb. balls No. 18, 37c. a lb.; No. 24, 
36c. On reels, No. 18, 36c. a lb. Cot- 
ton marsac, three-ply, in 5-lb. sacks, 
No. 1, 62c. a Ib.;. masma, No. 2, 59c.; 


jute, in %-lb. balls, 27c. cable laid, 
No. 36, 75c.; Wood twine, four-ply, in 
1-lb. balls, 17c. a Ib.; marlin, two- 


ply, in 1-lb. lots, 24c. a Ilb.; in 50-lb. 
rolls, 27c.; three-ply, in 1-Ilb. balls, 
23c. a Ib.; in 2-lb. balls, 20c. 


RUBBISH BURNERS.—Rubbish burn- 
ers are as necessary in some commu- 
nities as telephones and automobiles, 
consequently there is a steady move- 
ment of stock out of jobbing and retail 
stores. 
We 
stocks: 
Rubbish Burners.—Cyclone, No. 2, 
$2 each net. 
SHEET LEAD.—Jobbers have _ ad- 
vanced sheet lead Mc. a lb., to comply 
with new lists issued by manufacturers. 
oe 
Sheet Lead—16%c. per Ib. base list. 
Discount 20 per cent. 
STOVE LINING.—In anticipation of 
requirements later in the year, quite a 
few retail dealers are placing stove 
lining business with jobbers. There is 
no pep to the buying as yet, however. 


quote from Boston jobbers’ 


quote from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Stove Linings.—Two doz. to the 
case, No. 3, $2.16 per doz. net; one 


doz. to case, No. 6, $3.60; one doz. to 
case, No. 10, $5.04. 


WAXES.—Waxes should sell well be- 
fore the end of another month, and 
should be a factor in retail sales 
throughout the winter. Some of the 
retail firms are anticipating require- 
ments, but not until the vacation sea- 
son is over in hardware circles is much 
activity anticipated. 


We quote 
stocks: 





Boston jobbers 

Waxes.—Butchers, 1-lb. contain- 
ers, 50c. and 5lc.; 2-lb., $1.02; 4-Ib., 
$1.92; 8-lb., $3.84. Staples.—In_ 1-lb. 
containers, 43c.; Old English, in 1-lb. 
containers, 57c. 


from 








“A nd—Then—What?”’ 


A CLEVER magazine short-story writer recently constructed a tale which was written around a hero 
[\ for whom he could offer no more appropriate appellation than that of “Old And-Then-What?” 
The latter was described as being a hard-headed business man who had once just skirted the brink of 
bankruptcy and wko had determined that the part of wisdom to insure success in business is to do 


one’s thinking in advance, rather than afterward, summing up all the might-have-beens. 


And so 


he made a practice, whenever any new business plan was put up to him to decide, of ‘‘and-then-what- 


ting?” at least three times. 


ter-move, at least three steps in advance. 
There is a big nugget of business wisdom here which the average story person is usually far from 


appreciating. This man was really the apotheosis of the theory: “Look before you leap,” 
There are far fewer “And-Then-Whatters?” in these 


looked three times. 


He is worthy of emulation. 


He insisted upon every contingency being sewed up tightly, with its coun- 


only he 


days of strenuosity and pep than there are of spectacular “Let’s-Goers,” but the former carry off a 
far higher percentage of the palms of victory and success. . 
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Selling Suggestions 


HARDWARE SERIES————— SUGGESTION No. 1 


A Durable 























Selling the idea of a swing means a customer fer a length of 34” 
Manila Rope. Show him the illustration of a rigid and safe type of swing. 
Explain the drawing of a cross section of the top beam, which supports the 
swing proper. A large screw-eye is inserted through this beam and securely 
fastened at the top by a lock nut. The Rope is then spliced around a thimble, 
which is placed through the loop of the screw-eye, to minimize the wear on the 
rope. 


One swing like this will lead to a dozen more, as parents appreciate 
the amusement and the wholesome exercise which children derive from a con- 
trivance of this sort. 


To remove all doubt about the safety of the swing, be sure to sell your 
customers Columbian Tape-Marked Pure Manila Rope and show them the red, 
white and blue Tape-Marker. 





Columbian Rope Company 


392-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 


Branches: New York Chicago Boston New Orleans 











Srey, 
4 GUARANTEED ROPE _ 5 be | zt. A oss 
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Business Continues Active in Chicago 
Market—Prices Firm on Most Lines 


(Chicago office of HARDWARE AGE) 


ARDWARE jobbers continue to report “satisfactory volume 
of business” which is fairly well distributed among the va- 


rious lines of merchandise. 


Some future business is being 


booked for fall goods, although the big share of the sales is on 


seasonable items for immediate shipment. 


On some of the early 


summer lines the selling season is practically over and consequently 


sales have dropped off. 


With harvest progressing nicely and fairly favorable prices on 
farm products being maintained, there is a marked tendency on the 
part of the retailers in the agricultural districts to buy more freely 


and they are reporting a steadily increasing volume of sales. 


City 


retail business, on the other hand, is only fair, although the pro- 
longed building activity is doing much in the way of stimulating 


it. 


Prices, for the most part, are decidedly firm. 


Buying of steel in the Chicago district is showing a slight but 
steady increase and large buyers are beginning to show a renewed 


interest. 


The money market is steady and the report of the Federal Reserve 
Bank in this district states that both bank loans and deposits are 


increasing. Collections are good. 


AUTOMOBILE ACCESSORIES.— 
Touring and camping supplies are mov- 
ing freely and tin sales are good at the 
recently advanced prices, and some 
shortage is developing in the more pop- 
ular selling sizes. 
We quote 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, 5c. each: 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 5S8c. each; lots of 
100, 56e. A. ’.. Special Ford, 44c. 
each. 
Spot Lights.—Anderson, No. 3280, 
6.50. 
$4 


zi, 


from jobbers’ stocks, 


$ 

Horns.—E. A. Electric (Ford), 
each. 

Jacks.—Natifonal 
$1.20 each. 

Pumps.—ltose, 
$1.55. 

Chains.—Non-skid, dozen pair lots, 
$54. per cent discount; 50 pair lots, 
4) per cent discount. 

Tires and Tubes.—30 x 3% oversize 
eord tires, $12.55 each; regular cord, 
$5.60 each; gray inner tubes, 30 x 3, 
$1.80 each; red inner tubes, 30 x 3%, 
$2.25 each. 


Standard, No. 


14 -in. cylinder, 


AXES.—The demand is somewhat 
quiet. Frices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality § single 


bitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz., base. 


BOLTS AND NUTS.—The demand 
active and prices are unchanged. 


We from jobbers’ stocks, 
f.o.b. Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread. 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts, rolled thread. 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


quote 
Chicago: 














| 
| 
| 
| 
| 
| 


| 
| 

















BUILDERS’ HARDWARE.—Sales are 
holding up exceedingly well. Prices 
hold firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 2% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.76 per aoz. pair; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, $3.84 per doz. pair; heavy steel! 
bevel inside sets, case lots, $6.75 per 
doz.; steel bit-keyed front door sets, 
$1.75 per set; wrought brass _ bit- 
keyed front door sets, $3.25 per set; 
eylinder front door sets, $7.50 per set. 


CHAIN.—There is a _ fair demand. 
| Prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 Ib.; Tenso, Bull Dog 


and Brown coil chains, 50-10 per cent 
discount: No. 00-4% electric welded 
cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
There is a good steady demand and 
prices are unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: Conner rivets 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Prices are unchanged. There is 
only a fair demand at this time. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; corru- 
gated conductor pipe, 3-in., $4.75 per 
100 ft.; plain ridge roll, 1%-in., $4 
per 100 ft.; corrugated conductor el- 
bows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Sales are steadily in- 
creasing. There has been a sharp drop 
in prices on two-way plugs. 


We quote from jobbers’ 
f.o.b. Chicago: 
Electrical 
rubber-covered wire, 
ft.;: in 1000-ft. lots, 
lamp cord, $13.64 per 
1000-ft. lots, $13: %-in. brush brass 
key sockets, 18c. each; two-way 
plugs, 45c. each; in lots of 10, 40c. 
each; one-piece attachment plugs, 


stocks, 
and 


stocks, 


14 
1000 


Merchandise.—No. 
$7.20 per 
$6.95: No. 18 

1000 ft.; in 





esters 














attachment 
boxes of 
lots, 


two-piece 
each; dry cells, 
each; less than case 


13ce. each; 
plugs, 12c. 
50, 30 \y C. 
34c. each. 

Radio Supplies.—Radio B batteries, 


No. 766, $1.40 each; No. 767, $2.62 
each. 

Battery Chargers.—aApco line, in 
lots of less than 10, $13.50 each, net. 


Tubes.—Cunningham and R. C. A., 
$3 list. Discount 25 per cent. 
Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount 30 
per cent. 
FIELD FENCE.—The demand at pres- 
ent is seasonably poor, but it is ex- 
pected that some activity will develop 
by the latter part of this month. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
100 rods; 1848-6-14%, $44.08 per 100 
rods. 


FISHING TACKLE—All 
tackle is in heavy demand. 
FILES.—Sales are running in a good 
steady volume. 

We quote 


kinds of 


from jobbers’ stocks, 
f.o.b. Chicago: America files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 


40-10-5 per cent off list. 
FRUIT PRESSES AND CIDER MILLS. 
—The sale of fruit presses is very 
good, but cider mills are rather quiet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.60 each; 6-qt., $4.40 each; 


12-qt., $6.25 each. Enterprise, Junior, 
$10 each; Medium, $13 each: Senior, 
$17.40 each: Extra Large $28 each. 

Cider Mills.—Junior, $21.75 each; 
Medium, 25.50 each; Senior, $38 
each; Self Feed, $16 each. 


GALVANIZED WARE.—One leading 
jobber has advanced prices on pails 
and tubs, slightly indicating liquidation 
of surpluses. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $5.85; No. 2, 
$6.60; No. 3, $7.75; 10-qt. galvanized 
after made pails, $2; 12-qt., $2.20: 
l4-qt., $2.50: 5-gal. galvanized oil 
cans, ga.vanized breasts, $7.50 doz.; 
%-bu. galvanized after made _ bas- 
kets, $4.75; 1-bu. galvanized baskets, 
$6.75 doz.; l'%-bu. galvanized bas- 


kets, $8.75 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS. — Manufacturers have ad- 
vanced on hose, but jobbers have not 
announced new prices as yet. 


We quote from _ jobbers’ 
f.o.b. Chicago: Garden hose, 
quality, molded hose, %-in., 
per ft.; %-in., 13c. 
good quality wrapped, 


stocks, 

good 
10%4¢c. 
.; 3-ply, 
%-in. . 


per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, %-in., 12c. 
per ft.; %-in., 14c. per ft.; 5-ply, 
good quality, wrapped, ‘%-in., 9c. 
per ft.; %-in., lle. per ft. Lawn 
sprinklers, Rain King. $28 doz.; orig- 
inal fountain sprinkler, $8 doz.; 


Rainbow, 38-in. high, $24 doz. 
GLASS AND PUTTY.—The demand is 


very good. Market firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 


25-in. bracket, 88 per cent discount: 
single strength, <A, 34 to  46-in. 
bracket, 86 per cent discount; single 
strength A, all other brackets, 85 
per cent discount; double strength 


Reading matter continued on page 80 
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De Laval Leadership is 
based on: 


Ba 
. Every ‘eee improvemerit originated by De 


Laval. 3 ; 
. _ 48,7 
‘ - ° ® 4 ves . eye os Pe ee x 
. 47 years of service—4 tnillion sales. Ea ie See ie hare : 


. Approximately ‘as ‘many machines in use as all 


. More than 1100 prizes and awards. 
. The world’s largest and best equipped factories. 
. Most skilled organization and best centrifugal 


=~ ‘- ot = 
— 


CaS 


: re ak 
er - ~ 
Seen a? Pe 
es hag AE, + 
= 


- - > A? s 
BT Ee ee meaees! ie 
SOE SEATS ARE SE Ge am Re) eal a 
aS & ey baat cue | 


ae 
: = 
ero eT, ae wubotnecen oe” t 





A Message to the Dealer 


Wants to Make It a Success 


ATURALLY one of the first things you did in starting your business 

was to pick the leader in each line of merchandise, knowing that a 
team of “All Stars” will attract more customers than any other team, no 

matter under what name they may go. | 


No Question About De Laval Leadership , 


In some lines it is readily conceivable that an honest difference of opinion may exist 
as to which is the leader. But in cream separators De Laval leadership is so outstanding 
there can be no question. 

If you are not handling De Lavals, and you are the kind of dealer this message is 
addressed to, it must be you are handling no separator at all. If so, frankly, we think 
you are making a mistake. A cream separator brings every merchant who deals with 
farmers a direct profit in its sale and an indirect profit in promoting dairying, which is 
the greatest producer of a steady cash income the farmer can have. The cream separator 
provides the money for buying other things, and if you sell him a De Laval you will have 
made a friend and a customer for life. 


ae 
a 


Two Million Separators Will Be Replaced in Five Years 


During the next five years more than two million cream separators will be replaced— 
more than half of them by De Lavals. The present De Laval is the best machine ever 
built. It has the wonderful “Floating Bowl,” the greatest separator improvement in 
25 years (comparative tests welcomed), and offers a greater sales opportunity. 


The De Laval Milker is also meeting with remarkable success and offers wonderful sales 
possibilities. 

We are looking for aggressive, live-wire agents. If you are such, get in touch with us, 
whether or not you are handling cream separators at present. 


THE DE LAVAL SEPARATOR COMPANY 


New York Chicago San Francisco 
165 Broadway 600 Jackson Bivd. 61 Beale St. 


The De Laval Separator Co. 












New York Chicago 
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other makes combined. 






[-] De Laval Milker 
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165 Broadway 600 Jackson Blvd. 


Gentlemen: I am interested in securing 
the agency for the sale of (check which): 


[] De Laval Cream Separator 
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A, all sizes, 86 per cent discount: 
double strength B, 87 per cent dis- 
count. Putty, pure grades, $3.75 per 
100 lb.; commercial, $3.40 per 100 Ib. 


HATCHETS.—tThere is a good steady 
demand and prices still without change. 


We 
f.o.b 
ets, 


quote from jobbers’ stocks, 
Chicago: First quality hatch- 
No. 2 shingling, $11.20 doz.: first 
quality hatchet, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—Prices are 
firm and the sales volume quite actve. 


from jobber’s’ stocks, 
Vaughn-Bushnell, 16- 
oz. nail hammers, $10.50 doz.; Stan- 
ley, $10.50 per doz.; Maydole, $12.60 
per doz.; other makes, 16-0z. machin- 
ist hammers, $7.85 doz., and 16-oz. 
nail hammers, $6 doz. 


We quote 
f.o.b. Chicago: 


HANDLES, AGRICULTURAL.—Sales 
are seasonably good and prices un- 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.: XX, 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; X, 
4%-ft., $2.40 doz.; 5-ct., $2.80 doz. 


Hay Fork Handiles.—Bent, chucked 


and bored, best grade with strap, 
ferrule and cap, 416-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 
doz.; 4%-ft., $5.75 doz.; XX bent, 
4%-ft., $4.50 doz.; 5-ft.. $5.50 doz.; 
X bent, 4%-ft., $3 doz.; 5-ft., $3.40 
doz 


Manure Fork Handies.—Bent, best 


grade, 4-ft., $4.75 doz.;: 4%-ft., $5.10 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; X bent, 4-ft., $2.6 
doz.; 4%-ft., $2.95 doz. 
Garden Hoe Handles.—XxX, 4%-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 
Garden Rake Wandies.—XX, 5'- 


ft., $5.25 doz.; X, 5-ft., 


Shovel Handles.—Regular pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D handle, best grade, 


$7.95 doz.; X grade, $6 doz. 
Spade WHandies.—D handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Prices show 
change. 
tory. 


We quote 
f.o.b. Chicago: 

Axe Handles.—No.. 1 
doz.: No. 2, $3 doz.; second 
hickory, $5 doz.; finest selected 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


from jobbers’ stocks, 
Hickory, $4 
growth 
Sec- 


HINGES.—The demand is good and 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42: 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 


per doz. pair; extra heavy T hinges, 


in bundles, 4-in., $1.56; 5-in., $1.66: 
6-in., $2.08; S8-in., $3.56; 10-in., $5.10 
per doz. pair. 


ICE CREAM FREEZERS.—Sales con- 
No 


tinue to show a splendid volume. 
prices changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1- 
qt., $4.85 list; 2-qt., $5.65 list; 3-at., 
$6.75 list; 4-qt., $8.25 list; 6-qt., $10.45 
list; 8-qt., $13.50 list; 10-qt., $18 list; 


12-qt., $21.55 list; 15-qt., $25.60 list: 
20-qt.. $33.20 list: 25-qt., $42.60 list; 


Arctic, 1-qt., $4 list; 2-qt., $4.60 list: 
3-qt., $5.55 list; 4-qt., $6.80 list: 6-qt., 
$8.60 list; 8-qt., $11.10 list. All the 
above less 50 per cent discount. 


LAWN MOWERS.—Sales are steadily 
dropping off, with only a small scat- 


tering demand. 


We quote from 
f.o.b. Chicago: 

Lawn Mowers.—16-in. 
5-knife, 11l-in. wheels, $12.35 each: 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each: 16-in. ball bearings, 4-knife. 
9-in. wheels, $7.85 each; 16-in., plain 


jobbers’ stocks, 


ball bearing, 


$3.25 doz. 


11U 
The sales volume is satisfac- 


HARDWARE AGE 


bearing, 4-knife, 9-in. wheels, $7.35 
each; I16-in. ball bearing, 4-knife, 
S-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 
| NAILS.—The demand is fair. 
|coated nails are quoted at 
lower prices. 


We 
f.o.b. 


Cement 
slightly 


from jobbers’ stocks, 

Common wire nails, 

base; cement coated, 

$2.20 per keg base. The extra for 

galvanized nails is now $2 for l1-in. 
_— longer, $2.25 for shorter than 
-in. 


|OIL STOVES.—The sales are very 
_good. Prices unchanged. | 


| These are list prices. Dealers’ discounts 
ire noted after each group. 


quote 
Chicago: 
$3.15 per keg 
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Alcohol.—Barrel lots, 
steel drum, extra, $6 
returnable. 


White Lead.—100-lb. kegs, $15.25; 
50-lb. kegs, $7.75; 25-lb. kegs, $3.90; 
12%-lb. Kegs, $2. 

Dry Paste.—Barrel 7c. 

white, 


b. 
Shellac.—(4%-lb. good), 
$4.25 per gal.; orange, $4.05 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


Denatured 
60c. per gal.; 


lots, per 


PYREX WARE.—Prices are unchanged 
and sales are fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.: 
No. 214, $12 doz. 
Casseroles.—Round, No. 167, $12 


oz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz 


Casseroles.—Oval, No. 193, $12 doz.; 


| OIL COOK STOVES Na Tt G14 ‘don 

| NESCO— Pie Plates.—No. 202, $6 doz.; No. 

| a Mee SO oc ecwees cues $9.50 203, $7.20 doz.; No. 209, $7.20 doz. 

PO. Bas 2 WUTMOTH ..cccccccccs 17.35 Tea Pots.—2-cup, $20 doz.; 4-cup, 

No. 213 3 burners ............. 22.00 $24 doz.: 6-cup, $28 doz. 

rem. 2eG € DUMONT occ ccccsccce BO Utility Pans.—No. 231, $8 doz.; No. 

No. 215 5 burners ............ 39.50 232, $14 doz. 

No. 1102 high shelf only ....... 5.25 . 
No. 1103 high shelf only ....... 6.50 ROLLER SKATES.—Sales are just 
No. 1104 high shelf only ....... 8.00 : ; ; ; 

| No. 1105 high shelf only 1.1... 9.75 fair, as is usual at this time of year. 

Nesco dealer's discount, 30 and 5 We quote from jobbers’ stocks, 

| per cent. f.o.b. Chicago: Union roller skates 

— for boys, $1.40 per pair; for girls, 

| PERFECTION— $1.50 per pair. Chicago roller skates 
i, 2 ie . . . ebieeda eee $17.50 for boys, $1.30 per pair; for girls, 
ng = Ee Ee ter: 22.50 $1.40 per pair. 

SS 2, eee 28.50 . 
No. 75 5 burners .............. 39.50 ROOFING AND PAPER.—There is an 
_ Perfection dealer’s discount, 30 and active demand and prices are very 
29 per cent on lots of 10 or more; on 
less than 10, 30 per cent. strong. 
We quote from ate a stocks, 
f.o.b. Chicago: Best grade slate sur- 
hs ee tc Medel) $17.50 faced prepared roofing, $2.30 pet 
No. 43 3 burners .............. 92°50 square; best grade tale surfaced, $2.65 
in Ait. 98 50 per square; medium tale surfaced, 
“ e ote sre a docket ddd ds Pa Silage Bh ses $2 per square; light tale surfaced, 
Puritan discounts same as Perfec- $1.20 per square; red rosin sheath- 
con. ing, $57 per ton. 
OVENS ROPE.— The demand is somewhat 
NESCO— quieter. Prices show no change. 
No. 05 1 burner solid door......$2.10 , ’ 
No. 5 1 burner glass door...... 2.25 Pi a ee _— 
No. 010 1 burner solid door...... 4.15 ara brands 2416c. to 26 ee per ib : 
No. 101 burner glass door...... 4.40 No. 2 Manila. 2314 ¢ ver Ib.: No. 1 

No. 020 2 burners solid door.... 5.15 Sisal 17lc. - ib J No. 2 " Sisal 

No. 20 2 burners glass door.... 5.40 Glue . “ Pp 4 eaten —_— 

| No. 030 2 burners solid door.... 5.40 ae. per ; 

No. 30 2 burners glass door.... 5.70 _. nd 

Dealer’s discount, 30 and 5 per SASH CORD.—Sales are good ” 
| cent. prices firm. 

| mene We 

— quote from jobbers’ stocks, 

| PERFECTION _ f.o.b. Chicago: No. 7 standard 

No. 211 1 burner plain door....$2.50 brands, $9.55 per doz. hanks, No. 8 
No. 211G 1 burner glass door.... 2.70 $11 per doz. hanks. ‘ — 
No. 121G 1 burner glass door.... 4.90 ; a 


No. 122G 2 burners glass door.. 
No. 142G 
Dealer’s discount, on 10 or more, 30 


“ee ee weeeereeeneneeeenen eee eee 





SASH PULLEYS.—tThere is an active 
demand and prices are firm. 


| and 5 per cent; less than 10, 30 per We quote from jobbers’ stocks, 
cent. f.o.b. Chicago: Common gash pul- 
—— / leys, 50c. doz. arrels, 54c. 3 
PURITAN— oe Common Sense, 2-in., 60c. doz.; bar- 
No. 42G 2 burners glass door... .$5.25 rels. 54c. doz.: No. 105. 52c. doz.: 
Dealer's discount, 10 or more, 30 barrels 48c doz , | 
and 5 per cent; less than 10, 30 per oe , , , 
} cent. SCREWS.— Sales are _ satisfactorily 
WATER HEATERS good and there is no change in prices. 
| N€SCO on eevee cece eee reece eens $45.00 We quote from jobbers’ stocks, 
Perfection No. 412 ............ 40.00 f.o.b. Chicago: Flat head, bright 
PureeCesem BIO. SEb .ncccccscvns 80.00 screws, 80-10 per cent new list; round 


Nesco discount, 30 and 5 per cent: 
Perfection discount, 30 and 5 per cent 
in lots of 10 or more; less than 10, 30 
per cent. 

WICKS, ETC. 
Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 

and $48 per gross. 

Discount same as on _ oil 
stoves, ovens and heaters. 
PAINTS AND OILS.—Oil and turpen- 
tine continue to fluctuate, both drop- 
ping one cent. Alcohol advances two 


cook 








head blued, 78-10 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SOLDER AND BABBITT METAL.— 
Prices are still high and strong. The 
demand is satisfactory. 


quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $38 per 100 lb.;: medium, 45-55 
solder, $37 per 100 lb.; tinners’, 40-60 
solder, $36 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 


cents. ard No. 4 babbitt metal, $13 per 100 
We quote from jobbers’ stocks, Ib. ; 
f.o.b. Chicago: STEEL SHEETS.—Sales are fair and 
Linseed Oil.—Raw, barrel lots, . ‘J fi h h e 
| $1.12 per gal.; 5-barrel lots, $1.07 per prices, while very firm, s is Sai oe 
| gal. . A higher market is looked for. 
| Linseed Oil.—Boiled, barrel tots, | 25 Yet wd 
$1.15 per gal.; 5-barrel lots, $1.10 per We quote from jobbers stocks, 
gal. f.o.b. Chicago: 28-gage galvanized 
Turpentine.—Barrel lots, $1.09 per sheets, $5 per 100 Ib.; 28-gage black 
| gal. sheets, $4 per 100 Ib. 


Reading matter continued on page 82 
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12 Mesh, No. 33 gauge each w 
14. Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 


No. 34 gauge warp 


18 Mesh, No. 34 gauge eac 


Open 


Hearth Steel produced in our own fur- 


naces, 


h way 


The wire is drawn in our own mills. 
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Write your Jobber for Full Information and Prices 
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The Customer— 


A bundle of “‘wants’”’ 
A bundle of sales opportunities 


The good salesman is not satisfied 
merely to wrap up the articles the cus- 
tomer asks for. He realizes that the par- 
ticular want that brought the customer 
into the store is merely the one that hap- 
pened to be uppermost in mind at the 
moment. He realizes that each customer 
has many latent wants that can be turned 
into present sales if he can intelligently 
guess what they are and bring the right 
articles to the customer’s attention. 


The salesman that knows his stock— 
that knows merchandise thoroughly-——is 
never at a loss to know what items to of- 
fer. Smoothly and naturally he can lead 
his customer’s attention from one likely 
article to another and double and treble 
the size of the original sale. 


Study the merchandise in every de- 
partment of the store. Familiarize 
yourself with the sales points for each 
item. 


The manufacturers are trying to help. 


you in this by describing and giving you 
the selling points for their products in 
HARDWARE AGE. 

Look through each issue carefully. In this issue 
note especially— 


Vital Factors in Attracting New 


Customers .............. Page 3 
What Do You Know About 
Bolt Threads? ........... Page 6 
Detail Information on Automa- 
tic Screw Drivers.......... Page 7 
Fourteen Points for Selling 
Camp Stoves ...........:. Page 20 
The Inside Story on Shot-Shell 
Simplification ........... Page 27 
Interesting the Hunter....... Page 29 
A Tip on Selling Builders’ 
eee Page 36 
Prepare for the Radio Building 
NS we cee nevesceteent Page 69 
A Rope Selling Suggestion. ...Page 77 


Sales Arguments for Wire 
Clothes Lines ........... Page 92 
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A Good Business Letter Writer 
Always Remembers: 





—To consider each letter a sales letter. 

—To treat each letter individually. 

—To plan beforehand what he has to say. 

—To use plain, ordinary language. 

—To write as he would talk. 

—To visualize the addressee’s first impression 
on opening the letter. 

—To place himself in the addressee’s position. 

—That it is best to omit slang. 

—‘“Brevity is the soul of wit.” 

—To keep his purpose in mind. 

—To be courteous. 

—Not to attempt to be highbrow. 

—Never to permit himself to become careless. 

—To place himself on a level with the ad- 
dressee. 

—That he should learn as much about the ad- 
dressee as possible. 

—To be businesslike. 

—To take nothing for granted. 

—Not to be ambiguous. 

—Not to use unnecessary words or ideas. 

—To be complete in every detail. 

—To proof read his letters. 

—To be sincere. 

—To spell correctly. 

—To read every letter before sending it out. 

—To avoid arousing his reader’s opposition. 

—To make his letters 100 per cent interesting. 

—To be intimate, but not familiar. 

—To write with feeling. 

—To be reasonable. 

—To create an attitude of good will. 

—To use the psychology of suggestion. 

—To obey the principles of business ethics. 

—That “honesty is the best policy.” 

—Not to use stereotyped expressions. 

—To look up all the words he is not sure of. 

—To make his paragraphs pointed. 

—To have a central theme. 

—Not to talk around the bush. 

—To be optimistic rather than pessimistic. 

—To choose a proper business stationery. 

—To mail his correspondence early. 

—To use tact and diplomacy. 

—Never to fly off the handle. 

—Never to threaten. 

—To write so that he will receive a reply. 

—To be convincing. 

—Not to exaggerate. 

—To have a dominant appeal. 

—To create the impression of his careful con- 
sideration. 

—To back his statements with authority. 

—To be authoritative, but not ezotistical.— 





From Personal Efficiency. 











Tomorrow’s the day you are going to get busy, 


Tomorrow you’ll speed up, you say. 


But nobody ever did aught on tomorrow; 


What’s done is done always today. 
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Vacation—Sane and Insane 


(Continued from page 53) 


tin 








Monday. This, of course, is not taking his vaca- 
tion. He will take his regular vacation along the 
latter part of August, just when business is start- 
ing up and he is needed in the worst way in the 
office. 


* * * 

However, the climax and the most delightful 
time of vacations is September first. Then 
everybody everywhere breaks camp and hikes 
for home. 
train and stop at the same hotel. 


room of the Grand Central Station on the Tues- 
day following Labor Day. I do not blame the 
baggage men for doing their level best to smash 
up as many trunks as possible! 
* §* * 
Yes, we have had a grand and glorious sum- 
mer. Some of us have had relatives we could 





Everybody tries to get on the same | 
If you wish to | 
hear some classical profanity, go to the baggage 





visit and so our vacations have not cost us any- | 


thing. Others, however, have had to pay the 
hotel bills and these vacationists will live on 
crackers and cheese until Christmas time. In 
the Grand Central Station, The Morris Plan Loan 
Company have a branch office, especially for the 
benefit of vacationists passing through. Mort- 
gaged homes, automobiles on installments, wash- 
ing machines on installments, paint on install- 
ments, clothes on installments, vacations on in- 
stallments! 

“““My country, ’tis of thee, 

Sweet land of liberty, 

Of thee -I sing!’ ”’ 





My First Saw 


(Continued from page 49) 





tinue 


clock. “The teeth are forced over, tooth one to | 


the left, two to the right, three to the left, four to 
the right, and so on. This gives a wider cutting 
edge than the thickness of the saw, preventing it 


from binding in the ‘kerf,’ as the groove is called. | 


Another thing, the number of teeth to the inch 
has nothing to do with the name of the saw. Begin- 
ners are apt to call one saw ‘rip’ because it has 
larger teeth than ancther. I have rip saws with 
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| 
! 


| 





very fine teeth and crosscut with very coarse— | 
the shape of the teeth and not the size is the do- | 


termining factor in every case.” 

“The back saw is filed as a crosscut, I think,” 
I ventured. 

“Yes. And the teeth are made rather fine 
since the saw is used as a cabinet tool and not for 
rough work. The piece is usually held in the bench 
hook, although the vise can be used if desired. The 
saw cut is started in the wood, with the handle 


lifted, just the front end of the saw touching the | 
As it is worked into the material—like | 


wood. 


this,” illustrating—‘“the handle is gradually 


lowered until, when the near edge of the wood is | 


reached the saw is in a horizontal position. 


a cut with the full length of the saw engaged in 
the line.” 


And, | 
oh, ves, don’t make the mistake of trying to start | 


| 
| 


| 
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CEL-0-GLASS 


Sales: are Big because 


it has so many uses! 





















WHAT CEL-O-GLASS IS: A light weight, un- 
breakable, flexible material that admits light prac- 
tically as freely as glass. It is weatherproof, 


economical and DURABLE. 


WHERE IT IS USED: For door and window lights 
in garages, barns, cellars and poultry houses; for 
hotbed sash and coldframes; for office and factory 
partitions, tool-room enclosures, temporary re- 
pairs, and numerous other uses around industrial 
plants; for sun porches, storm doors and prac- 
tically every place where light, privacy and pro- 
tection from weather are desired. 


EASY TO USE: Hammer, tacks and an ordi- 
nary pair of shears are the only tools needed 
to put up CEL-O-GLASS. No glazing—no high 


priced labor. 


Because of its  prac- 
ticability and many uses CEL-O-GLASS is 
an all year round repeat seller. Shipped 
in standard rolls 100 ft. long by 3 ft. 
wide. 


EASY TO SELL: 


LIBERAL PROFITS, dealer helps, free 
samples and _ attractive displays make 
CEL-O-GLASS an _ important addition 


to your stock. See your jobber or write 
us direct for complete deta_ls. 


Cello Products 


Incorporated 


89 Fulton Street 
New York City 
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Pick a Winner 
for Sales and Profits 


A real summer demand for this strong 
guaranteed bottle capper, in bottling cool 
summer beverages at home. 


Everedy Products are nationally adver- 
tised—another strong reason why they 
always sell steadily—-on liberal margin 
to you. 


EVEREDY BOTTLE CAPPER 


Display it in window—-demonstrate it on 
counter—makes_ sales—good profits—all 
summer. 


Everedy Products are backed with an un- 
conditional guarantee which you pass on 
to your customers. 


Retail Prices 


Steg base (padded)......... $1.50 
Wood base............ lamaewe 1.50 
Steel base (plain)........... 1.25 


Ask your jobber about this and the Everedy Strainer Set, 
or write us for full details. 


THE EVEREDY COMPANY 


3 East Street - - Frederick, Maryland 
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I glanced uneasily at the clock. 
“Nine minutes and a half,” said the shopkeeper, 


answering my look. “Business place far from 


here?” 

“One block.” 

“Do it in two minutes, and, say, allow three 
more spare ones for taking orders. That leaves 
four now. Plenty of time. Want these four 
saws ?” 

“Certainly I do.” 

“All right,” tearing off a strip of paper from a 
roll and commencing to wrap them up. “Now 
with the rip saw here. In sawing a board, on 
trestles, or ‘horses,’ vou want to hold the saw 
at an angle of from 45 to 60 degrees with the 
wood for good work. And don’t crowd it. A 
properly fitted saw will carry itself into the wood 
by its own weight and motion. If it doesn’t fol- 
low the line, twist it gradually as the work pro- 
ceeds until it is worked back into the line, but don’t 
give it a harsh, violent twist for fear of making 
it bind and kink. The saw arm and eye should 
be in the same straight line if easy, correct saw- 
ing is to be done.” 

“There you are, Jim,” pushing the parcel to- 
ward me and glancing at the clock. “Six minutes, 


| one to give change for that bill,” proceeding 


rapidly to do so, “one to reach the sidewalk, and 
then four more for the block and to get orders. 
Plenty and to spare in these busy days. Thank 
you, sir. Don’t forget to come in Saturday eve- 
ning and see the demonstration. There’s sure to 
be a tool or two you’ll want.” 

A looker is a buyer “in the shell.”” Every time 
one enters your store, someone has a chance to 
“hatch out’ a customer. 





Utah Firm Sells $6000 in Toys 


(Continued from page 46) 
COUPOOCGUROLDAGOLEREAC COO. OO OROEEEL ECE LELED DER Tie COPCCCCC COU RET AGROREEEEOEECD EEL ERERaaLT Ceegeacivatiiay 


friends among the people of Ogden and the im- 
mediate vicinity, is this: It will demonstrate any 
kind of mechanical toy that it has, so that any 
parent can show a youngster the trick of the 
toy, or so that any youngster, for that matter, 
may know what-is-what, and just exactly what 
he would like Santa Claus to bring him for 
Christmas. In other words, it does not sell a 
mechanical game for instance, and tell the cus- 
tomer that the instructions are all printed on the 
slip that is given away with the game. The 
salesmen of the company know what the game 
or toy is, what it will do, how it should be used, 
and all of the whys and wherefores pertaining 
to it. This, of course, inspires a feeling of con- 
fidence in customers which reflects in additional 
business in other departments. It is simply a 
practical application of the old adage—‘“It pays 
to take pains.” 

One other thing—during the course of a day 
the toys and games displayed on the tables in the 
center and rear of the store, are naturally han- 
dled a good deal. At the end of the day some 
of the toy tables present an appearance of con- 
fusion and disarray. So, before the salesmen 
leave the store, the toys on the tables are all 
straightened out, dusted, polished up a little, if 
necessary, and rearranged in another manner 
for the following day. A check up is also made 
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of the goods on the tables, in so far as it is prac- 
ticable. This is made comparatively simple by 
means of a price card attached to the end of the 
table by a chain, which gives not only the price 
and number of the different articles on the table, 
but the quantity of each type of article. Thus 
a simple form of perpetual inventory is main- 
tained without trouble except that of having a 
salesman reduce the number of items listed on 
the card by the number of articles sold, imme- 
diately after the sale has been completed. 


Meeting the Returned Goods Evil 


ILENE’S of Boston has a new slant on effi- 
F cient selling. They, too, have met and known 

the returned-goods evil and its attendant ex- 
penses and economic losses. They have come to 
the conclusion that it is certainly not the part of 
poor salesmanship to urge customers to conserva- 
tism in making purchases. And they have come 
to find their “bread come back on the waters” in 
the shape of greater customer-confidence and 
good will. 


The following is the wording on the new signs 
which have been erected about the Filene store: 
“Looking incurs no obligation to buy. Many cus- 
tomers are afraid of hurting salesmen’s feelings, 
hence take something that they do not want and 
often do not keep. We prefer that our customers 
say: ‘I will not purchase today’ than that they 
buy because the salesman perhaps has been cour- 
teous and attentive. Don’t be afraid to say 
‘No.’ 99 


There certainly is a point beyond which good 
salesmanship should never pass. Sales pressure 
should never be applied to the point where the 
purchase may later prove anything but wholly 
desirable. A successful sale means profit to the 
seller, but it must also mean satisfaction to the 
buyer. Stores in these days are not selling goods 
as much as they are making and holding cus- 
tomers. A small boy described salt as something 
which makes celery “taste funny without it.” 
Tactful repression is the salt of good salesman- 
ship. Its lack means a “funny” result. 








Law Repealed 


During the recent session of the Iowa Leg- 
islature an old motor law, said to have been 
on the statute books for nearly thirty years, 
was repealed. The section repealed was writ- 
ten into Iowa law when the automobile driver 
was considered a menace to the community. It 
read: 

“The traveling motorist is ordered to tele- 
phone ahead to the next town of his coming, so 
that owners of nervous horses may be warned 
in advance.”—From National Lock News. 
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QUALITY TWINE HOLDERS 








HANGING 


BEE HIVE 


Arcade Twine Holders are sturdily made from fine 
selected castings. Upper and lower sections fit to- 
gether easily and lock firmly. 

Above are two styles—the Bee Hive being adaptable 
to counter use, and the Hanging, to be suspended 
from ceiling or wall, whichever is most convenient. 
For ball twine these two items are unexcelled. At- 
tractively finished in black enamel. 


A New Improved Cone 
Twine Holder 





















The Cone Twine Holder is made for 
the use of twine wrapped on a cone. 
The holders are made of the finest 
tempered spring wire, so shaped that 
they will adjust themselves to any 
size cone. The cone cannot pull oif 
the holders due to the tension of the 
spring holding the prongs tight against 
the pasteboard cone. 

This Twine Holder may be fastened 
anywhere, or in any position. On the 
counter, ceiling, or wall, whichever 
may be most convenient, it will func- 
tion properly. Attractively finished 
in black enamel. 


Arcade Paper Cutters are strongly constructed and are 
built for hard use and long service. Spring and blade are 
made of hest gerade of temnered steel. Hardwood top 
piece is stained and varnished. Each cutter is packed 


in a strong wooden case. 


Ask for catalog showing complete line of ARCADE 
Hardware and Toys 


ARCADE MANUFACTURING CO., Freeport, Ill. 




















Model 640 Model 644 
Combination Match 
Electric with 12 ft. 
Cord 
Match, 
Utility Light $6-00 
and Bracket 
$ 00 Model 642 
7: as 
Model 643 
Bracket 


1 20c 


ne AE. 


Selling Safety 


That’s what you sell every time you make 
a sale of a Cuno Electric Match, for, for a 
driver of a fast moving car to attempt to 
light up with an ordinary match is not 
enly troublesome and uncertain, but posi- 
tively dangerous, not only to himself, but 
also to other occupants of his car and to 
traffic generally. To have to pull up to 
the side of the road to light up is a 
nuisance, so you also sell convenience, 
and, as most motorists are smokers, you'll 
find it easy to sell “em the most frequently 
used of all accessories. And every sale 
rings up a good profit for you. 


Write for catalog and details as to our 
Guarantee and Service Plan. 


The Cuno Engineering Corp. 


80 South Vine St. 
Meriden, 5 Connecticut 
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Sell This Line of 


AXES 






Grady Wedge 


Every Crecoite tool is 
equnepen with the famous 
Girady Wedge, making it 
easy to keep heads always 
tight. No tools required 
—just tap head to tighten. 


Men’s Axes 


Michigan, Dayton, 
Baltimore, Kentucky 
Patterns 


Standard weights—3 to 
44 lbs. Furnished in 
various finishes and han- 
dled as required. (Michi- 
gan pattern illustrated 
above. ) 


Tempered in Oil— 
not case - hardened 


Quality Tools 


at Medium Prices 










Boy’s or Tourist Axe 
P, 24%, Ib. head; 28-inch No. 2 
hickory handle. 









House Axe 
24% and 3 Ib. heads; 19-inch 
No. 2 hickory handles. 


If your jobber can’t supply you write 
today for further information and 


catalog H 


MARION TOOL WORKS, Inc. 


Marion, Indiana 


tsk for new low prices if "gg" ated in the Marion forged line of 
xheirs and hooks—-for grasa, hedge, sheep, ete. We also make 
malleable ‘*D’’ “a vng P itching Shoes, cte. 


-CRECOITE | 


Pronounced CRE-CO-ITE 





OPCMUUCHUDTCHOUEOEDOEDRTOE Rac EOERCOREGEOR Abeta 


receiteares 


seeanetieeragete 
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Watch for this 


letter 


ee 

















are CO. 
The Casement Hard are 


} 

} 

. \ 
> 5.4 \ 


CHICAGO: 











now in the mail 


A letter from casement hardware head- 
quarters—an envelope chock-full of in- 
formation—the facts about the New 
Standard line of casement operators and 





(he uniform qual- 


tyof Griffin CS | stays at the popular prices. 


| Watch for that letter. Read every 
| word. It’s important; we know it’s im- 
portant because every dealer who has 
acted on them is already “cleaning up.” 
You'll get that letter if you’re on our 
mailing list. To make sure you are, send 
the coupon. 


is in perfect hakm- 

ony with He dignity 
and conveniences 
of America’s modem. 































The Casement Hardware Company 
224 Pelouze Bldg., Chicago 


I want to know all about this new 


* GRIFFIN Win<Dor 


MANUFACTURING CO. CASEMENT OPERATOR 


Also about discounts and your Dealer plan. 


Branch Offices: | Name 
45 WARREN ST. N.Y. 74 W. LAKE ST. CHICAGQ | re 








r COUPON T 











28 BINFORD ST. BOSTON 


ERIE -- > PENNA u z 
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WORCESTER, MASS. 
U.S.A! 








COES WRENCH CO. 








Here’s a Wrench 


That Is Never “Out of the Running” 


Dampness, acids and vermin have absolutely no effect 
upon a Coes Steel Handle Wrench. Neither has hard 
work. This quality is due to the fact that every factor 
influencing the life of a wrench was considered while de- 
signing the Coes Steel Handle Wrench. 

Put in a stock now and be ready for those customers who 


want something exceptionally good. 


All Leading Jobbers Carry Coes Wrenches 


Selling Agents 


“ ‘ S - J.C. McCARTY & CO. 29 Murray St., New York 
In Business Since 1841 JOHN H. GRAHAM & CO., 113 Chambers St., New York 
Worcester Mass. FENWICK FRERES _ 8 Rue de Rocroy, Paris, France 
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This Guarantee Tag creates confidence. Customers 
realize that Bath Room Fittings Guaranteed for 10 
years not to chip, rust, break or deteriorate, must 
have the right material in them to back up the guar- 
antee. 


San Francisco Atlanta 


BBOSSSSSOSSS SS OS SO SSeogsseogosseseosoesoogas 





AGENUINEN, 


'-SNO-WITE-: 









Catalog on Applicaation 


a 


-SNO-WITE- 








GUARANTEE 

This article is nteed for 

10 pease not ty change 

golor, rust, break or deterior- 
ate. Made of genuine por- 

celain enameled m 

same as large plamb- 

ing fixtures. 






Every “SNO-WITE” Bath Room Trimming Is Guaranteed for 10 Years 


“SNO-WITE” Bath Room Trimmings HAVE— 
they’re made of Genuine Porcelain Enameled Metal 
—that’s why they last. 

oo stand squarely back of every article and every 
ealer. 


Originators of Porcelain Enameled Bathroom Trimmings 


American Enameled Products Company 
Boston CHICAGO New York 


Toronto Detroit 
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Jobber Protection 


. - TIRE CFIAI : Clearly defined the WESCO policy means a 
—S “ 100 per cent tie-up with Hardware Job- 
— bers. 


Just as WESCO TIRE CHAINS protect 
tires, so does WESCO protect its Jobber 
Distributors. 


And while WESCO TIRE CHAINS cost 
the car owner as much in money as other 
good chains, WESCO, by reason of greater 
service, become an investment which the 
trade as well as the consumer profit by 
adopting. 


Western Chain Company 
1803 Belmont Avenue 





PACKING 


These chains are ‘ 
packed in  he»vy, es j ay eat 

full telescope, fibre —_— 
cartons. two dozen 
in each wire bound 
shipping case. 
Packed cases weigh 
approximately 400 
pounds. Jobbers ap- 
preciate this light- 
ness in handling and 
reshipping. 
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There is satisfaction in knowing that 
MYERS GLASS VALVE SEAT PUMPS 
are the only pumps embodying such a com- 
bination of exclusive features as to give 
them a permanent place in leadership in 
pumpdom. 

The famous Myers non-corrosive patented 
Glass Valve Seat, the Myers easy-operating patented Rolling Motion Cog Gear Head, 
the Myers Patented Adjustable Base and Reversible Siphon Spout, the Full Size Cylin- 
ders and Extra Long Set Lengths, meet so many pumping requirements so successfully 
that Myers dealers have something out of the ordinary in both design, construction and 
finish as well as in superior service to offer their trade. 

Take advantage of these exceptional sales possibilities and place your efforts behind this old, firmly 
established, popular line of well, house and cistern pumps for every purpose. Send us your 

inquiry today. 


THE FLEAMYERS & BRO.¢o- 
ASHLAND, OHIO. : 5 
ASHLAND PUMP AND HAY TOOL WORKS _— 
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Sell Efficient Refrigeration! 





August 13, 1925 

















When You 
Sell These Refrigerators 
You Know You Are 
Selling Maximum 
Refrigeration Value 


cA Few of the Makes of Refrigerators 
Insulated with BALSAM-WOOL 


Te John Beck 


SANITARY 
REFRIGERATOR 


gack Frost Refrigerators 


Wood Conversion Company 
CLOQUET, MINNESOTA 
Chicago Office: 310 S. Michigan Avenue 


Manufacturers and Distributors 


Weyerhaeuser Forest Products 


Makers of BALSAM-WOOL Refrigerator Car Insu- 
lation; BALSAM-WOOL Insulation for Domestic 
Refrigerators; and BALSAM-WOOL Insulation for 
Passenger, Mail and Street Cars. Also makers of 
BALSAM-WOOL Standard Building Insulation. 








Balsar Wool 














Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 


WHATHTIIT 
TUBULAR RIVET & STUD 


COMPANY 


BOSTON 


Coast Representative 
J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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——<(Glass Hardware= 








This new modern merchandise 
creates new and profitable business 
for you. 
Genuine Hand-Cut Glass Door 
Knobs 


(Design patent applied for) 


Cut actual size of 214” 
The knobs are mounted in solid cast 
brass shanks with wrought or cast 
brass roses. 


ON ee 2,” 
i ae ie 6 wa ek wa 134” 











721k 
Gla 


4 No. Crystal 
No. 821 E Opal 
Glass 


At a glance you can readily see the advan- 
tages and beauty of these door fasteners. 
The above “NEW” goods are made in our 
own factory. They are of the highest qual- 
ity glass and the very best of brass trimmings. 
For sale by all leading jobbers in U. S. 
and Canada 
Write us for name of nearest distributor. 
Manufactured exclusively by 


Technical Glass Company 


Incorporated 
2050 East 48th St., Los Ange'es, California 
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NEW! a 
Ring in end-cap! Combination Package No. 18 


Every flashlight in the eo 
special assortment is ee — 
equipped with a hinged ne a ee 

metal ring in the end- fg _—_— 


cap, for hanging up y - 
FLASHUGHTS | $125 25) 


flashlight when not in 
MA battery / 















use. Ring snaps se- 
curely around end-cap 
when not hanging up. 
Exelusive Eveready § 

feature. Keeps flash- 
lights in sight—there- 
fore, in use! 


hae ia 
Ww ith lates 


Be, SP 


a ee 
YS 


SpE whos ! 


Eveready Flashlight Offer 
—Unusual value for the consumer 
—Profit for the trade 


Here's a chance to clean up. A special, attrac- 
tive display-carton containing 9 No. 2604 ribbon 
black flashlights and 9 No. 2631 nickel flash- 
lights. 18 standard Eveready Flashlights in all, 
complete with batteries, to retail at $1.25 each. 
Regular retail price, $1.85. 


These flashlights are genuine, standard Ever- 
eadys in every respect, with safety-lock switch, 
octagonal, non-rolling lens-ring and the latest 
Eveready improvement—the new ring-hanger. 
A bargain for the consumer—a money-maker for 
the trade. Order combination package No. 18 
from your jobber. 

Note—The list price of $1.25 each applies 
only to these lights when purchased in the special 
packages of 18 (nine of each type), as described 
above, together with 36 No. 950 unit cells. 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Dallas Kansas City Pittsburgh 


Canadian National Carbon Co., Limit@éd, Toronto, Ontario 


EVEREADY 


FLASH LIGHTS 
BATTERIES 


they last longer 
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Excelsior Clothes Lines 


Solid 
Twisted 
Hollow Cable 
Reinforced Hollow 
Cable 


FLOREN@S 
I have seen sevé 
loosening a garmeng? 
ton clothes line, an@ 
the conclusion that 
people who do not re@ 
clothes will not stick Eo Wire ¢ 
line. To most of us @@th@e dines 
such an unimportant 
keeping or shopping € 
consider them until &@ 
















































soiled or marked by pf hen 
we stop to think, 
Galvanized lines, af arse, 
the strongest of the tiigee are 
also the most expen#ive; - are 
permanent and have ‘ ge of 
not knotting or gett » place ° ° . : 
fontenry te whol ae aeaee American Wire Fabrics Corporation 
they will not rust sg s nor eT; 
will the frozen cogmes r the poy ae 
pine stiek to Chose ae yee ent Wickwire Spencer Steel Co. 
1e: Pines, for 
willing to 
peweres Be General Offices 








41 East Forty-second Street, New York 


Western Sales Office 
208 So. LaSalle Street, Chicago 


Cleveland Detroit 


Worcester Buffalo 
Los Angeles Seattle 


San Francisco 


(Facsimile of  clip- 
ping trom New En- 
gland Homestead ) 























Meet Modern Requirements 





To fully meet modern demands dealers 
should sell Bathroom Fixtures which are so 
constructed that they fully meet modern 


requirements. 


INGCO BaTH Room FIXTURES 


are made in designs and combinations to 
harmonize perfectly in the complete equip- 
ment of present day bath room decorations. 











Besides their artistic beauty, no customer 


has ever seen a RINGCO Bathroom Fixture 
rust out or wear out. Their Solid Brass, 


heavily nickel plated construction is your 
customers’ assurance of everlasting service. 


Ask your Jobber. Send for Catalog. 











No. 3768 AMERICAN RING COMPANY 





Solid Brass Bath Soap _ Dish. ° 
Highly Polished, Heavily Nickel Waterbury Connecticut 
Plated. Size, 5% x 4% ins., Branch Offices: Boston—170 Summer a New York—2 Hudson St. 
- > Ss F ‘isco—116 New Montgomery St. 
Slanted Construction. me Gian 6. ine 
i, 
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Rivets, Roofing Nails, 
Scratch Brush Wire, 
and Pipe Couplings. 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 


SISO MESES ME IESE IESE NOMENON MEMO NOMEN 4 MSSSSSSSSSSSSSSSVRS SSS SSS 


“Percfect 
UNULUULVNUUOUNVGUUOUGUULUUUAGAUUUAUUUTUAU AGATA 


The “f ong Distance” Customer 








YUL UELBL—BssuossszssseresrerTEsEsSEBBBVAVeDenner ‘ 











TLL 101 (UAL 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after 
and he’s going to get what he wants. 


The fact that your store may be a little 


, ‘ ; AINTEN S(REE” 
further for him to go—isn’t the point— wine cory, 


“Perfect”? Brand Screen Cloth 1s what 
he’s after and the dealer who has what 
he wants gets the business. 


Your Jobber stocks “Perfect.” 


Seenenueeene ra 


QUVULULUANUERUOUATRAUTUAEAET TTA TUM N OD 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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No. 30A—Standard Size 


The New “YANKEE” Driver No. 31A—Heavy Pattern 


Nos. 130A and 131A 
by the severest possible test, has proven with spring in handle. 


itself the best Spiral Ratchet No. 35—For Small Screws 


Screw Driver yet No. 135—with Spring in 
produced. handle 
















3 Bits 
the driving 


with each Driver ut to ome 
third longer and more 
durable than in our Famous 
Yankee No. 30, of which there are now mil- 
lions giving high class service. ‘“YANKEE”’ on tools 
— for the utmost in Quality, Efficiency and Dur- 
ability 








Your Jobber can supply 


NORTH BROS. MFG. CO., Philade!phia, Pa. 


North Phila. Sta. 











G S ! 
oing Strong: 
1 UST out and everybody ial 
1 : 1 > 
} : wants one! A really val- . 
| uable improvement applied to a 
—=1h Tr an old-established article. ‘The ee. 
. (Pat. Appl. for) 
; | as furnis hed with Pre 
> aour “Home” ait) > 4 . 
Me, >teel Tape great- : ; IFES 
<r lv facilitates ac- ~~ ) ATT 
curate measure- { a ) a) 
<n 






























ments. 
Soy 
we 





No second person needed 
to hold the end of 
the tape while measuring 


Better 
Machine Screws | 
for the ! 
Hardware Trade 


This device consists of a sturdy little 
hook and pin, swivel-mounted on the 
end of the ring. Can be hooked over 
an edge or pressed into any yielding 
surtace. Easily swung out of the 
way when not in use. Vo extra 
charge. 





Write and order now! | 


HARVEY HUBBELL | 


MACHINE SCREW 


V.SA 


NEW YORK. §.Y. " gusvtumo. owe 
BO CAST 42579 6T 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street. General Office and Factories, HOBOKEN, W. J. 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 














\ wv 


Copper ana Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CO. 


ROME N. Y. 
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No. 231, 34 in. 





No. 232, % in. 





No. 233, 1 in. 


No. 234, 1'fg in. Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 

















Genuine Armstrong 
Stoeks and Dies Powder Solvent 


Are always in working order. They rep- No Sg 


resent the utmost simplicity and eff- Hunting Season 


ciency in operation. 
It’s Just Round the Corner 


SET out Hoppe’s Nitro Powder Solvent No. 9. The 
= hunters are beginning to drop in—they’ll need it. Every 

shotgun or rifle when used requires special cleaning before 
the next day, to prevent ruinous corrosion. 


For more than 20 years Hoppe’s No. 9 
has been the one standard, reliable prepa- 
ration for this purpose. Gets the damag- 
ing primer salt and powder stain com- 
pletely, dissolves metal fouling and leading. 
Recommended by Uncle Sam. 


Sell them Hoppes’ Lubricating Oil for 
the working parts. This light, penetrating 
pure oil has no trace of acid, thinner or 
other harmful ingredient in it. Does not 
gum or freeze. Polishes gun stocks. 

Your Jobber should fill your order 
promptly—write us if there’s any delay. 
Can you use some Cleaning Guides? 
They’re free. 





A Je J pe V/s Wats thf 
Me ihn he alae 
; fai? 




















All genuine Armstrong stocks and dies 
bear this trade-mark: 





“<a” 





Be Sure You Get the Genuine 





Meee te te ek Ole 
> n. dishes. ty . “ 
Mier me aa 
oe 


RPMovem re ts “st 
‘ $ OULD Oda ’ ‘ ; . . 
; Hae Gn TSMAH SHON ia For more than 20 years the Authoritu on Gun Cleaning. 


NK Manu ts Sane. wee 
AN AS HTOnT es 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 





FRANK A. HOPPE, Inc. 


2314-H No. 8th St. Philadelphia, Pa. 














Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros..." 


Selling Agents 
Wiebusch & Hilger, Ltd. 


No. 1111—6 inches Wide Heel Cut Back New York 
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Every Ford Owner A Prospect 
For These Socket Wrenches 


ALOEN 
oacaesren 
Wize, 


This display 
board enables the 
motorist to select 
easily the 
wrenches needed 
for his Ford car. 


There is no 
charge for the 
board. 





The investment 
is small—the 
“turnover” rapid. 





Write for cata- 
log 500. 





W acpen- WORCESTER 


incorporated 


475 SHREWSBURY STREET 
Worcester, Mass., U.S.A. 

















Standard Hardware or 


Cellar Window Cloth 


Is smoothly and evenly woven of good 
quality wire and heavily coated with 


pure zinc after weaving. You can sell 


UPERIO 





Galvanized Hardware Cloth 
with perfect confidence that 
it will satisfy customers in 
every way. 


Put up in even 100 ft. rolls 
in widths 24” to 48” inclusive. 


“Woven Cloth Is Our Pride 
Service Makes You Satisfied.” 





G. F. Wright Steel & Wire Co. 


Worcester, Mass. 














TREMONT 


Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel that 
by actual laboratory test contains an 
exceedingly small percentage of im- 
purities. This metal is rust resisting 
to a remarkable degree and will not 
bend. crack or twist while being 
driven. 

Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that insures a 
strong, permanent grip. They are re- 
markable for their streneth of head, 
an important feature in the con- 
sideration of the quality of cut nails. 
All these mechanical superiorities 





make admirable selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 


Tremont Nail Company 
205 Lincoln St., Boston 





"Buitt< mn? Quality 
kellie aiccnteee I 


KITCHEN TOOLS 


‘‘NO-CHIP’’ wHITE ENAMELED HANDLES 


NEITHER 
aaae 
CHIP 
NOR 


ASK FOR 
SAMPLES 


CATALOG 


Mo. 095 Ne PK Pa No 0140 % No. 099 
% 


‘*Merchandise of Distinction’ 


’ ) . , piaenens 
VAUGHAN S er 9 319. Ohaus iT FRR) 5 


FAMOUS 


COMBINATION CAN OPENER, BOTTLE OPENER, CORK SCREW 


VAUGHAN NOVELTY MFG. CO. °"cuex2o"" 
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The Stewart Plan Makes Fence Sales Pay 


IRON FENCE . . , 

The hardware dealer represents and introduces Stewart's 

Iron Fence Products in his territory. He carries no stock 
and ties up no capital, as no investment is necessary. 

All material is shipped direct and sales made from our 

complete catalog. You can reach every builder and prop- 

erty owner and enjoy liberal profits with well directed 














campaigns. 
r We make more than 300 styles of plain and ornamental 
iron fence, gates and posts. 





Let us send details of our sales plan and interesting 


We also make CHAINLINK WIRE FENCING, Iron and M,- 
dealer’s proposition. 


Wire Window Guards, Miscellaneous Iron and Wire Work. 
225 Stewart Block, 


THE STEWART IRON WORKS CO., INC. Cincinnati Ohio, US. A. 


(CHICAGO) ~~: 
SPRING HINGES 


“Triplex” a 
mm) Spring Hinges Sell Brookins Measures 
For Every month we are pointing out to thousands 


the time and trouble saving features of Brookins 


Lavatory Doors Measures. We are advertising to the man who 


sells and uses oil. This advertising is read by 

. garage, filling station and 
Adjustable 

Clamp Flange 























We're 
Helping 
the 
Hard- 


ware 


Trade 








service men in your terri- 
tory. It is creating a 
steadily growing demand. 
Cash in on it! Order a 
complete stock of Brook- 
ins Measures from your 
jobber today. 


THE BROOKINS MFG. CO. 


342 Xenia Ave. 
Dayton, Ohio 


A GUIDE TO BETTER BUSINESS 


Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 


TYPE 2242 


Adjustable Clamp Flanges offer a protection against 
variations in the thickness of marble partitions. 

Cutting of marble involves the danger of break- 
ing or defacing it and also means unnecessary ex- 
pense which can be avoided by the use of Triplex 
Lavatory Spring Hinges, Type 2242. 

Other types of hinges for various conditions are 
fully illustrated in our catalogue. 





~~ 


Chicago Spring Hinge Company, Seottine 
Blew Yaok Oil Measure 














Chicago 




















Every one of the scores of beautiful pictures and every line Cc 
of the reading matter is designed to increase sales in oupon.. 
Hardware Stores. Pr 
Ww. C. Heller & €e, 
M of the inte i l ; om - 
any e interesting problems solved in modernizing Montpelier, Ohio ~ 


over 2000 Hardware Stores are made clear. Always the 


Dealer writes, ‘‘You ha increased my sales.”’ : 
oo a Please send without charge 


The display difficulty that has baffled you has probably al- 
ready been solved in one of these many Hellerized stores. and without obligation on my 
It need bother you no longer. Ask for your copy of part the reference book on 
Reference Book No. 27-A. Hardware Store Fixtures ad- 
vertised in Hardware A 
W. C. HELLER & CO. ee 
Magazine. 
Main Office and Factory: Name *eeeevaeeeeeaeer eeeeeaeevee 


700 Wabash Ave., Montpelier, Ohio 


Eastern Display Room: 
20 Vesey St., New York City 


Address....... eeecceccecece 
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Your Work Made Easier ex ae 
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Flat Opening—Duwuplicating y om i wa i, . 2.8 
Thouvands of business men have learned that the best and easiest V6 Ril aT — 7 
way to keep complete business records is to use Zion Simplex Books. 
They save you time and work. Duplicate records enable you to 
know just where your business stands all the time. ~ 
Zion Simplex Books are made in more than 40 different forms Every individual unit must meet Reed & Prince standards of ( 
for every business purpose—Receipt Books, Order, Receiving, Re 


mittaunce Books and others. See them at your dealer’s. If you | quality and accuracy. Whether finished plain, blued, nickel, 
some special forms with your firm name imprinted, write us 
ive 


brass, copper-plated, sherardized or hot-galvanized, it may be 
selected with the utmost confidence when backed by this trade- 


TION INSTITUTIONS mark. 
AND INDUSTRIES 
Office Supply Dept. 
(Wilbtrr Glenn Voliva) Zion, Ill. 


REED & PRINCE MFG.CO, 


WORCESTER, MASS,U.S. A. 
WESTERN BRANCH arCHICAGO-121 NORTH JEFFERSON ST 





































An EXPANSION SHELL 


With a Sure-Dependable Hold 


Dupriiv’ advantages: 

It gripe at the bottom of the hole by 

Rurying ita jaws in the sides of the 

hole 

(8) By Underwriters Laboratory test it 
holds unti] the bolt or the material, 
into which it is placed breaks. 

(4) When properly set it will not come 


oose. 
(5) Quickly installed. 

Overcomes these disadvantages: 

«tly It is NOT a friction hold. 

(2) No waste from broken or misfitting 





— 
Easy to put on—hard 
to wear out—every- 
body buys. 





” 


aan 
— 


Mea -) \*) 2a tadeeed Oe 





parts 
(3) Vibration does NOT affect 
Made in two types for 15 ~ thy of bolts. 
Practical in any Solid Material. 
A trial order for testing will soon con- 
vinee you. 


Bamplee on request—No charge. Send for Bulletin No. 55. 
THE PAINE COMPANY 


2061 Carroll Ave. Chicago, Til. 
33 Warren St. New York City. WV. Y. 


Half Soles — Heels — Strips 
OQutwear Best Leather 2 to 1. 
i;ive them a prominent place on shelf 
r counter—they’ll sell themselves! 

(See page advt. next week) 


PANCO CO., Chelsea, Mass. 

































Sell TACKS 
by LENGTH 


Carry less tacks and sell 
more. Our new Tack 
Assortments will enable } 
you to do it. Sizes are i Ys 
graded in eighths instead Two pyless : 
of sixteenths. No 

unnecessary sizes of shanks,— Bes 
— no, “Dead three threads for: | 


Stock.” 
LD all “woods 















Insist on getting 
Holland Tacks 
from your Jobber. ee 


The Holland Mig. Co. 
Baltimore, Md. 





oe 








a 

















August 13, 1925 





mlieokhiihhrsSs 


(Reg. U. 8. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 


VVVV VV AVY VAY 


Quality Service 
Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 


e New Bedford, Massachusetts, U. S. A. 
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CASEMENT 
OPERATOR 


This Operator has 





been on the market six 
vears; has been used 
from Coast to Coast in 
all sorts of buildings— 
both public and private 
—so we will simply 
State here that it opens 
and closes Outswinging 
Casement Windows 
from within, locks the 


ee een 


sash in any position and 
is powerful enough to 
overcome binding and 
rattling. Screens and 
curtains may be hung 
inside without interfer- 
ing with operation. 

Simple, strong, prac- 
tical and_ absolutely 
guaranteed; an asset to 
the popular outswinging 
casement. Placed on 
top or within the frame- 
work as shown in fig- 
ures 1 and 2, 


Circular upon request. 


Fig. 2 
g. 2. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 




















“Improved” Guaranteed 
Jersey 


Shoe Lasts and Stands 


They are lock bearing and absolutely the best of their 
kind. 

If you are stocking lasts and stands similar to the 
JERSEY it will be to your interest to get in touch with 
us before placing your next order. 

We will show you that you will increase your sales on 
Lasts and Stands by stocking JERSI*Y. 


Look 


f 

This /\ 
Mark. S 
V 









Denotes 
Quality. 
Durability. 


STAR HEEL PLATE CO. 


Louis Sacks, Ine. 


357-391 Wilson Ave. Newark, N. J. 








DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 





4” Diam. with Eye 7%” Inside 
Ye" ee e6 se Vin ee 
¥Y,” sé 66 46 


66 6é 


13%” sé 


1A” es 


Quick Shipment 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 
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“THREADWELL” 


The Only Hexagon 
Thread Cutting Die on 
the Market That Is Ad- 





Ordinary hex dies are solid—they 
clean threads only. This hex die 
is adjustable and cuts’ clean 
threads. Die can be removed and 
changed in 20 seconds without 
tools. Wonderful seller. 


Send for Catalog. 
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Good Fire Pots 
Do Better Work 


The No. 80 not only does better 
work but saves time, as it produces 
more heat units, and also saves 
fuel, as the combustion is perfect. 
The cost of upkeep is nominal, 
being strongly built and simple in 
construction. No. 80 is noiseless 
in operation and will quickly heat 
a pair of large coppers and melt a 
six inch pot of metal at the same 
the best. 
prices. 


eee f 

ON BR tame 

MFG.CO. 

. No BO 
ATENTEDS 

CE TROrT.micn.v S* 


time. It pays to buy 
Jobbers supply at factory 
Write for a catalog. 


Clayton & Lambert Mfg. Co. 


6275 Beaubien St. 
DETROIT, MICH., U. S. A. 


Er, 


cu ey’ 





No. 80 Fire Pot 
Ask for latest price. 
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: the Wor]ds largesf : 
‘. Razor Sfrop Manutacfyrer = 
a, PRICE PER DOZ.IN DISPLAY CARTON $1.25 : 
. WRITE FOR OUR STROP CATALOGUE . 
‘. KOKEN COMPANIES. ". 
SAINT LOUIS, MO. | 
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- wE 
wer s\ 
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Known as both Adjustable “S” Wrench and Nut 
Wrench. Good seller for general use. Also rec- 
ommended for places where a Monkey Wrench is 


not practical. Keystone ‘arg throughout. 
Malleable handle. Forged-Steel Jaw. 6 sizes: 
4 to 14 in. 


Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Ce. 
New York Chicage 


TACKS 


ALL KINDS 


TTY] 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 

















NATIONAL 


ALL STEEL 
JUVENILE VEHICLES 


SMART LINES—MECHANICAL PERFECTIONS 


Extreme durability and finished in six attractive 
color combinations 


SEND FOR ILLUSTRATED CATALOG 


NATIONAL JUVENILE VEHICLE CO. 
3860 East 91st Street, Cleveland, Ohio 














CUSHION 
TIRE 







Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without . 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, Utilize 
' small space. Make top shelves safely 
available for stock purposes. 
style—neat of design—nicely 
finished—any height ceil- 
+ ing. Thousands in 


, use. oo MYER 


































~ pucw-Pims /\ 
PUSHLESS HANGERS 


Metal Contains 
6 St ] L 9”? 150 
rn 10c Packets 
D; Sell for $15 
_ lay Cost $10 
Cabinet Profit $ 5 












Push—Pins Push-less Hangers 

‘Glass Heads-Steel Points’’ ** The Flanger with the Twist’’ 
To “ Hang Up Things” in Homes, Offices 
and Schools. Nationally Advertised. 


Moore Push-Pin Co. (Wayne Junction) ,Phila., Pa. 
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Osborne High Grade Punches No. 45 
Sold by Name and Fame 


Turner No. 45 on a blotorch means a better 
Blotorch—good workmen know it 

The Twin Needle Control prevents enlarged 
orifice, a trouble common to ordinary blotorches. 








The patented Burner Baffle and heater plug 

Belt Punches Arch Punches perfectly gasifies present-day gasoline or kero 

S 7 P h R ] . Pp h sene. Only one opening in the _ seamless, 

pring uncnes evo ving uncnes polished Brass Tank, and that above the fuel 

line—Turner patent. A patented Automatic 

Safety Valv $ s - 

A varied and attractive line for the Hardware Trade. Also: Leather rn ag gg me i gg ed “At 

Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior for any hand. FPEARLESSLY GUARANTEED. 
quality. 


Order through your jobber. 
n 
The above tools will please your customers, as well as our famous Round Write us for new catalog. 


and Oval Punches. 


Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in (PRE Turnen 
mOking OOF pi-duets, . Edgewood Ave., Sycamore, III. 
We stand back of every tool we make. Try us. Write for Catalog 


and Prices. The World’s Largest FEaclusive Manufacturers 


C. S. OSBORNE & CO., NEWARK, N. J of Blotorches. Fire Pots, Brazers. 
— ESTABLISHED 1826 — 
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TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


_ ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can ap ly. The Allen process ——~ 


SASH CORD 


Clothes Lines, Masons’ Lines, Shade Cord utilized ate: for solid metal at the point, or depth of socket 

Awning Line, Dumb Waiter Rope, etc. for the wrench. All sizes in stock from % in. to 1% in.; 

any ~~ point or thread. Also Socket-Head Cap 

Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO. 1}32nSH5420%, 87: 


You Can Always Rely on American Steel & Wire 


Graffco GLASS PUSHPINS WI 2 F Company 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 


























Chicago, New York, Bostea 
They stand more than common strain because they’re Denver, Birmingham, Dallas 
more than commonly strong. Made with a dome-flange 


U. 8. Steel Products Co. 
glass head, in which is rigidly embedded a sharp, needle- San Francisco, Los Angeles, 





like, tool-tempered, steel point. These are selling Portland, Seattle 
features that surely do land business for you. 
Two Handy sizes, retailing 10c. packet. BARBED: Ellwood Glidden, Am. Glidden, Ams Special, 
hee . ey ected tis ' Waukegan, Baker Perfect, Ellwood Junior, Lyman. 
Write for free 2 yl luding handsome NAILS, SPIKES STAPLES "TACKS, Hot Galv’d Nails. 
ree Visplay Case. ZINC INSULATED : American, Royal, Anthony, 


National, U. S., » Banner. Stee 


GRAFF-UNDERWOOD CO. BANNER’ (‘ormerly Arrow) STEEL POSTS. 


Sole Mfrs. Graffco Vise Signals, Vise Clips, Vise Index BALE TIES: Old reliable brands. 
Tabs, Bud Vases, Pencil Sharpeners, Map end Thumbtacks TELEPHONE WIRE. 
WIRE for every purpose. 


20 Beacon St., Somerville Boston, 42, Mass. Quick Delivery. Write us for ‘selling plans. 


BURNLEY Xx r Sup 


























equipment for every ice 
handli purpose. A large 
stock always on hand to 
promptly meet your re- 
quirements. 

Write for complete ce 
list and discount sheet. 

GIFFORD-WOOD 


Main Office & Works: 1 Mill 8&., 
NewYork, Bostan,Chieago, Pittsburgh | 


HA 


23 years. 


Sample free. 


Baal 
== | 


satisfied cus- 
BURNLEY BATTERY & MFG. CO. id ind 


tomers for over 
NORTH EAST, PENN. 





| Nt whe 
Ice Tools and othe: 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX ts published as a convenience and 
Ne allowance will 


not as @ part of the advertising contract. Every care will be taken te index correctly. 
be made for errors of failure te insert. 





A 
Allen Manufacturing Company ........... 101 
Allith-Prouty Company .................. 34 
Aluminum Goods Mfg. Company ........ 63 
Aluminum Products Company ........... 17 
American Can Company ................ 105 
American Enameled Products Company... 88 
American Flyer Mfg. Company ......... 21 
American Gas Machine Company ....... 20 
American National Company ............ 32 
American Radiator Company ............ 73 
American Ring Company ............... 92 
American Saw & Mfg. Company ........ 103 
American Screw Company ............... 9 
American Shearer Mfg. Company ........ 105 
Amfrican Steel & Wire Company ....... 101 
American Wire Fabrics Corporation ..... 92 
Arcade Mfg. Company ................-.. 85 
Armstrong Mfg. Company .............. 94 
Atkins & Company, E. C. .............. 5 
B 
ee 103 
Bridgeport Screw Company .............. 93 
Brookins Mfg. Company ................. 97 
Brown & Sharpe Mfg. Company ......... 105 
Burnley Battery & Mfg. Company ...... 101 
Burroughs Adding Machine Company .... 103 
Cc 
Cary Mfg. Company ..... bewuws wutegaiel 105 
Casement Hardware Company .......... 87 
a we theass seek ane 83 
Chicago Spring Hinge Company ......... 7 
Clayton & Lambert Mfg. Company ....... 100 
ee Se cn csc ecinvesecceonwsen 1 
Coes Wrench Company .................-. 88 
Columbian Rope Company .............. 77 
Connecticut Valley Mfg. Company ....... 103 
Continental Wood Screw Conpany ...... 99 
Pe Ce CE. We ccpnueedueusebiecneeee s 
Corbin Screw Corp. .............. » 005.05 ee 
Corcoran Mfg. Company be ewe aoe 31 
Cuno Engineering 
D 
Dazey Churn & Mfg. Company ......... 103 
De Grauw, Aymar & Company......... 30 
De Laval Separator Co. ................. 79 
Duluth Show Case Company ............ 67 
E 
a ee 94 
Energy Elevator Company .............. 105 
Everedy Co., The ..... ee ee ey . 4 
F 
nearer nay ee ‘6 a teenaane 24 
Fowler & Union Horsenail Co. ......... . 103 
Fox Furnace Company......... : eae 
Fraim Leck Ceo., E. T...... «ahs he eee 
G 
Gendron Wheel Company................ 26 
Gifford-Wood Company................... 101 
sei weal 30 





Gold Medal Camp Furniture Co.......... 105 
ee 7 
Graff-Underwood Company................ 101 
ee ae ee a a , . . wwbwesseeeeee 12-13 
ES EE en ee 3 
Es, 6 no da a we ea eatee ae 87 
H 
ee Ee GN. og nc cv éwewceeeesies 15 
Heller & Company, W. C................ 97 
ES EE ee 28 
en Cis. -M” Bn. . de asudweeweasion 32 
Holland Mfg. Company.................. 98 
CT Me ee eteedawae 94 
Co e.g. oe coun esse eeee 94 
I 
ees Gee Ge... cccccvecesesed< 2 


Janesville Preducts -Co. ..........ccc00- 18-19 
Jennings Mfg. Co., Russell............... 98 
K 
Katzinger Company, Edward............ 108 
Keuffel & Esser Company.............. 94 
Keystone Mfg. Company................. 99 
ee 100 
L 
Ludlow-Saylor Wire Company............ 93 
M 
McKinney Mfg. Company................. 36 
en bee bee e sae 86 
Marlin Firearms Company............... 32 
Massasoit Mfg. Company................ 103 
Maydole Hammer Co., David............. 4 
Meyers, Fred J.. Mfg. Company....... ss 
Milwaukee Corrugating Company......... 106 
Moore Push Pin Company.............. 100 
Myers & Brother Company, F. E...... 89, 100 
N 
National Carbon Company.....:......... 91 
National Juvenile Vehicle Company...... 100 
New Haven Clock Company............. 75 
North Bros. Mfg. Company............. 94 
Northland Ski Mfg. Company........... 32 
O 
Oliver Iron & Steel Company............ 99 
Oliver Oil Burner Corporation........... it 
Osborne & Company, C. S................ 101 
Osborn Mfg. Company................... 10 
P 
‘Paine EE ee Se ey a 98 
Panco Rubber Company................. 98 
Progressive Mfg. Company............ ".. 105 





R 
Reed & Prince Mfg. Company........... 98 
Richards-Wilcox Mfg. Company.......... 65 
Minfore Bife. Caompemy......ccccccccccee 105 
Rixson Company, Oscar C............... 99 
ee Cn ee Cc ceunwoedesswveceee 103 
tac idbeeb bees 16 
ee. Ge FE, WD ccccccccvevccees 94 
Rubber Association of America........... 71 


Russell, Burdsall & Ward Bolt & Nut Co. 6 


§ 
ee I, Ne i nec ewe Kite eee 99 
Samson Cordage Works.................. 101 
Schollhorn Company, Wm.............. 69 
Sidney Elevator Mfg. Company.......... 105 
Se Se GD gg cc kccce cessseuws 105 
Se Tree GNI on 6c occ cccccceccess 94 
Squez-Ezy Mop Company................. 103 
Standard Crayon Mfg. Company........ 105 
NS 6 60 edn sehndhe ela enna ees 14 
Sterling Wheelbarrow Company........... 107 
Stewart Iron Works Company........... 97 
Stratton Mfg. Company.................. 103 
Success Furniture Corporation........... 105 
Syracuse Stamping Co., The............. 105 
T 
Technical Glass Company................ 91 
Thomson Mfg. Company, Judson L..... 105 
Threadwell Tool Co., The................ 100 
De TD WD Gin oc ec cee osc ccs 30 
Torrey Razor Company, J. R............ 105 
a ee 100 
Tremont Nail Company.................- 96 
Trow & Holden Company............... 105 
Tubular Rivet & Stud Company........ 90 
ee sn oe sees eens 101 
U 
Union Hardware Company............... 25 
U. 8S. Cartridge Companmy.............. 7 
U. 8S. Clethes Pin Company............ 105 
V 
Vaughan Novelty Mfg. Company......... 96 
ae 
Walden-Worcester Company, Inc......... 96 
Western Chain Company................ 89 
Weyerhaeuser Forest Products............ 90 
EE ee ee 23 
Ns iced ccwecebewes > 81 
Wickwire Spencer Steel Co.............. 92 
Williams & Company, J. H.............. 103 
Winchester Repeating Arms Co.......... 29 
Winslow, Samuel, Skate Mfg. Co. ....... 22 
Wolverine Supply & Mfg. Company..... 33 


Wright Steel & Wire Company, G. F... 96 
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BAND “J LBNOX” saws- 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 


“The Toots in the Plaid Bear” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW DRIVERS —- GLASS CUTTERS 
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SU. IN EAM 


This modern heating plant requires | no basement, yet it heats the entire 
house. It takes up little space and is as attractive as a fine piece of 
furniture. Write today for our dealer proposition. 

THE FOX FURNACE COMPANY 
Largest Makers of Heating Equipment 
ELYRIA, OHIO 


























THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 





Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
the highest offered) at the Panama-Pacific Exposition. 
profit. Write for price Kat. 
Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 























Plant of 
1000 MILITARY RD., BUFFALO, N. Y 
Plain or enameled in 


STRATTON ™** 52 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
I:nameling, both baked and air dried, 


STRATTON MFG. CO. Stratton, Maine 


the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
| maker. Send for our special offer! 


DAZEY CHURN & 
MFG. CO. 









4301 Warne Ave. 
St. Louis, Mo. 




























WRENCHES 


J. H. WILLIAMS & CO. 
** The Wrench People’ STANDARD FOR 
New York BUFFALO Chicago 4§ALF A CENTURY 



























A Faster Selling Mop Offers.More 


Profit and Guidue Turnover— 


Convince yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 
handle. Keeps hands out of water. 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 


: Saves 
My) 


COPTADa yD Dy 














NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 
‘the New Britain Machine Company 


New Britain Connecticut 




















THE GENUINE 


HUNTERS SiFTER 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio 






Imitated But 
Never Equalled 











Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 


Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass. U. 8S. A 


350 Broadway 
189 West Madison St. 


New York Office ~ ~ - 
Chicago Office - ~ - 














QUALITY 


PADLOCKS ) FRAIM( NIGHT 


LATCHES 
for every purpose 
The E. T. FRAIM LOCK CO. 

















Wright’s Jennings 
High Grade 


Auger Bits 


The Conn Valley 
Mfg. Co. 


Centerbrook, Conn. 
wo & As 








LANCASTER, PA., U. S. A. 
Makers of Every 
Kind of Screw, 


3 Nut and_ Bolt. 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 


























There is a 


Burroughs Machine 


for every figure job 
in every business 


Burroughs Adding Machine Company 
Detroit, Michigan 








Blair Mfg. Co. 


” Seimei : 
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Classified Opp 


HARDWARE AGE 








An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages 

Allow seven words for Keyed Box Number Address. 





ortu 


August 13, 1925 





Set Solid, Minimum 50 words... ,....-.ccccccccesccccceeee + $300 
PD GET WEEE s ce Secedccccconecedescoovcecceove - 06 
All Capitals, Minimum 650 words........ hve wattelewenwet -- 4.00 
ihe ee babe  Ckbee eee eS . 08 
SE ee oe BD 
Bach additional inch. aduniteaeinindiuebiniediie se eee 4.00 


4 insertions, 10% off; 8 insertions 15%: off 


Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Help Wanted 





FOR SALE—Stock and fixtures, hardware, 
china, furniture, paints, etc., modern store and 
up-to-date fixtures, investment of say five thou- 
sand dollars. Best of reasons for wanting to sell. 
One of the greatest bargains ever offered; must 
be seen to be appreciated. Address Box 'G-693, 
care of Harpware Ace, New York. 





—_ 


FOR SALE—Hardware | stock ain fixtures to 
invoice about $3,000. Located in Illinois’ best 
farming center. Only stock in town. Low rent. 
Splendid opportunity for young man to start 
with small capital. Store paying at present, but 
can be increased. Address Box G-694, care of 
Harpware Ace, New York. 

FOR SAL ieee Ohio Hardware Store 
for sale, stock and fixtures invoice about $6,000; 
fine location ; reasonable rent; no finer place to 
live in the State. Address Box G-701, care of 
Harpware Ace, New York. 


FOR SALE—Retail Hardware 
good business. Located busy corner. 
location, Buffalo, N. Y. Clean stock. Fixtures 
almost new. Good reasons for selling. Address 
Box G-704, care of Harpware Ace, New York. 











Store. Doing 
First anak 








FOR SALE—Four 8-ft. Floor Cases with 
mirror doors, electric lights, plate glass tops and 
drawers in base. ANDERSON — 


34 South George St., York, 


COMPANY, 
FOR SAL E—64 feet latest design Duluth 
Show Case Co.’s glass front cabinets, including 
gun, tool and sundry cabinets, with upper shelv- 
ing and nail counter. — Meyers Rolling Lad- 














ders, Tinners’ an am Fitters’ Tools. 
PORTAGE LAKE DWE. CO., LTD., Hough- 

ton, Mich 
FOR SALE—Good clean, well-assorted hard- 
ware, paint and electrical stock, also fixtures. 
Located on Main Street, center of retail district 
in a growing city of Connecticut. Population 
31,000. Cash only, no trades considered. Rea 
inquiry. Ad 


son for selling will be given on 
dress Box G-710, éare of Harpware AGE, 


York. 


New 





MAKE MONEY AND LIVE HAPPILY in 
California’s sunshine. Avoid the blistering heat 
and freezing, blood chilling cold. $7,000 yearly 
net, not including owner’s salary; splendi 
hardw are business in best growing section of 
California, $27,000 cash. Wonderful schools and 





climate. Address BOX 716, care of HarpWArRE 

Acre, New York. 
YOUNG MAN OF GOOD STANDING and 
ardware trade would buy 


long experience in 


(or outright) of small going factory of 


control 


good reputation making lines sold to hardware 
jobbers. New York, Ohio or Pennsylvania loca- 
tion preferred. Proposition must be right. Re- 
plies strictly confidential. Address Box A-2, 
care of Harpware Acer, 1002 Park Building, 


Pittsburgh, Pa. 


Store in 


FOR SALE—Best Hardware this 
section, South Georgia, established nine years 
gnd has made money every year, located in 
T obacco, Potato and Cotton Belt. You can 
+ indle for $7,000 cash: good lease on building. 

Volume about $45,000 per vear: 75% of sales 
cash. Address Box G-713, care of Harpware 


Ace, New York. 





Help Wanted 


WANTED-——-HARDWARE SALESMEN for 
all states, to sell to hardware dealers and jobbers. 
Mechanics’ tool retailing for $1.25 to $2 each. 
Address Box G-678, care of Harpwarr AcE. 


New York, 











, WANTED 

Grade Specialty Salesmen capable of 
Salesmanagers. Salesmen 
Salesmanagers $500. 


High 
becoming District 
make $300 weekly. 

Write now! 
MAIN—NATIONAL BOX 518, 
Cedar Rapids, lowa 

















SALESMAN—Good opening for experienced 
hardware man to represent Eastern Pennsylvania 
jobber in New Jersey. Address Box G-715, care 
of Harpware Ace, New York. 





WANTED—A YOUNG MAN familiar with 
Builders’ Hardware to cover Connecticut terri- 
tory. Address Warshow Hardware & Paint 
Company, 452 Main Street, Stamford Conn. 





SALESMEN—For a complete line of 18 gauge 
utensils. Drawing account—better commissions. 
Twenty-four hours shipping service—no back 
orders regardless size of order—operate our own 
rolling mills and foundries. Men of utensil 
experience with the house furnishing, department 
store and hardware trade, Can earn good money. 
Address Sales Manager, ALUMINUM PROD- 
UCTS CO., LaGrange, Illinois. 


WANTED— Man to take charge of retail 
hardware store. Must be at least 30 years of 
age. Married. Previous experience. Address 
tox G-712, care of Harpware Ace, New York. 





Positions Wanted 


POSITION WANTED—Middle aged man, ex- 
perienced in the following lines: Builders’ hard- 
ware, mill and factory supplies, pipe and f-ttings, 
cutlery, tools and many other lines. Not par- 
ticular as to location. References. Address Box 
G- 708, care of HARDWARE p AGE. New York. 








SAL ESM AN, nine years’ hardware experience, 
last six years traveling, desires position, prefer- 
ably with manufacturer, but would consider posi- 
tion with jobber or retail store. What have you 
to offer. Address Box G-711, care of HarDWARE 
Ace, New York. 





Sales Accounts Wanted 


SALESMAN, thirty-one, married, now travel- 
ing the hardware, auto-accessory and cutlery 
trade in the South Eastern section of the coun- 
try, wishes to secure one or two additional lines 
of merit to represent in this territory. Am well 
acquainted with the trade in this territory and 
can produce results. Address Box G-690, care of 
HarDWARE AGE, New York. 


SALESMAN, calling on the wholesale hard- 
ware and barber supply trade in Illinois, Wis- 
consin, Minnesota, Iowa, Nebraska, Kansas and 
Missouri, is desirous of connecting with a firm 
who is looking for high-grade representation in 
this territory. Only a good staple line will be 
considered. addvens Box G-691, care of Harp 
WARE AcE, New York. 











Sales Representatives Wanted 








Positions Wanted 


RETAIL HARDWARE SALESMAN wishes 
to connect with a retail or wholesale house that 
offers opportunities for advancement. Located 
in the State of Texas. Eleven years’ experience 
in the retail hardware and stove business. 29 
years of age. Can furnish best of references. 
Address P. O. BOX 21, Dayton, Ohio. 


YOUNG MAN, 28, with 10 years’ experience 
hardware jobbing business both inside and as 
road salesman desires inside positiow with pro- 
gressive hardware jobber or manufacturer who 
is looking for a man with ability and where 

Excellent 











SALESMEN WANTED, who are calling on 
with 


the retail hardware trade, to sell alon 
their present line our high quality *urity” 
brand lawn seed. Protection is given in the 


territory which you cover. We desire men who 
are interested in the permanency of their business 
and in steadily increasing their income. Liberal 
commissions are paid. We have openings in 
several states east of the Mississippi River. Now 
is the time to book future orders. When writ- 
ing please give references, territory covered, etc. 
For further particulars, address Box G-676, care 
of ITARDWARE AcE, New York. 





SEPTEMBER 1ST we will have an opening 
in New_York State (not including the Metro- 
politan District) for a commission man zlready 
acquainted with thé trade, who is at resent 
representing lines that will not conflict with a 


there is an opportunity to grow. 
references. Address Box G-714, care of Harp- | complete line of Builders’ Hardware. SHARON 
WARE, AGE, New York, HARDWARE MFG. COMPANY, Sharon, Pa. 








Sales 
Accounts 
Wanted 








Are you desirous of secur- 
ing good Sales Accounts to 
handle ona commission 
basis ? 


If so, look over the ads in 
the ‘Classified Opportunities 
Section”’ in this paper. 


It’s the place to find them. 
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FORSTNER BITS 





THE PROGRESSIVE MFG. co. 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 





One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 
expeditious than chisel, gouge, scroll-saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


TORRINGTON, CONN., U.S.A. 








Want a Customer 
For Your Hardware Business ? 


Tell your story in the paper that most hard- 
ware men read. 


Your message, giving the main facts, will find 
a quick buyer when inserted in Hardware Age. 


Address: Hardware Age, 239 West 39th St., 
New York City, ‘‘Classified Opportunities 
Section”’ 


IDEAL LINE 
ROLLING STEP LADDERS 





— Prompt 
rices ° 
— a Shipments 
poms a — — ; 
Rolling t _ 4 
Ladders Shelving. | 
on the 
Market. ee 
Satisfaction Catalog on 
Guaranteed. Request. 
SUCCESS FURNITURE CORP. 
St. Louis (Kirkwood), Mo. 











UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, om N. Y. 








THERE IS ONLY ONE 
‘Gop MEDAL 3047. 


FOR 33 YEARS THE sete ng rar 


ORDER EARLY. 





GOLD MEDAL CAMP FURNITURE MFG. CO., RACINE. WIS. 


PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 


American Shearer Mfg.Company 
Nashua, N. H. 























BROWN Sai) 5 72020 oe BOLO) BS 
or Nearly LOO Years There Has Been No 
B BS aed stitute for Brown ®& Sharpe Quality 


ol Catalog No. 29 


Mi G,;: 483: 


~ \ 


Sevrd for Small TT 


ieee * ®& SHARP] 
IVIDENC I | 











WS. UIMES POS 


“They Have a lia = 
Bull Dog-Grip” —— 


Manufactured by 
‘ vu. S. Clothes + od ys Montpelier, Vt. 


Sal 
1015 Union Bank. "Blan Pittsburgh, Pa. 











American Can 


American Can Company 





J. L. THOMPSON MFG. CO. 
‘ Waltham, Mass. 
Tubular and Bifurcated 


=RIVETS= 














The “TORREY” 
A Real Man’s Razor 


Bead for Catalogue of Full Line 
J. R. TORREY RAZOR CO. 
WORCESTER, MASS. 











ELEVATORS 
DUMBWAITERS 


Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 
Cc 


Write for our catalog 


Energy Elevator Co. 
211 New St. Philadelphia 








o. 
Syracuse, New York 





* 











| LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 





SILVER LAKE | 


SASH CORD 


NET WEIGHTS 
Sliver Lake Co., 


If it’s the best tool you can sell 


For Working Stone 
it’s ours 


Trow & Holden Co., Barre, Vt. 
Send for catalogue. 


FULL LENGTHS 
Newtonville, Mass. 




















MANUFACTURERS 


What have you to offer in the way of quick 

selling merchandise? Let one of these ‘‘small 

card’’ advertisements help you increase your 

ae The cost is only $8.00 per inser- 
rs) 


HARDWARE AGE 
20th St. New York, N. Y. 


OR Ie Re AN RE RNR FER RENNER , 
lata tenatiteeeeenaeeteeetion detainee TS Sanne a a RN Pa 





239 W. 


ELEVATORS 


Wi 
fer particulars. State 
ments as te size, capacity 


The SIDNEY ELEVATOR Mfg. Ce 
Sidney, Ohle 


CYTES AXES 


Scythes since 1912. Axes since 1880. 


RIXFORD M8:Snaaceve. 


and Dumbwaiters 
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th Quality Iron 






When you enroll as a Milcor-Armco Shop, you 
get a free subscription to the 


“Ingot Iron Shop News” 


Whee) ee aeliiaks 


Made of ARMCO Ingot !ror 


eae 


Ps ah 5 wo 
Be ne Min * 
Sb; ple? ig * 


Free supplies of blotters, folders, and other ad- 


Do you want this Sign | “SsSSe254 
and other Valuable Help? 


. Naebirges 3 like this are rare! A powerful partnership is Titetoraalacls 


offered to you. And it won’t cost you a cent. Here’s what this ty ois shell 
mamelel lad 
d by: 


i i ani 
” ane 












partnership will mean to you: PB. 


The big porcelain enameled Milcor-Armco Sign shown above will be : 
shi Aes to you FREE, when you enroll as an Armco Ingot Iron Shop 

and agree to recommend, at every opportunity, Milcor Products made from 
Armco Iron. You will receive the “Ingot Iron Shop News” monthly. 
Blotters, folders, large job-signs — all with your name imprinted —will be 
yours for the asking. And you get the benefit of hundreds of thousands 
of dollars worth of Armco and Milcor advertising. 





Business is certain to go big with every Milcor-Armco Shop. Every sheet Big signs, 22 x 28" in commanding colors, with 
° ° ° > = ‘our name, rnis ee, to tacked upona 

metal man knows that the Milcor Line includes the best designed and fin Las whee you anal Wilierdwans Pesdens. 

est made products obtainable. When you sell Milcor Products in Armco This is practical, extremely valuable advertis- 


ing for you. 


Just send the Coupon! 


Iron, your Trade is getting the height of quality. No other sheet metal 
products can even approach this Milcor- Armco standard of quality. 








Opportunities like this are rare! Mail that coupon today! sevensecseces® 
eesseseee® 
: ing Co- 
MILWAUKEE CORRUGATING COMPANY : ‘1waukee Corrugating ©” — 
4 : : iness ” 
MILWAUKEE, WISCONSIN s Milwe\ilwaukee, Wiscon® rerested in better busin a shop” 
2 : in n 
Chicago, Il. Kansas City, Mo. La Crosse, Wis. = Gentlemen — Certainly & bop as a “Mileor yy recommend and use 
: “a 0 en the sign yOu so roducts wherever Poss 
= fwill ime gna Milcor- 
: ae 
: Firm Name-------°"""" 

















’ “i. . qoooneeer”” 
\ Sheet Metal Products | “=~ 
ie, ee ee eee 
a. e "% Uy, SO ° —_ el 
ZN ARMCO Ingot Iron. } co wise 
YG o.? ps. in ngot Ton v : City and ~ essssssssee” 
‘ Very be At ips . Neen cece 
» “Gee 4 Goes L Gy veccvevers , ~ crccgresere @ ee COP. - nw OOOO DIOL EOT OE PEROT CORDEEE EE OTOH 
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Something Io Talk About: 


Handle Clamps 
lVhen you handle Sterling lheel- 
barrows you have something fo — 
talk about. Many exclustve im-— 
provements in construction and 
design give you selling arguments — 
which save sales effort: 
You can salely say there is no 
better wheelbarrow made and. 
a casual mspection of a Sterling 
will prove your argument. 
One Sterling Sale 
Creates Another 











Sterl ING Wheelbarrow ( Mihoauk Cs. 


Boston, New York, Chicago, Cleveland, Detroit, St Louis 


citcctainns eet ————— 





a —_ - ooo 
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Now is the Time to Buy 


BLACK BEAUTY 


Roasters and Drip Pans 





Se LS tem ~ - = 









Priced to sell quickly wTitee spundis ; mame Se 
; Threenicce Fall Specials. In con- 
and bring repeat Pe 6 pel 
stant demand. 


business. 


AA cer nee eA «meee - 
- LT et: et ttt tint te a ea tte 








Black Beauty 3-Piece Double Roasters 


| | | No. 10—11 .«x16 x8 —Retails for about $1.25 each 
|] No. 20—1214 x 171%4 x 91%4—Retails for about 1.50 each 


Black Beauty 2-Piece Double Roasters—No Basting Racks 


No. 1— 634 x 934 x 514—Retails for about 35c each 
No. 2— 8 x12 x7 —Retails for about 45c each 
No.3— 9 x14 x7 —Retails for about 50c each 
No. 5—10 .%«15 x7 —Retails for about 60c each 
No. 6—10'% x 1534 x 8 —Retails for about 65c each 
No. 7—13 x18 x8 —Retails for about 80c each 





You can buy these at a price that gives good profits. 


Black Beauty Quality Drip Pans—Sanitary 


Made in 16 sizes. Those <—"—-Z Write for our complete 
listed below are fastest sell- | No. 24 catalog which also 
ing numbers as shown by estat shows our full line of qual- 


our sales records. ity tin baking pans. 









Fastest Selling Sizes 


| 6x10 9x17 11x16 
| 7x14 10x10 eee] 

i if a — Pp e FY ' 
i | 8x12 10x14 16x17 
9x14 10x15 18x19 








SEND IN A TRIAL ORDER TODA) 


(i) Jleadine hardware jobbers handle our products 


| EDWARD KATZINGER COMPANY 


1949 N. Cicero Ave. Chicago, Illinois 





























